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A “FARMERS’ GET-TOGETHER DAY” 


How the Hitchcock Hardware Company Drew to Its Store the Farmers 
and Their Wives from Fifteen Miles Around 


By W. E. FREELAND 


when he represented the New England Re- 
; tail Hardware Dealers’ Association at the 
National Chamber of Commerce meeting in Wash- 
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The floor is marked off in 5-ft. lengths with tacks. The 
rope is kept in a cool, moist room in the basement 


ington last month, but he’s “Jim” to the menfolk of 
a dozen towns), manager of the Hitchcock Hard- 
ware Company, Watertown, Conn., hired a specialist 
to circulate among the farmers this spring, he said 
to himself “How shall I introduce this man to the 
farmers?” He knew that much of the success of the 
venture would depend upon the right start. 


How Jim Used the Extra Day 


But a man who started thirteen years ago with 
the stock of a bankrupt store and $100 in cash, and 
has started something several times a year since, 
was not to be balked by such a problem. With the 
intuition that underlies all successful merchandis- 
ing he fixed upon a day and invented an occasion. 
A “Farmers’ Get-Together Day” he planned and 
as the farmers had an extra day this year—Feb. 
29—that was chosen as the date. He enlisted the 
help of the Litchfield County Farm Bureau and of 
the manufacturers he represented and all responded 


gladly. A personal letter was sent out far and 
wide—that was where a good mailing list counted 
—and this was followed a little later by a program 
mimeographed on a special letterhead and enclosed 
in a special envelope. 

The city and country town papers and the granges 
all took a hand in boosting the affair. - 


In the Hall Over Jim’s Store 


The day arrived and the farmers and their fam- 
ilies arrived too. After some delay and much per- 
suasion, they were induced to come away from the 
farm implements and the electric range and the 
incubator where the chicks were just hatching out 
and assemble in Pythian Hall over the Hitchcock 
store. Here Allen W. Manchester, Litchfield County 
Farm Bureau Agent, took charge and introduced 
the speakers. State Senator Robert V. Magee 
spoke on the “Get-Together Spirit,” an able address 
to an interested audience. Irving O. Davis of 
the extension department of the Connecticut Agri- 
cultural College at Storrs, was the next speaker, 
taking as his subject, “Farm Management.” Mr. 
Manchester then discussed “Dairy Feeding” giving 
some figures on mixtures and costs that resulted 
in a session which extended far beyond the time 
allotted. He was subjected to a broadside of ques- 
tions and good-natured criticism. Then came the 
lunch. The tables had to be re-set four or five 
times to accommodate the crowd that had gathered 
by this hour. There was a striking display on 





The store can be easily seen from this office. Price 
lists are inserted in the arm-rest slides of the desk 
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These show cases form three sides of a quadrilateral about the wrapping counter. 
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Many a sale is made from 


. them to customers awaiting parcels or cash 


the speakers’ table of apples from sprayed and un- 
sprayed orchards. 


Pruning at Jim’s Home 


Then the men adjourned to Mr. Strockbine’s home 
where Mr. Manchester showed how old and young 
fruit trees should be pruned, incidentally using 
about every known pruning device. Meantime, Mr. 
Strockbine was busy showing groups of poultry- 
men his model 200-hen poultry plant and explaining 
his ideas of winter feeding. The program closed 
with a well-selected set of industrial and educa- 
tional films shown to a crowded house in the local 
moving picture theater. So many returned to in- 
spect the demonstrations and displays that the 
store was compelled to remain open for nearly an 
hour after the regular closing time. 

In the lecture hall were two tables that proved 
to be popular with the guests of the day. One 
had a varied collection of government farm reports 
and pamphlets, the other held similar documents 
from the state agricultural college. These were in 
charge of two students from the college. This 
literature was eagerly seized upon and at the lunch 
hour many spent some time in making selections for 
perusal at a more convenient opportunity. 

Demonstrators were on hand to explain the merits 
of farm implements, milking machines and milk 
separators, wire fencing, fertilizers, pruning tools, 
coal and electric ranges and electric appliances. 
There were also special displays of paints and var- 
nishes, seeds—there was special interest in the large 
display of germinated seeds—spraying materials 
and apparatus and barn equipment. The working 





exhibits of coal and electric ranges and incubators 
proved a magnet for the women visitors. 

Although there were several salesmen and demon- 
strators present, it was distinctively a show day, not 
a sales day. No one was asked to purchase and 
no goods were price-marked. By this means, the 
occasion was made one for the development of good- 
fellowship and the ripening of acquaintance. Sales 
were made but they were not urged. 


Hitchcock’s Preparedness 


Watertown, where the Hitchcock store is located, 
is a town of about 4200 population, only a few 
miles from the flourishing city of Waterbury. Only 
the most progressive methods could enable a hard- 
ware store in this location to compete against 
the stores of the larye manufacturing cities and 
towns of the Naugatuck Valley. Yet, by years of 
intensive sales effort, this store is drawing trade 
from a section bounded on the east by a line drawn 
from Winsted to Ansonia and extending to the 
state line on the west. 

When the writer stopped a native to ask the loca- 
tion of the Hitchcock store, the latter pointed up 
the street and said: “Do you see that sign up 
there, ‘You Auto Supply Here.’ That is Hitch- 
cock’s.” The modern store front and the large, 
attractively dressed windows gave the first clue 
to the story that might lie behind them. On enter- 
ing the store, the first impression was that here 
was a most comprehensive stock, well-displayed 
and very compact. It is a store ready to sell you 
anything from a machine needle to an automobile 
tire, from an electric toaster to a furnace, from a 
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tin dipper to a tractor. There is a little of every- 
thing in sight with the real stock kept in a ware- 
house. The absence of counters and drawers is 
noticeable. As far as possible the stock is arranged 
so that the customer can make his own selection. 
The increase in sales due to this plan is a large 
factor in the store’s success. 


The “Thank You” Attitude 


The office is located in a balcony at the center of 
the rear of the store. From its windows every 
part of the floor is in view. If all the regular 
clerks are busy and a customer enters, one of the 
two women office clerks is promptly on the floor. 
It is all a part of the spirit of service which is 
emphasized in all the concern’s dealings with its 
patrons. They are trained saleswomen and, if any- 
thing, can show better than the men clerks the 
kindly interest, the cordiality, the courteousness— 
the “thank you” attitude—that builds up a store’s 
patronage. 

When the store was first taken over, there was 
a partition through the middle, the office was boxed 
in in one corner of one of the two stores thus 
formed and the windows were the old small win- 
dows. One of the first changes was to rip out the 
partition and put in large plate glass windows with 
prism glass overhead. The space under the present 
office is used to good advantage for storage of 
barn door track and rolls, tool handles and bins for 
all kinds of twine. It is also used for storage 
of repair work, such as milk cans, pails, etc., 
which have been repaired and are waiting for the 
customer to call. This keeps these articles out of 
sight, yet handy for the clerks when the customer 





Home-made racks surmounting the show 


cases help to 





Gi 


calls. The office has swinging windows which per- 
mit a free circulation of air in warm weather. 


Home-Made Helps 


There is evidence on every hand of much thought 
and careful planning. The wrapping counter is 
in the center of the store and a carrier takes cash 
to the office. It has been found that this is prefer- 
able to having cash registers on the floor, especially 
in the double checking of footings on the sales 
slips. Forming three sides of a quadrangle about 
the wrapping bench are glass show cases displaying 
cutlery and similar goods. Surmounting these show 
cases are home-made racks with two shelves on 
which are displayed a multitude of small articles, 
many a sale is made from these racks while cus- 
tomers are waiting for parcels and change. Over- 
head is a home-made rack of galvanized pipe sus- 
taining a variety of wire goods, lanterns, etc. From 
hooks in the ceiling hang milk and other pails and 
a great variety of goods which can be well dis- 
played in this way. For the class of trade com- 
ing to a country store this has proved a sales 
feature of real value and so has been permitted to 
remain from the old days. It is not particularly 
aesthetic in tone—but it sells goods. Grass seeds 
are kept under one of the few counters found in 
the store. They are kept in No. 4 ash cans swung 
on barre swings. The counter top protects them 
from dirt and there are no covers to be mislaid. 
In the winter the cans are removed and shelves sub- 
stituted for the display of skates. Chain is kept 
in bins with the end of the chain hanging on a 
hook so that there is no groping around for it. 
Nails are kept in galvanized bins with a set of 
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sell many small articles and mechanical specialties 











62 


scales right at hand so that there is no needless run- 
ning about the store. Rope is kept in the cellar to 
prevent its drying out and is brought up through 
holes in the floor. The floor is marked off in 5-ft. 
lengths with tacks so that the rope is quickly meas- 
ured. Under the holdfast clips sustaining the ends 
of the rope is a table for rapid computation of 
weights. 
Time and Space-Savers 

Just back of the wrapping table, under the front 
edge of the office balcony, is a large rack with 
changeable compartments which holds catalogs for 
the use of the clerks. One of the mottos of this 
establishment seems to be “Let no space go to 
waste.” So one is not surprised to find over the 
front doors capacious shelves which hold reserve 
stock. Fire protection is provided by hose con- 
nected with pressure mains in the store, the work- 
shops and the paint and oil storehouse. There are 
also chemical fire extinguishers of various types 
scattered about in available places. Speaking tubes 
and bells provide quick communication between 
office, store and workshops. There is always minor 
repair work which can be done by clerks in a 
store of this type. Usually, however, the clerk has 
to go to a workshop and thus is taken from the 
floor. To overcome this, a small workbench with 
a good kit of tools is found on the main floor. In 
the warehouse the seed room is tin-lined to keep 
out rats and mice and a sealed, damp-proof room 
is provided for the storage of steel goods. 

The basement of the store is used largely for 
workshops. The Hitchcock Company does consider- 
able business in plumbing, metal working, heating, 
gas fitting and electric wiring. It does contract 
work in all these fields except electric wiring in 
which it does a repair business only. The work- 
shops are adequately equipped and a large stock of 
parts and fittings is carried. 


Training the Cub to Read 


The manager appreciates the value of trade and 
technical papers and clerks and workmen are urged 
to make use of those for which the concern sub- 
scribes. Recently one of the apprentice boys asked 
Mr. Strockbine for more pay. This bargain was 
made; the boy was to get a raise if he agreed to 
take home one paper each week and to be examined 
upon its contents when he returned it. The agree- 
ment is still in force and is working well. 


An Original Office 


The office is highly original in lay-out and work- 
ing methods. In the front center, looking out 
directly over the store and separating two flat top 
desks, is a home-made disappearing typewriter 
table. Just above, supported on a framework of 
nickeled tubing, is a large cash register. In one 
of the desks, the two arm rest slides have been 
remade to hold pricelists under glass. One slide 
has prices for much of the floor stock, the other for 
plumbing goods. As the costs and prices are in pen- 
cil, they can be readily changed. Other home-made 
price lists, mounted on heavy cardboard, hang on 
a hook nearby. It rarely happens that a price 
for any product handled cannot be given almost 
instantly. 

One of the interesting things is the catalog file 
and index. The file is thoroughly cross-indexed. 
Under the manufacturer’s name appears the prod- 
ucts he makes; on the product card appears the 
name of every catalog in which the product ap- 
pears. Drawers of different sizes contain in ver- 
tical folders, classified by a combination of lefters 
and numbers, catalogs of every size except the 
most bulky, which are housed on shélves directly 
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over the filing cabinet. As the smallest catalogs 
are as essential as the largest, there are appropriate 
small drawers for them. Not even an envelope 
stuffer escapes—but it does not go into the file; it 
goes in alphabetical order into a scrap book. Every- 
thing is filed—and filed so that it can be found im- 
mediately. Repair tags, charge slips, copies of 
invoices and correspondence, all have their own 
place in some form of file, which, properly marked 
and placed in order on shelves, can be promptly 
located. The more important of these files are 
maintained over a ten-year period. 


Mcre Good Bus:ness Methods 


Delayed correspondence, notes for future refer- 
ence and similar material are not stuffed away in 
a drawer but are punched and placed in a ring 
binder which occupies a prominent place on the 
manager’s desk. Alongside of it is a special cal. 
endar utilized as a memorandum of customers’ notes. 
The customer’s invoice and the sales record are 
made at one time by manifolding. A full sheet is 
necessary for a few accounts to cover a month’s 
business but other sheets are perforated to provide 
for two or three accounts on the same sheet. The 
copy sheet is about 2 in. wider than the invoice 
sheet, thus giving room for punching for the ring 
binder in which the sheets are kept in alphabetical 
arrangement, and also for details of labor charges 
which do nct appear on the invoice. Labor always 
appears on the customer’s invoice as a lump sum. 
If it is not satisfactory, a verbal explanation will 
be necessary anyway, so labor and space are saved 
by lumping labor charges. Invoices are kept up to 
date during the month but are not sent out until 
the end of the month except in rare instances. 
Familiarity with the accounts readily dictates which 
size of invoice will be needed for a customer. Bal- 
ances from previous months do not appear on the 
invoice and a regular form of statement is employed 
to call attention to them. Credits of any nature, 
however, appear upon the invoices in red ink. 

The ledger is a specially devised form of the 
yearly type. Each month has a vertical column with 
debit, credit and balance columns. These extend 
across two pages. About six accounts on an aver- 
age are carried on each double page, separated by 
horizontal red lines. This makes a neat, compact 
style of ledger and has proved particularly adapt- 
able to a retail business of this type. Every part 
of the bookkeeping system, as far as possible, is 
loose-leaf. 


Distribution of Expenses 


It may be interesting to some to know how the 
expense charges are distributed. The heads under 
which they are grouped are these: rent, gas and 
electricity, fuel, advertising, water, stationery and 
stamps, telephone and telegraph, blacksmithing and 
shoeing, magazines and papers, carfares and travel- 
ing expense, auto expense and repairs, oats and 
hay, harnesses, wagons and repairs, building re- 
pairs, taxes, insurance, interest, paper and bags, 
miscellaneous. 


Aluminum Car and Cart Delivery 


Two teams and two automobiles are in regular 
use. Regular deliveries, except of the heaviest ob- 
jects, are made to near-by districts by team. Be- 
side the stairs leading from the store to the office, 
is a hook for each delivery district. Notes of goods 
to be delivered are hung upon these hooks and 
when a driver starts for a certain district, he 
gathers up the parcels destined for that particular 
route. One automobile is used by the manager and 
the other by the solicitor who travels among the 
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farmers within a 12-mile radius. Both automobiles 
are painted with aluminum paint which has be- 
come recognized as a distinctive sign of a Hitch- 
cock machine. This identification leads to consid- 
erable unexpected business. There are so few auto- 
mobiles of this distinctive color in the neighbor- 
hood, that it is taken for granted that the color 
denotes a Hitchcock man. 


A Maker of Men 


The business is principally owned by F. F. Hitch- 
cock, who conducts a hardware business at Wood- 
bury, Conn., a few miles distant. Mr. Hitchcock 
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has been in the retail hardware business for fifty- 
three years, forty-five of them as the sole owner. 
He has had the unique distinction of training thir- 
teen men who have made good as proprietors of 
their own businesses. He is still an active, keen 
business man whose looks belie his many years in 
the hardware field. Mr. Strockbine served his ap- 
prenticeship with Mr. Hitchcock and when the lat- 
ter bought the bankrupt store in Watertown, he 
placed Mr. Strockbine in charge. The growth of 
the past thirteen years reflects the ability of Mr. 
Strockbine and the foresight and judgment of the 
man who placed him at the head of the business. 

















Salesmen of Hunt-Helm-Ferris & Co., who .attended the recent convention 


Sales Convention of Hunt-Helm- 
Ferris & Co. 


Beds prior to starting the 1916 campaign, the 
salesmen of Hunt-Helm-Ferris & Co. gathered at 
the headquarters of the company at Harvard, IIl., 
for the exchange of ideas such as usually takes place 
at salesmen’s conventions, and also that all members 
of the sales force might become acquainted with the 
recent additions to the “Star” line. The men were 
also given revised prices throughout the line, effec- 
tive for the beginning of the new year. 

Several new door hangers, a tank heater, and a 
new harvester hay carrier were shown as well as 
the new curb clamp and other features for “Star” 
steel stalls. 

As the convention drew to a close the men were 
all guests of the company at a very enjoyable din- 
ner served in the general office of the company. 
After dinner, instead of the customary speeches 
and stories which usually wind up a banquet of this 
sort, a novel dramatic entertainment was provided. 
The convention was then officially closed by B. B. 
Bell, secretary and treasurer of the company, who 
in a few brief and well-timed remarks summed up 
the aims and purposes of the meeting and what had 
been accomplished. 


Texas Jobbers to Meet in Austin 


HE Texas Hardware Jobbers’ Association will 

hold its twenty-first annual convention in Aus- 

tin, Tex., April 7 and 8. The sessions will be held 
at the Driskill Hotel. 


Champion Spark Plug Company 


Erects New Factory 


; ie Champion Spark Plug Company, Toledo, 
Ohio, is erecting a big addition to its factory 
in Toledo. The building will be more than double 
the size of the company’s present plant. The 
cornerstone of the building was laid Feb. 26 by 
R. A. Stranahan, president of the company. Among 
the guests were 250 of the country’s leading auto- 
mobile engineers, representing many prominent 
manufacturers of motor cars. Each of the visitors 
was invited by Mr. Stranahan to write any good 
wishes which he cared to express regarding the 
future of the Champion Spark Plug Company on 
his personal card and place it in the metal box 
cemented in the cornerstone. The cards were turned 
in by the score, and for that reason the officials of 
the concern feel that the greater Champion Com- 
pany is literally built on the good wishes of its 
friends. 


Geisel Mfg. Company’s Plant Oper- 
ating in Full 


dieses A. Geisel Mfg. Company, St. Louis, Mo., 
has completely reconstructed its plant, which 
was recently partially destroyed by fire, and all 
departments are again in operation. This com- 
pany manufactures stove pipe and elbows, gasoline 
and oil stove ovens, air-tight heaters, water coolers 
and tin, enameled and japanned ware. 
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THE MARKETING OF GOODS 


By W. D. TAYLOR 
President the Geo. Worthington Company 


HIS, we claim, is a trade and is a man’s job. 
We note all along the line that more atten- 
tion is being given to the marketing of goods 

than ever before. Almost all of our large universi- 
ties are now laying out a post-graduate course in 
Salesmanship and Business. Such universities as 
Dartmouth, Harvard and our own Western Reserve 
are preparing to give graduates after their regular 
college course a post-graduate course in this par- 
ticular line of marketing goods, as we feel many 
people conducting a business are not fitted for that 
particular line, or do not fit themselves by gaining 
the knowledge that they should, and most failures, 
as we have found, come from this cause. 

We therefore repeat, in order to make a success- 
ful merchant either in the jobbing or retail busi- 
ness, we must have, as stated by an eminent author- 
ity, first, character; second, courage, and third, 
good common sense. A certain great financier has 
stated, in giving credit to anyone he places more 
upon the character of the person whom he is trust- 
ing than he does upon the means that he has back 
of him. We think everyone must admit that in 
order to succeed in business the old sharp practices 
cannot be used at the present time. To succeed, as 
we see it, in any business a person must have a 
fixed policy of being honest and straightforward in 
all his dealings, and endeavor to secure the confi- 
dence of the customer which will be lasting and 
helpful, and will not only stay with him in the 
present -sale, but will make him a customer and 
friend for the future. If such confidence can be 
gained through the sales that are made every day, 
the customer will be the very best kind of an ad- 
vertisement for the merchant by telling others 
about his goods and his way of doing business. 


Courage 


No one who is in a business of any kind but must 
have the strength of his convictions, and courage 
enough to go ahead and plan for the future, not 
only when goods are advancing in price as they 
have been for the past few months, by laying in 
a stock according to his immediate and future needs, 
but to have this same courage when prices are de- 
clining, and to plan the spring and fall business 
sometimes as early as September or October of the 
previous year, arranging for a certain line of goods 
that he needs and will have to have. As we see it, 
this requires courage, and three-fourths of courage 
we claim is knowledge. If a merchant has full 
knowledge of the lines of goods that he is selling 
for spring or fall in his locality, by observation and 
investigation, he will usually make a success of his 
business. We tell many of our salesmen, and also 
our friends, the retailers, that this matter of knowl- 
edge in the hardware business never ceases. There 
are continual changes going on and if they are not 
looked into and the dealer does not become familiar 
with them, and keep up with the procession, fre- 
quently he loses the golden opportunity to make 
many a sale, by neglecting to tell his prospective 
customer all about the lines of goods that he is 
trying to sell. This, we think every merchant will 
admit, has been his experience since the time of 
selling goods started—that if he knew all about the 
goods and could talk intelligently to the prospective 
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customer on the subject that he was discussing, and 
then had courage enough to ask a reasonable profit 
on the goods he usually made the sale, while if on 
the other hand he tried to sell something that he 
did not know very much about he frequently got 
into deep water and when the customer asked him 
questions he had to admit that he did not know, and 
the customer would soon realize that he was taking 
too many chances in buying the goods of the mer- 
chant. 

Our experience has been that most prospective 
customers expect the salesman or dealer who is try- 
ing to sell the goods to know all about them, and 
he must be able to convince the customer that 
what he is telling him are facts (not what is some- 
times called “hot air’), so this will carry convic- 
tion with the would-be purchaser, then, if a sale 
is not secured the day the goods are shown the 
customer will probably come back and order the 
goods, because the dealer knows his business. We 
therefore feel that knowledge of the goods is some- 
thing that all merchants should endeavor to secure. 
There are many things in a trade journal that every 
hardware store proprietor and his salesmen should 
know something about and if they would study the 
advertisements carefully that appear in HARDWARE 
AGE and other trade journals on the subjects that 
are given they could get many talking points which 
would help them to sell the goods. These advertise- 
ments are usually written by experts who could not 
draw the salaries they do unless they made good. 
For illustration, we notice in HARDWARE AGE an ad- 
vertisement of a file manufacturer in which he tells 
all about the good qualities of his files and closes. 
at the end of the advertisement with “Send for a 
copy of File Filosophy, a booklet on the use and 
care of files in general.”” We fear few retail mer- 
chants have asked for this booklet, so as to post 
themselves on files. Whether they sell this particular 
brand of files or not, it would help them to sell files 
and it would help their clerks if they would read 
and understand this booklet. This applies to many 
other lines. This is only one way in which to be- 
come thoroughly posted on the goods we are offer- 
ing for sale. 

Another illustration. We would never attempt 
to sell lawn mowers if we were trying to sell them 
to the user unless we had first taken them apart 
and examined them carefully, so we could talk in- 
telligently and know all about the particular lawn 
mower that we were trying to sell. This illustra- 
tion came to the writer’s notice early in his 
experience of buying goods. The secretary of one 
of the large lawn mower manufacturers came to see 
us with samples of the machines he was selling. He 
was a well-educated person, had plenty of talking 
matter with reference to why we should buy his 
particular make of machine in place of some others 
that we had been handling. As everyone is aware 
of the fact that the adjustment of the wiper knives 
to the lower blade of a lawn mower is an important 
matter we reached for a screw driver to change the 
adjustment. He immediately objected to our doing 
this, because he stated he had already had it ad- 
justed at the factory and he did not want to have 
it readjusted. We then took off the wheel to see 
the inside gears and the pawls. After we had 
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examined them he started to put the cap on and in 
place of putting it on the machine he lifted the 
mower up bodily and tried to put it on in that way. 
We suggested to him if he would turn the mower up 
on end and then place the cap on he probably could 
get it on easier than the way he was trying to do 
it. Now this illustrates what we are trying to 
bring out—the fact that all the talking matter this 
gentleman had given us on the merits of his ma- 
chine we felt was nothing more than hot air, as he 
did not know the facts about the article he was 
offering to sell us and that any information we 
would get that was reliable we must get ourselves, 
as we could not depend on what the gentleman had 
told us. 
Good Common Sense 


Now, as to the third item, good common sense, 
this is absolutely necessary for anyone to have in 
order to succeed in business. A man may have 
college training and not have common sense, and 
usually he will make a failure. Common sense 
teaches us to do those things that are applicable to 
our own business, notwithstanding the fact that 
someone else has made a success doing the business 
in some other way. We therefore caution our 
friends, the retailers, that they should not be car- 
ried away by addresses made at their association 
meetings or general statements made by some fel- 
low dealer who has made a success in his business, 
and while all of these helps, like some addresses 
that are made by efficiency men, are all right, after 
hearing them and getting out of them all that is 
possible we feel every one must use his common 
sense in applying these principles and statements 
to his own business and while they may work out all 
right for someone who is doing a larger business, 
and under certain conditions they might be appli- 
cable to your own, you must use your common 
sense in handling the business. 

Common sense helps us when we are approached 
by the efficiency men who tell us how we can make 
a great success in our business by the short route 
other than by good, hard, conscientious, everyday 
work. 

We noticed in a local paper, under date of Jan. 
26, the following statement: J. F. Foster, on trial 
in Detroit, before the Federal Court for alleged 
fraudulent use of the mails, testified he had operated 
under the name of the American Business Men’s 
Association and had enrolled two hundred retail 
merchants from whom he had secured $21,000 and 
none of the merchants received anything in return 
except some coupons, advertising and a $5 
premium. 

Our attention was called to this association by 
one of our customers in New York State, who had 
used his common sense and made inquiry with 
reference to the concern before he went into it. 
Our salesman in the central part of the State sent 
us a clipping from a local paper telling all about 
these people and how they were going to reduce 
the cost of buying. We feel on the buying end of 
the business both the jobber and the retailer are 
about on an equal basis. 


Success and the Average Man 


As we are all average persons when we make a 
success in any line of merchandising in which we 
are engaged some of us feel, perhaps, that we are 
a little higher up and have what is called genius, 
more than our other fellow workers, but our obser- 
vation has been that whatever success is attained 
not only in the hardware but in any other business 
is largely made by the average man. This is where 
we say the common sense comes in. 
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It requires all of the three qualifications: charac- 
ter, courage and good common sense, planning ahead 
to know what to buy and when to buy and how 
much to buy in our lines, in order to succeed. 


Dealer Should Anticipate His Wants 


From our viewpoint, there has always been a 
tendency on the part of the merchant to ask the 
jobbers to defer shipments of goods as late as pos- 
sible during the winter months, when most of the 
orders for spring goods are placed and business is 
quiet. 

It has always been our observation that the mer- 
chant who does not have courage and good common 
sense, and does not anticipate his wants and place 
his orders early with some reliable concern in whom 
he has confidence, and also specify early shipments, 
loses the opportunity of selling the goods in many 
cases. If he has the goods in stock he is all ready 
for business the moment the season opens up. We 
have in mind now, especially steel goods. Fre- 
quently we have the months reversed, as we did last 
year, warm March and cold April and May. Those 
of our dealers who had put off having their hoes, 
rakes, manure forks, etc., shipped, not in February 
but in April and in May, were clamoring for 
them in March, as their customers were asking 
them for the goods on account of the early opening 
of the season. 

The same thing occurred two years ago when we 
had the heaviest snow storm in our section that was 
ever known in November. Many of our customers 
put off ordering their snow shovels until they were 
called for and it was only a few days until every 
stock in the city was depleted, and those who had 
not ordered them did not get the goods, therefore, 
as we have stated so often, what good does a low 
price do you if you do not have the goods in stock? 

One merchant who was very successful in selling 
screen doors (I refer now to the time when screen 
doors were just being introduced) had samples of 
the doors sent to him. These were placed in a con- 
spicuous section of the store and were so arranged 
that the doors would be swung and shown to the 
customer, and the same thing applied to the ad- 
justable window screens, then when a customer 
came in during the winter months to chat and get 
warm he would invariably ask him if he did not 
want some screens for the house next summer, with 
the result that the measurements were taken and in 
this way he sold infinitely more doors and window 
screens than any other dealer we had in towns of 
the same size. 

We cite this simply as an illustration of what 
can be done if we start in early to get the business. 

The same rule will apply to binder twine. In- 
stead of talking about the weather, the war or 
other topics, if the dealer had a sample bale or 
ball of binder twine and could talk this line intelli- 
gently to his trade the result would be the merchant 
would get his customer’s order early and the busi- 
ness would be infinitely greater than it would be 
provided he waited until the customers asked for 
the twine. This also applies to many other lines 
like refrigerators, harness, bicycles, roofing paper, 
electrical goods, plumbing and heating supplies. 
All of these lines can be sold long before they are 
used. 


Buying and Selling 


We feel many merchants, both jobbers and re- 
tailers, pay too much attention to the buying end 
and too little attention to the selling end. While 
we are perfectly willing to admit that goods well 
bought will sell more easily, we claim that anyone 
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who pays cash for his goods is in about the same 
position as any other first-class dealer. 

We therefore repeat, if more attention is given to 
the selling end by having seasonable goods in stock 
before they are called for, and by carrying all lines 
that it is possible and for which the dealer has 
requests in his territory, including shelf and heavy 
hardware, tinners’ stock and tools, saddlery and car- 
riage hardware, plumbing and heating supplies, 
sporting goods, automobile supplies and electrical 
goods, he will usually succeed. 


Quantity and Capital 


Good common sense would teach anyone to carry 
the quantity that his capital will allow him to do. 
Even if he had a large amount of capital it would 
not be good business sense to carry a larger stock 
than was necessary for the business he was doing, 
for it is absolutely necessary in these times when we 
are doing business on a smaller percentage of profit 
than we did in former years to turn our stock not 
less than four or five times a year. If this is done, 
with courage to ask for a fair profit on the goods 
you are selling, there is no good reason why the 
merchant will not succeed fairly well. 


Get Ahead of the Catalog House 


Another suggestion we would make—carefully 
look after the trade in your territory, just the same 
as the jobber has to do. No matter how well a con- 
cern is known, if the jobber stops sending his sales- 
men to the merchant they will usually lose a large 
share of the business that otherwise would come to 
them. Our suggestion would be when business is 
a little quiet at certain times of the year, instead 
of spending your time standing around the store 
make a systematic canvass of your territory and 
make a friendly call upon the different farmers and 
users of goods, and find out just what they expect 
to use and thus get the opportunity of trying to sell 
them before they have sent the orders off to the 
catalog house. 

We have found in many cases where this has been 
done and the merchant has investigated the matter 
after the goods were bought and paid for, he found 
he could have sold the goods to his customer at as 
low a price as the customer paid the catalog house, 
plus the freight and the cash in advance, if he had 
only known that the customer wanted to purchase 
these goods. The catalog houses do a very large 
business, and employ experts to write up a descrip- 
tion of the goods, and the prices of the goods are 
plainly marked, so that the prospective customer 
thinks he knows from this description just what he 
needs and the price he will have to pay for them, 
and if the goods can be sold by illustration by mail 
in this way, we are sure those of us who are good 
salesmen, if we could give the same information as 
is contained in these catalogs before the order was 
sent off to the catalog house, it would save many a 
sale. The merchant would also get the confidence of 
his customer by calling on him once or twice a year, 
and it would make the customer feel that his trade 
was worth looking after, and if he should need any 
goods in this line the customer would probably ask 
the merchant whether he could furnish such goods, 
and he would give the dealer the order. 

It is along this line we see the opportunity for 
a first-class hardware man to succeed; but we re- 
peat, there are many in the trade to-day who ought 
to be in some other line of business, either because 
they are by temperament unfitted to carry on a 
business, or on account of insufficient knowledge 
and no desire to improve and get the knowledge that 
is necessary to sell goods, or for some other reason 
that could be remedied. 


Hardware Age 


Dealers of Manhattan and The 
Bronx Hold Annual Meeting 


HE fourth annual dinner of the Hardware and 

Supply Dealers’ Association of the Manhattan 
and Bronx Boroughs of New York City was held 
on Thursday evening, March 16. An excellent din- 
ner was served during which amusement in the form 
of songs and music was furnished by various mem- 
bers of the association. After several of the mem- 
bers had made a few remarks and Mathias Ludlow, 
president of the Metropolitan Hardware Dealers’ 
Association had spoken, W. P. Lewis, secretary of 
the Pennsylvania and Atlantic Seaboard Hardware 
Association, was introduced as the speaker of the 
evening. 

Mr. Lewis spoke on the subject of mutual fire 
insurance. He said that business men to be really 
successful must be organized. Competition as under- 
stood in the cutting of prices and the practice of- 
unfair methods is gradually being replaced by a 
co-operation that strives for the betterment of the 
entire trade and in this way for the benefit of each 
individual. It is through the co-operation of such 
gatherings, he pointed out, that the best results 
can be obtained. He told how the dealers might 
more fully realize the financial benefit attending 
membership in the organization by taking advan- 
tage of the hardware mutual fire insurance. Be- 
cause the hardware mutual companies insure only 
hardware stores and only association members they 
have a very low fire ratio and pay each year a 
dividend of 40 per cent on every dealer’s premium. 
This amount, Mr. Lewis pointed out, represents a 
direct money saving resulting from membership 
in an association. 

Mr. Lewis spoke so clearly and so convincingly 
that at the close of his address a committee was 
appointed to confer with him and to co-operate with 
him in his work of educating the dealers to a real- 
ization of one of the greatest benefits of association 
membership. 

After the close of the regular business the elec- 
tion of officers took place. Joseph F. Gleason was 
elected to his third term as president. William A. 
Schley was elected vice-president, John Gear, secre- 
tary, and Frank P. Van Riper, treasurer. These 
men served last year. in the same positions with 
the exception of the vice-president. Mr. Schley 
succeeded M. A. Busch. 

Toward the close of the meeting, at which was 
a very good proportion of the entire organization, 
the members united in a vote of thanks to J. M. 
Kohlmeier, who is recognized by all the members 
as the backbone of the organization. It was Mr. 
Kohlmeier who four years ago was the means of 
starting the association. He served one term as 
president and since then has been chairman of the 
executive committee, and it is largely through his 
efforts that much of the constructive work of the 
association has been done. 


THE MORGAN SPRING COMPANY, Worcester, Mass., 
has purchased the entire business of the National 
Manufacturing Company, Worcester, Mass., including 
the merchandise, goodwill and real estate. It will op- 
erate the plant at the old location, Summer and Union 
Streets, and will continue the business under the name 
of the National Manufacturing Company, making a 
complete line of wire goods, and adding to it from time 
to time. 


THE NATIONAL CASH REGISTER COMPANY OF CANADA, 
LTp., has been incorporated with a capital stock of 
$1,000,000, with head office at Toronto. H. J. Daly is 
managing director and W. J. Irvine assistant manager. 
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A Store of Ideas and Ideals, Service and Salesmanship, Whose Motto 
Is ‘‘A Clean Store with a Clean Stock ’’ 





F you ever have an opportunity to spend an even- 
| ing. in Frankfort, Ind., there’s a treat in store 
for you. Just beat it out of the front door of 
the hotel about 8 p. m. and cast your eye around 
the square. The first thing that will attract your 
attention is a brightly lighted store that looms up 
from a background of unlighted stores like a sun- 
lit mountain peak from a clouded valley. Suddenly 
there will be a flash of light from above the door- 
way, and the word BY-LO appears in a three-linked 
chain on a bright yellow field. You wonder dimly 
what the word BY-LO signifies, but before the 
thought is fairly registered, the word H-A-R-D- 
W-A-R-E appears on the line below, one letter at 
a time, and you realize that this vision of light 
does not foretell the home office of some great 
electric company, but is merely the regular nightly 
advertisement of your ideal hardware store. 
You’re right. The BY-LO Hardware is a store 
of carefully worked out ideas and ideals. It repre- 
sents the cumulative effort of a man of ideals. 


The Man Behind the By-Lo 


When the By-Lo Stores Company was organized, 
the promoters sought a man whose ideals were forti- 
fied by experience and energy. The three model 
stores at Frankfort, Muncie and Anderson, Ind., 
demonstrate how closely they came to the bull’s- 
eye when they selected R. A. Peterson of Chicago 
as general manager. 

“Pete” as his friends know him, grew up in an 
atmosphere of hardware. He-absorbed the funda- 
mentals of the hardware business as a sponge 
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absorbs water. In a short time he became a factor 
in the world of hardware. Possessing a remarkable 
ability in the writtén expression of his experiences 
and theories, he became Western editor of HARD- 
WARE AGE, which position he held for several years. 
His editorial experience, coupled with a natural 
aptitude for business, has enabled him to create 
what might be aptly termed a model hardware store. 


Location and General Appearance 


The By-Lo Hardware at Frankfort faces the pub- 
lic square, a location which ranks with the best. 
The store front is painted in the characteristic 
By-Lo yellow, and the deep, well proportioned win- 
dows are a revelation to Frankfort shoppers. Six 
feet across the front on either side and ten feet 
deep, they diverge at the back to a width of nine 
feet and are so arranged that the view of one 
merges into that of the other, as you pass, giving 
an uninterrupted panorama of high class hardware 
displays. 

Window Lighting and Equipment 

Each window is lighted by five 100-watt nitrogen 
lamps fitted with the latest pattern of Holophane 
reflectors. There are no shadows and no dark 
spaces, just a flood of equally distributed light that 
gives each article displayed an individual promi-: 
nence. Each window is equipped with two sets of' 
switches, one for the lights and one to control the 
current used for electrical and mechanical displays. 
Time clocks automatically turn off the lights and 
the electric sign at any time. The backs of the 
windows are built of removable panels, of which 
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Interior of the Frankfort, Ind., BY-LO store looking toward the front door. 


The racket goods are displayed on 


the table at the left 


there are two sets for each window. One set is 
covered with purple velvet, the other in the natural 
wood. Purple is used in all house-furnishing trims 
while green makes a live background for tools and 
cutlery. The floor is velvet covered to match the 
panels. With this system, the salesman is able to 
trim the panels during spare time, without disturb- 
ing the window display, and a few minutes’ work, 
after the store closes is sufficient to install an en- 
tirely new trim. By-Lo show windows are always 
on the job. 


Favorable First Impressions 


Across the glass panel of the front- door is the 
slogan “Quality First.” It represents the keynote 
of By-Lo success. It won’t be necessary for you to 
turn the knob of the door. A gentlemanly sales- 
man will open it for you and greet you with a pleas- 
ant word as you enter. They are proud to welcome 
visitors to the By-Lo store. Your first impression 
as you cross the threshold is one of absolute cleanli- 
ness. There isn’t a speck of dirt to be found any- 
where. You begin to appreciate the store motto, 
“A clean store with a clean stock.” Then the per- 
fect balance of stock arrangement is brought home 
to you and instinctively you sense the fitness of 
things. There are no discordant notes to take your 
mind from the business in hand. : 

The store equipment lends harmony to the in- 
terior arrangement. When the question of suitable 
fixtures came up, it was gone into with character- 
istic By-Lo thoroughness. The choice finally fell 
to Warren equipment, which is used throughout 
all the By-Lo stores. There isn’t a more beautiful 
store in Indiana, than the By-Lo of Frankfort. 


General Arrangement 


The first 20 ft. of wall space on either side is 
taken up with glass-front wall cases, neatly trimmed 
with nickle-plated goods, aluminum ware, electric 
household devices and various tools. One thing that 


particularly impresses you is the orderly arrange- 
ment of saws and planes in the section devoted to 
tools. The saw blades are fitted into grooves near 
the top of the case, the haridles resting securely 
on a bar below. Any saw may be easily removed 
without marring the blade. To each saw handle is 
attached a clip, bearing a ticket on which is printed 
the stock number, size, cost mark and retail price. 
Planes, similarly marked, are shown to advantage 
on inclined shelves covered with green velvet. 

From the wall cases to the rear on one side is 
an unbroken line of velvet paneled doors, neatly 
sampled with tools of all kinds. These doors are 
backed with shelving which carries the stock sam- 
pled. Each sample is marked with manufacturer’s 
number, shelf number, cost mark and selling price. 
Each shelf is numbered to correspond with the 
ticket on the sample, making it an easy task to 
quickly locate the tool desired and to close the sale. 

On the other side of the store room are rows of 
deep shelving, filled with well-arranged stock. Above 
the cases and paneled doors the shelving extends 
to the ceiling, the entire length of the store, and 
shows no bare or untrimmed spaces. From the 
front to the rear of the shelving is a 12 in. base 
shelf, covered with brass-bound battleship lino- 
leum, which permits all sorts of rough usage with- 
out showing any marks. 

Several feet from the wall on either side are 
three 6-ft. floor cases, in which are carried those 
articles which demand show case display. Every 
article in these cases is plainly marked with the 
name, the cost mark and the selling price. There 
is ample room to pass between the cases, and the 
central floor space is left open for the convenience 
of customers. There isn’t a drawer in the entire 
store. “Pete” isn’t strong for junk accumulators 
and a drawer he classes under this heading. 


Granite Ware and Racket Goods 
Beyond the cases as you approach the rear are 
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Floor cases and shelving; at the back a display of bathroom fixtures — 


two double-decked display tables, carrying re- 
minders to the housewife in the way of aluminum 
and granite ware. Next to these are two 8-ft. 
wrapping counters, one on each side of the room. 
These counters are covered with battleship lino- 
leum, brass bound and equipped with well-filled 
racks of wrapping paper. In the center aisle be- 
tween the wrapping counters is the order desk with 
cash and sales registers. Here the orders are taken 
down and the sales closed. 

Then comes the racket department where the 5 
and 10-cent articles make their appeal for the cus- 
tomers’ small change. There are two specially con- 
structed display tables, directly opposite each other, 
equipped with removable tops. The tops are fitted 
with slanting bins in which the racket goods are 
shown. This has proved to be a very profitable 
department and has won much trade to the store. 

Beyond these tables is the broad s‘air case which 
leads to the tastefully arranged balcony with its 
display of seasonable goods, the manager’s office and 
the ladies’ rest room. 


An Ideal Stock Room 


On either side of the stair-case are glass doors, 
one leading to the stock room, the other to the 
builders’ hardware department. 

In the big, well-lighted stock room are to be 
found the nail bins, bolt rack, rope and glass bins. 
Nails and bolts are sampled on boards carried in 
the main salesroom and are weighed up or. counted 
out in the stock room as wanted. There is a fully 
equipped wrapping counter with counter scales and 
the stock room compares favorably with the sales 
room of the average hardware store. The glass 
bins are marked with tags of different colors, de- 
noting the various strength glass. White denotes 
single strength glass and red stands for that of 
double strength. The idea originated with sales- 
man Henry Raffensperger, who received a merit 
check from the firm in recognition of the idea. This 
is a regular By-Lo custom and the salesman who 










furnishes an idea which is adopted by the firm is 
always rewarded with a merit check. 


A Well-Arranged Builders’ Hardware Room 


The builders’ hardware room is finished in mis- 
sion, paneled in burlap, and is one of the attractive 
features of the store. A 30-in. ledge topped with 
shelving extends entirely around the room and the 
samples are mounted on uniform sample boards. 
The room is equipped with fumed oak tables and 
chairs for the convenience of the contractors and 
architects. 


No Clerks in the By-Lo Store 


The word clerk is taboo in the By-Lo store. The 
employee who refers to his fellow worker as a 
clerk is assessed a 5-cent fine for each offence. They 
are salesmen, if you please, and are proud of the 
title. If a By-Lo employee is unable to live up to 
the title of salesman he isn’t needed and his services 
are dispensed with. Neatness and courtesy are 
salesman essentials. Store arrangement must. be 
changed at regular intervals. Dirt must be an 
unknown quantity. The salesman is taught to tell 
the truth about all merchandise regardless of con- 
sequences. There is a sign above the telephone: 
“Tell the truth even though you lose the sale.” It 
is winning friends and customers to the By-Lo idea. 
Service is the salesman’s watchword and the cus- 
tomer who drops in for a gallon of coal oil receives 
the filled can as carefully wrapped as any other 
package would be. 


Auto Delivery Serves Town and Country 


The By-Lo store, like the stork, delivers the goods. 
It advertises the fact and lives up to the letter 
of its advertisements. The country customer is 
placed on the same basis with his city cousin. Goods 
are delivered anywhere within a radius of 10 miles 
and the little automobile delivery car, painted By-Lo 
yellow and bearing a big By-Lo ad. is a familiar 
sight'@n the country roads around Frankfort. 
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The sign and the delivery wagon 


Sales and Service back” store and there are no arguments over goods 

The By-Lo store meets all competition. The returned. If the article doesn’t suit the money is 
mail-order price is the By-Lo price. Goods are ready for the customer. Special sales are featured, 
purchased in quantities and bills are promptly dis- usually set for certain hours of the day. At one of 
counted to gain the extra per cent. It is a “money these sales 6 doz. step-ladders were disposed of in 
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Rear view of the interior showing the balcony. The tables display aluminum and granite ware 


the record time of 6 min.—a dozen to the minute. 
The ladders were priced at 29c., and carried a loss 
of 12c. each, but the spectacle of seventy-two Frank- 
fort citizens marching down the main street with 
By-Lo step-ladders under their arms was a big ad- 
vertisement. It was dirt cheap at $8.64. They still 
talk of that sale in Frankfort. 


How the By-Lo Buys 


Mr. Peterson buys his merchandise with a promi- 
nent mail-order catalog on his lap. He buys with 
the selling price always in view. “We want an 
article to sell at $2.00; our overhead is such a per 
cent; our profit must be so much; can you furnish 
it?” That is a sample of his buying methods. There 
is no question of meeting competition under such 
a system and By-Lo prices are always right. 


A Bit of By-Lo History 


The Frankfort store was opened Oct. 2, 1915, 
under the management of the By-Lo Stores Com- 
pany, of which V. R. Lansing is president and R. 
A. Peterson vice-president and general manager. 
There are two other By-Lo stores, one at Muncie 
and the other at Anderson, Ind. 

The Frankfort sales force consists of G. W. Green, 
manager; Henry Raffensperger, salesman; Oscar 
Mecum, deliveryman, and a bright-faced young lady 
who keeps the books and attends to the telephone 
calls. The convenience of the stock renders a larger 
force unnecessary. 


The Pep of the By-Lo 


No story of By-Lo success would be complete 
without a mention of Mrs. R. A. Peterson, wife of 
the general manager. She is one of the powers 
behind the throne. Small in stature but big in 
ideas, she has more than once solved the problems 
confronting the By-Lo project. Her influence in 


a@ social way has had much to do with the success 





of the enterprise. Down at Frankfort they call 
her “the Pep of the By-Lo.” We can say in all 
sincerity, that “Pep” like other By-Lo products, is 
put up in an attractive package. 


A Bouquet for By-Lo Methods 


The By-Lo idea is winning friends and customers 
in Frankfort. The methods employed are of a 
class that demand respect. The store is a reflection 
of sound business methods and courteous regard 
for the rights of its patrons. The loyalty of the 
sales force is only equalled by their enthusiasm. 
They represent a combination that is hard to beat. 

HARDWARE AGE extends greetings and best wishes 
to the By-Lo Hardware. “The clean store with the 
clean stock.” 

















The sales force 





























Foreign Trade Increases 


ASHINGTON.—January foreign trade figures 

assembled by the Department -of Commerce 

put the month’s exports at $331,000,000, exceeding 

by $62,000,000 the total for the same month a year 

ago. Imports reached $184,000,000, compared with 
$122,000,000 a year ago. 

The seven months ending with January saw ex- 
ports valued at more than $2,000,000,000 leave the 
country, while imports for the same period totaled 
considerably more than $1,000,000,000. 

January’s exports were chiefly manufactured 
products. Foodstuffs was second on the list. Raw 
materials formed the chief items of import. Im- 
ports from the United Kingdom were worth $24,- 
000,000, and South America shipped goods to the 
United States worth $40,000,000.—New York Times. 


Plea to Save Rags Sent Out byU. S. 


ASHINGTON.—Shortage of paper stock in the 

United States was discussed at a conference 

between Secretary Redfield and Charles A. Holder 
of the foreign trade advisers office. 

France’s embargo of the export of rags may 
cause many American manufacturers to curtail pro- 
duction of their mills. The Department of Com- 
merce recently appealed to housewives to save old 
papers and rags. 

The department is sending out 1,000,000 circulars 
to be posted in post-offices and elsewhere through- 
out the country urging that papers and rags be 
saved.—The American. 


‘‘A BC’’ Republics Follow Us On 
the Armed Liner Question 


UENOS AIRES, March 14.—La Nacion, com- 
menting on rumors that the Chancelleries of 
Argentina, Brazil, Chile and Uruguay, which have 
been studying the question of a common attitude 
relative to the German submarine campaign, would 
adopt a position justifying the campaign against 
armed merchant ships of the Allies, says: 

“The United States did not fall into a trap, be- 
cause such a project meant violation of neutrality. 
The example of the United States indicates suff- 
ciently the road to follow and that which we shall 
follow.”—New York Times. 


Our Trade with Mexico Drops 


RADE of the United States with Mexico, which 
will doubtless be seriously affected by present 
conditions, had fallen off one-half prior to the de- 
velopments of the past few days. A compilation 
made by the foreign trade department of the Na- 
tional City Bank shows that the exports of the 
United States to Mexico in the fiscal year 1915 were 
about $34,000,000, against $61,000,000 in 1911, and 
$66,000,000 in 1907. 

The imports in 1915 were $77,000,000, against 
$94,000,000 in 1914. In the closing months of 1915 
they were but little more than one-half the normal. 
—The Evening Post. 


Live News 


From Many Sources 
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A Freight Car Shortage 


(~ shortages are common enough in the autumn 

when the crop movement is at its height, but 
they seldom occur at any other time. The present 
unprecedented traffic situation, however, brought a 
net shortage of 20,551 cars on March 1, the first 
time since the records have been kept that a short- 
age has ever been experienced in the first quarter of 
the year. The present shortage compares with re- 
ports on the corresponding dates of preceding years 
as follows: 


Net Net 
Surplus Surplus 
fate ticakhe pislout ihe sana oa a *20,551 9d nae @iate i ae a ehet 189,84 
EE aha deed wwe e a8 wees 321,747 REE Gciavs.aih 6 ene eS urerwied 14,408 
RE NS ee eee me 153,907 DD <aa-oiatirte ww ek ee 299,240 
REREAD ata soy ea 31,381 ED “ab as a bn aeteaceetees 313,373 
I 5-3 co sah dialer eo“ 7,842 


*Net shortage. 


The shortage is being felt most in the North- 
west, but it is expected that the recent arrangement 
made by the American Railway Association provid- 
ing for the return to western roads of more cars 
than are delivered to the eastern roads will do much 
to relieve the situation there. The shortage of coal 
cars in the East more than doubled in the last 
month.—The Annalist. 


Grain on Farms 


M UCH larger stocks of all the cereals remained 
on farms on March 1 this year than on the 
same date last year and the year before. This was 
in part due to the great production of 1915 and 
also to the fact that in many districts farmers have 
shown a tendency to hold their crops in the hope 
of obtaining higher prices. Stocks remaining on 
farms on March 1 compare as follows (bushels) : 


1916 1915 1914 
SP ae. Sree 1,138,773,000 910,894,000 866,352,000 
NG ba 6 cused 8% 241,717,000 152,903,000 151,795,000 
SD sn ¢eteecvacaseus 596,600,000 379,369,000 419,481,000 
DE 6064.0 es wh panes 60,511,000 42,889,000 44,126,000 


The amount of corn thus held was 37.3 per cent 
of the 1915 crop, against 34.1 per cent of the 1914 
crop on farms March 1 last year. The same com- 
parison for wheat shows farm holdings on the first 
of this month to have been 23.9 per cent of the 
1915 crop, against 17.2 per cent of the 1914 crop 
held on March 1, 1916. These figures by no means 
represent the country’s total stock of grain. It has 
been estimated that the total supply is double the 
farm stocks.—The Annalist. 


Looking Ahead in Gasoline 


PAVING become reconciled to the prospects of 

still higher prices than those current for 
gasoline, the automobile owner is trying to find 
some comfort in deductions as to post-bellum prices. 
“TI have an idea,” said the owner of a public garage 
yesterday, “that when the export demand begins 
to recede gasoline quotations will melt down rapid- 
ly, possibly reach ultimately lower levels than we 
have yet known. Because of the big profit in the oil 
business, many companies are rushing work to turn 
out both crude and refined, and new wells are being 
brought in in new fields. Will this result in a sur- 
plus of great dimensions when world’s conditions 
right themselves? I am inclined to think it will.” 
—The Annalist. 
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As Spring Season Approaches 


ICHITA, KAN.—The influence of the outbreak 
on the Mexican border is being felt in the 
South West, but only in some uncertainty concern- 
ing the development of tributary territory, and 
concerning the possibility of upsetting stability of 
trade in the section affected. For the rest, business 
houses of the South West have had on the whole a 
satisfactory winter trade. 

The stock ranches have been making money rap- 
idly, for their products have gone to market at 
high figures, and the increase of the herds has 
been continuing. The land craze, to be sure, has al- 
most entirely subsided, and settlement has gone on 
along conservative and permanent lines rather than 
as a speculative enterprise. But dwellers on the 
farms of the South West are to-day in better finan- 
cial condition than ever in their history, and they 
are making improvements in their property rather 
than moving to cheaper lands. 

The country merchants are going to market pre- 
pared to buy liberally for the summer trade; they 
expect a steady business during the next six 
months. Money is easy, though the banks are not 
so abundantly supplied with funds as those of the 
wheat belt. In the larger towns much local building 
is reported, and since these are all for immediate 
requirements, this makes a sound business situa- 
tion. Merchants cleaned their shelves well during 
the early winter and are not overstocked. Unless 
there shall be a serious upsetting of crop conditions, 
now favorable, there should be a stable condition 
during the spring.—The Evening Post. 


Prices and the Farmer 


T. LOUIS.—At present, as at all times, the 
thoughts of the farmer turn to the future of 
the prices of his products. He is invariably a “bull” 
in this regard; not so much because of circum- 
stances and probabilities, as that his own wishes and 
desires point that way. This year the stars in their 
courses seem to the farmer to fight for him, and he 
believes he can see nothing ahead but high prices 
for all grains so long as the European war continues 
and the Dardanelles remain closed. 

It is true that the farmer always overstays his 
market, and that once having set his face like a flint 
toward high figures for his products, nothing but 
months of yielding prices will alter the drift of his 
intent and thought. Nevertheless, few things are 
so significant of the changed spirit of the Middle 
West in the farming communities as the gradual 
disappearance of that discontent, and that sense of 
injustice under existing conditions, which marked 
that unhappy period from 1893 to within very re- 
cent years. Instead, there has been slowly growing 
a sense of responsibility, and a realization of lat- 
ent power and present opportunity, that will enable 
the farmers to work out their own salvation.—The 
Evening Post. 


No Pause in Business 


DL SREGARDING precedent, business steadily 
grows in volume at a time when more or less 
contraction is usually experienced. It is the period 
for a temporary lull, but even in retail branches, 
which ordinarily are most affected, activity is ex- 
ceptionally well sustained on the whole. Clearance 


and special sales, being largely patronized, keep the 
department stores busy, while snow and cold over 
a wide area have stimulated final distribution of 
seasonable goods, especially rubber and heavy foot- 
wear.—Dun’s Review.—The Annalist. 
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British Say Germans Will ‘Cut All 
Prices 


ONDON, March 19.—The prospect of the 
“dumping” of large stocks of German goods 
on the British market as soon as the close of the 
war releases the pent-up German production, has 
started an active movement for an “anti-dumping” 
law. American dealers located here say this same 
prospect of “dumping” applies to the United States, 
as the blockade of German ports has had the effect 
of accumulating vast scores of products which will 
eventually be freed to seek foreign markets. 

A parliamentary white paper, summarizing the 
views of a Board of Trade committee on this sub- 
ject, declares that the “dumping” will affect neu- 
tral countries as well as England, the “dumping” 
being accompanied by a cut in prices to gain the 
foreign markets. The report says: 

“In view of the threatened dumping of stocks 
which may be accumulated in enemy countries, the 
Government should take such steps as would prevent 
the position of industries, likely to be affected, be- 
ing endangered after the war or during the period 
required for a wider consideration of the whole 
question. 

“There is a general fear that, immediately after 
the war, this country will be flooded with German 
and Austro-Hungarian goods, sold at almost any 
price, and that the competition in price which was 
going on before the war will be accentuated, with 
resultant serious difficulty to all manufacturers of 
goods of kinds exposed to this competition and posi- 
tive disaster to those manufacturers who have been 
encouraged to extend their operations, or engage 
in new branches of industry, with a view to captur- 
ing trade hitherto carried on by enemy countries. 

“The conviction that the prices at which German 
goods will be offered in the British and neu- 
tral markets after the war will be even lower than 
the pre-war quotations, is based on two assumptions 
—first, that in some branches of industry at least 
Germany has been accumulating large stocks during 
the war, and, secondly, that immediately upon the 
conclusion of peace she will make every effort to re- 
cover her position in the world’s markets, and to 
crush nascent competition, and that in carrying out 
that policy cheapness will be a potent weapon.” 

The representative of one of the largest Ameri- 
can electrical concerns said the statement in the 
white paper applied quite as much to the United 
States as to Great Britain. 

“Our firm was for a long time mystified as to 
how Germany controlled the English electrical mar- 
ket before the war,” said he. “Finally we got the 
balance sheet of the German electrical concerns 
showing 30 per cent profits in some countries and 
no profits in other countries, including England. 
That is, large profits in some countries permitted 
actual losses in other countries, in order to gain the 
market. That is the chief danger of ‘dumping’ 
when the blockades end, and the accumulated stocks 
of German products are turned loose on the world.” 
—Journal of Commerce. 


Securities and Merchandise 


‘ ys January,” writes the London Statist, of Eng- 
land’s foreign commerce, “the adverse trade 
balance was at the rate of about £500,000,000 a 
year, and, while everything possible will doubtless 
be done to keep down the adverse balance, it is evi- 
dent that we shall need to sell a great many Ameri- 
can securities week by week in order to prevent an- 
other break in exchange.”—The Evening Post. 















PEN N SYLVANIA ASSOCIATION MEETS 


IN NEW YORK 


ply Association held its fifteenth annual con- 
vention Wednesday, March 15, at the Hotel 
Astor, New York City. 

R. M. Reilly of Reilly Bros. & Raub, Lancaster, 
Pa., for the last two years the association’s capable 
president, called the gathering to order at the morn- 
ing session. In his annual address Mr. Reilly: said 
in part: | 


‘he Pennsylvania Wholesale Hardware & Sup- 


we Ke is interesting to recall that precisely fifteen 

years ago, March 15, 1901, our association 
was organized. I venture to say that its original 
promoters who met in Wilkes-Barre little dreamed 
how much good would be wrought by it, not only 
commercially in the correction of trade evils and 
securing trade advantages, but, also, and more im- 
portant, in the cultivation of closer personal rela- 
tions and the cementing of friendships that are 
priceless: in their value. 

“Extraordinary changes have taken place during 
the past twelve months that materially affect the 
management of our business enterprises. Prob- 
ably never before has the hardware jobber been 
confronted with such extraordinary price changes 
as at the present time. Advances-are,so customary 
that, unless they are extremely. radical, they attract 
no particular attention. A glance.at the prices 
prevailing one year ago, compared, with present 
prices, will show how far we have ‘traveled in a 
brief period. 

“Tron bars, Pittsburgh, have advanced from $1.10 
to $2.35; steel bars, $1.15 to $2.50; galvanized 
sheets, No. 28, $3.40 to $4.75; black sheets, No. 28, 
$1.80 to $2.75; wire nails, $1.60 to $2.40; cut nails, 
$1.55 to $2.30; fence wire, $1.40 to $2.25; barbed 
wire, $2.10 to $3.25. When we come to the metals, 
we find that Lake Copper, New York, has jumped 
from $15.25 to $27; spelter, $11.25 to $19.25; lead, 
$3.95 to $6.70. 

“These figures show clearly the violent changes 
in the market prices of the staples which more or 
less affect our lines of business. When we met in 
the spring of 1915, you will recall that there was 
great uncertainty about prices. In fact, while there 
were some advances, the general tendency of the 
market from mid-June was downward to the month 
of August, from which time prices have been going 
skyward, and the end is apparently not yet. 

“I may be pardoned for directing your attention 
to the prophecy in my address last year that ‘there 
are many thoughtful observers who look to see this 
country enjoy greatly increased prosperity despite 
the war and without regard to the time when it 
shall be concluded.’ It is said that one should not 
prophesy unless he knows. But having worn the 
prophetic mantle last year, I will not lay it aside 
until I put forth one more prediction, namely, that 
prices will not be materially lowered soon and that 
our country will enjoy a period of unexampled pros- 
perity for a long time to come. 

“Let us see upon what foundations this estimate 
for the future is based. Those who look for panicky 
conditions when the war ceases point out that Eu- 
rope will be too poor to buy any goods from us. 
They declare that high wages here will make 
effective competition impossible; that restricted im- 
migration will cut down the necessary supply of 
unskilled labor; that the belligerent nations will 
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use our market as a dumping ground for their com- 
modities produced by low wages, and, finally, that 
the expected business with South America will not 
materialize, because she, like ourselves, is a big 
producer of raw materials, and will, therefore, be a 
rival in the sale of her products to the European 
market. This is a brief summary of the opinions of 
those who are inclined to see through the glass 
‘darkly.’ 

“Let us turn to the other picture. When we look 
at the enormous debt that is being piled up by the 
nations of Europe in the carrying on of this un- 
precedented world struggle, it is manifest that the 
United States must become the world’s banker. We 
have already absorbed without effort large quan- 
tities of the securities held in Europe, and we are 
now relatively free from debt. Europe must be 
restocked after the war is over, and who but our- 
selves can perform the task with the products of 
the factory, mine and forest? We will be like the 
runner in the race who has a big start on his com- 
petitors and who is ably equipped to maintain his 
commanding lead. ‘Those who believe that there 
will be fierce competition from low wages in Eu- 
rope, perhaps, do not take into account the destruc- 
tion of so many skilled workers, the impairment of 
the’ efficiency of those who return to their work- 
shops, the long time that must intervene before they 
will regain their old skill, and, finally, the impera- 
tive requirement from the governments that they 
shall see to it that the soldier workman who im- 
perilled his life for his country shall be given some- 
thing better than a mere living wage. 

“And now a word or two upon the solid founda- 
tions upon which the present prosperity of the coun- 
try is based. The bank exchanges in January at 
162 principal cities were $20,000,000,000, compared 
with well over $13,000,000,000 in January, 1915, an 
increase of 49 per cent. The building operations 
during January at 139 leading cities totaled $53,- 
000,000, as against $44,000,000 in January, 1915, a 
gain of 20 per cent. The net number of idle cars in 
the United States on Feb. 1 was 21,485, compared 
with 46.955 on Jan. 1, and 279,411 on Feb. 1, last 
year. The unfilled tonnage of the Steel Corporation 
on Jan. 31 was 7,923,000 tons, as compared with 
4,249,000 tons a year ago. These and other sta- 
tistics might be quoted, all of the same tenor and 
indicating that the country has entered upon a 
period of unparalleled prosperity. 

“We may draw a sigh of relief that at least one 
ghost has been quietly laid-away since last we met. 
Not in our time, let us hope, will we hear sensible 
people ask ‘Is the jobber necessary?’ He was 
charged by the closet scholar with being a big 
factor in the high cost of living, and zealous doc- 
trinaires were ready to abolish him over night. 
What would happen to the retailer to-day if the 
jobbers of the country had lacked the sagacity and 
capital to lay in stocks on an advancing market, 
and act as an effectual brake between the needy 
retailer and the grasping manufacturer? Thus it 
has been proved again that the jobber is just as 
essential in the economical distribution of merchan- 
dise as the banker is necessary for providing the 
funds wherewith merchandising may be carried on. 

“All things considered, therefore, we may look 
forward to the coming year with more than ordi- 
nary hopefulness. Let us not fritter away our 
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stocks by selling at prices inconsistent with the 
market prices prevailing. We know that we must 
stand the declines when they are reported, and we 
ought to get the advances when they are available. 
The present attitude of many manufacturers in the 
matter of prices and deliveries warns us that when 
we come to restock our depleted shelves, we will be 
required to replenish at prices dangerously near to 
the resale prices that are current. 

“It is one of the great benefits growing out of 
our organization that we get together at stated 
times to discuss the things that concern us, and 
our aim is to derive from these discussions lasting 
benefits. I trust that our deliberations at this 
meeting will be even more profitable than those in 


the past, and in laying down my office after two: 


years of pleasant association with you I wish to 
say in all sincerity that my task has been made easy 
and my burden light by the cordial and earnest 
co-operation that I have had from you, one and all.” 


Prices 


One of the morning speakers, who concluded his 
address after the luncheon, was Ralph E. Weeks of 
the Ralph E. Weeks Company; Scranton. Mr. 
Weeks exhibited a series of five charts skillfully 
arranged for graphically presenting the upward 
and downward fluctuations in the essential charac- 
teristics of their business. 

One chart covered “Composite Finished Steel 
Prices” showing “Gross Trading Profits.” Another 
chart, “Gross Trading Profit Per Cent.” A third 
“Sales.” <A fourth “Expense Per Cent.” One of the 
charts entitled “Selling Cost Per Cent” was in cir- 
cular form in which the relative proportions, indi- 
cating the various selling costs, were unmistakably 
shown in sectors of a circle. These sub-divisions 
covered “Office,” ‘‘General,” “House” and “Operat- 
ing Costs” so that the results were visualized at a 
glance as to the relation each component part bore 
to the other. The charts covered the years 1914 
and 1915 by months, the 1914 curves in red and 
1915 in green ink. 

Without attempting to present the educational 
and carefully prepared statements in explanation of 
the charts, which other merchants can easily repro- 
duce, the significant feature of the able address em- 
phasizes the greater care enterprising merchants 
are constantly exercising in the conduct of business. 
Slack mercantile methods unchecked by such well- 
kept records frequently end in failure before the 
proprietor finds which undetected losses are the 
cause. It is very evident that reliable data of this 
type enable the merchant to know better, month 
by month, how his business is progressing, while 
there is still time to strengthen weak spots, rectify 
errors and cultivate more profitable lines. All in- 
telligent tradesmen know that modern business, al- 
though larger in volume, is on a much closer margin 
than was true years ago, so that small percentages 
either way can easily cover the difference between 
profit and loss. 

It is by such discussions on the questions which 
follow, reinforced by these tangible exhibits, that 
members get worth-while business knowledge by 
contact with their associates, whereby each learns 
from the: other. 


Luncheon 


Luncheon was served in the Yacht Room of the 
hotel with covers laid for thirty-two. The com- 
pany included a few guests, among whom were Al- 
bert B. Pock, assistant sales agent of the American 
Screw Company; Mr. Fritz of the Manhattan 
Rubber Mfg. Company, Passaic, N. J.; C. M. Biddle 
of the Biddle Purchasing Company; E. G. Baltz of 
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American Hardware; E. H. Darville of HARD- 
WARE AGE, and T, James Fernley, secretary-treas- 
urer of the National Hardware Association. After 
the impromptu remarks on different topics by mem- 
bers and guests, the company again assembled in 
the meeting room for the afternoon session. 

S. Z. Moore of the Steinman Hardware Company, 
Lancaster, one of the newer members, but whose 
house was originally founded 172 years ago, in 1744, 
spoke forcefully on the question of “Broken Pack- 
ages.” 

His plea was for a 10 per cent differential in favor 
of all sales of unbroken packages as against others 
for less than original package quantities. He urged 
a common agreement on this feature of their busi- 
ness, which could best. be accomplished by concerted 
action. He also said that in this and other vital 
trade practices: the greatest benefits ensue from 
well-organized local associations. Where the local 
association is thorough the benefits are proportion- 
ately better in the county, and later the State and 
national associations. -Therefore when the local 
association, intelligently active, progresses, the 
larger associations benefit. This is necessary for 
good results, because in the greater organizations, 
whose membership spreads over a larger area, there 
is not the close touch or frequency of meetings pos- 
sible in the local organizations. 


White Lead versus Stock White 


There was an entertaining discussion on the ques- 
tion of profit or loss on white lead, Mr. Moore say- 
ing that searches he had made through the records 
of the Steinman Hardware Company for many years 
back showed that little if anything had ever been 
made on sales of white lead. 

Regarding “Painters’ Stock White” he said they 
had made a fair profit in sales of painting material. 
He gave the formula for “Master Painters’ Stock 
White” as 51 per cent white lead, 38 per cent zinc 
oxide and 11 per cent inert matter, including silica 
and other ingredients. He added that the Pennsyl- 
vania Railroad Company, which he alluded to as the 
foremost railroad corporation in the United States, 
if not in the world, had been using it for eleven 
years and that the chemists of the United States 
Government had passed it after analysis for use in 
painting the White House in Washington. The 
Steinman Company’s sales had increased over 300 
per cent, he said, on stock white, which could ‘be sold 
at 20 cents per gallon cheaper. 


Salesmen’s Samples 


Another interesting question discussed was the 
method of furnishing samples from stock to sales- 
men, which in some cases were taken without any 
record of them being made. Some of the members 
said that all samples for salesmen in their estab- 
lishments were charged to the salesmen and those 
which did not come back were charged to the sales- 
men personally at cost. This practice prevented 
considerable losses through carelessness or neglect. 

Other trade abuses talked over were the return 
of empty window glass boxes which usually went 
out at a charge of 75 cents net, and often came back 
worth little or nothing. In the same category was 
the matter of oil cans and their return, all of which 
relates to curtailing losses through the exercise of 
discrimination. 

A representative of the Manhattan Rubber Mfg. 
Company, Passaic, N. J., invited the entire mem- 
bership and guests to spend Thursday afternoon 
visiting the plant. Transportation was provided by 
the company, arrangements having been made for 
the visitors to leave Hoboken at 1.15 p. m., return- 
ing to New York later in the afternoon: at the con- 
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venience of the individuals. Sixteen of those pres- 
ent signified their intention to make the trip. 


Next Semi-Annual Meeting in the Fall 


It was unanimously decided to hold the next semi- 
annual meeting at Johnstown, Pa., next autumn, 
the date of which was left to the executive commit- 
tee to determine. Among the inducements men- 
tioned in favor of Johnstown were the excellent 
hotel accommodations and a projected visit to the 
works of the Cambria Steel Company. 


Incorporating the Association 


The question of incorporating the association was 
discussed, pro and con, without definitely arriving 
at a conclusion. The consensus of opinion regard- 
ing members in arrears for dues, which it appeared 
was the principal reason for incorporating, seemed 


Hardware Age 


to be in favor of an amendment to the by-laws 
which would automatically drop members in arrears 
after non-payment of dues for say two or three 
years. This would free the rolls of useless members 
who were out of touch with the association. 


Officers for the Ensuing Year 


The nominating committee proposed the follow- 
ing ticket, which was elected unanimously, the sec- 
retary being directed to cast a single ballot as fol- 
lows: namely, president, W. E. Bittenbender, the 
Bittenbender Company, Scranton; first vice-presi- 
dent, Amos H. Herr, Herr & Co., Lancaster; second 
vice-president, W. N. Eberhard, F. Hersh Hardware 
Company, Allentown; treasurer, George W. Krause, 
George Krause Hardware Company, Lebanon. The 
secretary, according to custom, will be appointed 
later by the incoming president. 





Du Pont Trapshooting School 


E. Du Pont De Nemours & Co. has re- 

¢ cently organized a trapshooting school, which 

will be operated at Atlantic City, N. J., the greatest 

year-round pleasure resort in the world and a place 
annually visited by thousands of sportsmen. 

The purpose of this new shooting school is three- 
fold, viz., to teach the proper care and use of fire- 
arms, to instruct men and women in the art of trap- 
shooting and to provide a place where the thousands 
of gun lovers who yearly visit Atlantic City may 
enjoy their favorite sport in a place easily accessible 
and at a moderate cost. 

It is expected that this school will be in full oper- 
ation by April 1. Standard targets will be used, 
and 20-gage guns of practically every make, with 
competent men in charge. The targets will be 
thrown.against a background of water, targets and 
shot falling into the Atlantic Ocean. Standard trap 
loads will be on sale, but only 20-gage guns may be 
used. 


George A. Fernley a Benedict 


EORGE ADAMSON FERNLEY, son of Mr. and 
Mrs. T. James Fernley of Germantown, Pa., 
was married on March 15 to Miss Mildred Bougher, 
a daughter of Mr. and Mrs. Howard M. Bougher of 
2340 North Park Avenue, Philadelphia. Following 
the ceremony a reception was held at the Bellevue- 
Stratford, which was attended by about 350 guests. 
After a wedding trip Mr. and Mrs. Fernley will 
live at 7120 Cresheim Road, Germantown, and will 
be at home to their friends after May 1. 


Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, in conjunction with the Southern 
Hardware Jobbers’ Association, Birmingham, Ala., 
April 18, 19, 20, 21, 1916. Headquarters, Tutwiler 
Hotel. F. D. Mitchell, secretary-treasurer, Wool- 
worth Building, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the American Hard- 
ware Manufacturers’ Association, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. Headquarters Tut- 
wiler- Hotel. John Donnan, secretary-treasurer, 
Richmond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

THE SOUTHEASTERN RETAIL HARDWARE ASSOCIA- 


TION, comprising the Florida, Alabama and Georgia 
Retail Hardware associations, will hold conventions 
as follows: 

FLORIDA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Ocala, May 16, 17, 18, 1916. W. L. Har- 
lan, secretary, 86 East North Avenue, Atlanta, Ga. 

ALABAMA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Decatur, May 23, 24, 25, 
1916. W. L. Harlan, secretary, 86 East North Ave- 
nue, Atlanta, Ga. 

GEORGIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Savannah, June 6, 7, 8, 1916. 
W. L. Harlan, secretary, 86 East North Avenue, 
Atlanta, Ga. 

PANHANDLE HARDWARE AND IMPLEMENT ASSOCI- 
ATION CONVENTION, Amarillo, Tex., May 22, 23, 24, 
1916. L. E. Lyles, secretary-treasurer, Amarillo, 
Tex. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. : 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 

TEXAS HARDWARE JOBBERS’ ASSOCIATION CONVEN- 
TION, Austin, Tex., April 7, 8, 1916. A. D. Hodgson, 
secretary-treasurer, Fort Worth, Tex. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Tenn., July 11, 12, 13, 14, 
1916. T. W. Dixon, secretary, Charlotte, N. C. 





THE COLEMAN LAMP COMPANY, Wichita, Kan., man- 
ufacturer of lamps and lighting systems, plans to erect 
an addition to its factory, 50 x 140 ft., two stories, 
and an additional building, 25 x 40 ft., two stories and 
basement, of which a portion will be added to its ma- 
chine shop. These additions will double its floor space, 
but not its capacity. 


THE FARMER AUTO SUPPLY COMPANY, St. Joseph, 
Mo., has been incorporated with a capital stock of 
$10,000 by S. R. Farmer, C. O. McCauley and C. V. 
Ayers. 


THE WILSON RESILIENT AUTO RIM CoMPANY, Colum- 
bus, Ohio, has been formed by F. R. Wilson, and others, 
to manufacture a patented automobile wheel rim. 
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. Suggestion for a store display of electrical appliances 


Merchandising Electrical Appliances in the Hardware Store 
By JOHN A. RANDOLPH 
The Society for Electrical Development, Inc. 


of old in the mechanical side of domestic, in- 

dustrial and commercial life are gradually 
giving way to the silent wonder-worker which is 
always ready for service at the throwing of a switch, 
and ably performs its work without flame, fumes, 
ashes, soot or dirt. 

With the development that has rapidly taken place 
in recent years in electrical machinery an appa- 
ratus it is now possible to generate. and transmit 
electricity with much less expense than even a 
few years ago. The result is that the cost of elec- 
tric service has been reduced and electrical appli- 
ances which make use of this service have become 
more economical and practical. 

The demand for electrical appliances of all sorts 
is rapidly growing. No longer is electricity a lux- 
ury; it is a practical commodity, a builder of ef- 
ficiency. With its proved superiority over older 
forms of power, it is coming into broader use in 
the home, in the factory, in commerce, in traffic, and 
in nearly every line of human endeavor. 


Tc is the age of electricity. The methods 


Special Merchandizing Methods Necessary to Overcome 
Human Inertia 

To effect sales in electrical appliances, it is not 

sufficient to place them on a table and leave them 

to sell themselves. It should be remembered that 


the rise of electricity as a commercial commodity 
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has been almost overnight. It has taken place in 
much less than a lifetime. The people, at large, are 
not familiar with it, do not know all its ramifica- 
tions, its many advantages and the merits of its 
various appliances. They must be shown. The 
public will not walk into the store and ask for an 
electrical appliance offhand as they would for a com- 
mon teapot, a broom, a hammer or a saw—staple 
products that every hardware store in the country 
has carried from time immemorial. On the con- 
trary, special merchandising efforts are necessary 
to overcome the widely prevalent “Satisfied as it is” 
attitude, or inertia, and to divert people from the 
beaten paths of old, to the modern “Do It Electri- 
cally” doctrine—the way of the future. 


Good Window Displays Effective 


The show window is naturally one of the most 
effective means of bringing appliances to hotice. A 
well set up hardware display window is always in- 
teresting. There is usually something there which 
sends forth an irresistible appeal to everyone, old 
and young. It contains the tools, implements and 
appliances in everyday use in the home, the shop, 
and in all fields of endeavor—usually not luxuries, 
but necessities. For this reason such a window is 
universally popular. Here, then, is an effective dis- 
play location for electrical appliances. 

The window display should conform to the sea- 
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son, to events, to the needs of the hour. In the 
spring, it should carry the “June Bride” appeal 
with suggestions for wedding gifts. In summer, the 
absence of flame and surpius heat can be made a 
feature of the cards or printed matter explaining 
the appliances. The cooling comfort of electric 
fans with streamers waving in the breeze cannot 
fail to interest the perspiring passerby who lingers 
to view the mechanical servant which works all day 
sending forth a cooling breeze, never tires, and is 
always ready for service at the throwing of a switch. 

The fall and winter seasons afford a timely op- 
portunity for the display of electric heaters of vari- 
ous types. 

The stating of prices in large type upon artistic 
cards attached to the various articles is generally 
of great advantage in enlightening the public. This 
is an important matter with. electrical appliances, 
inasmuch as many people have the mistaken idea 
that these articles are expensive, and they will prob- 
ably pass on indifferently unless enlightened. 


Salesmen Should Be Properly Informed 


Prominence should also be given to the electrical 
appliances, in the interior of the store. They should 
be conspicuously placed on tables or in show cases, 
where they cannot fail to attract attention. An- 
other item of the greatest importance is that the 
salesmen be properly informed as to the details of 
these devices. The public does not understand elec- 
trical appliances as it does the more common uten- 
sils. They are bound to ask a lot of questions, and 
the salesmen must be prepared to answer them. 
They should be able to tell just how the electric 
current acts in producing heat or motion, as the case 
may be. They should also be well informed as to 
the cost of operation, how much it costs per cup to 
brew coffee in a percolator, how many slices of toast 
can be made by a toaster, at an expense for current 
of one or two cents, how much it costs to prepare 
eggs enough for the average family breakfast in 
an egg boiler, how much it will cost to run a vacuum 
cleaner for an hour, and likewise with the other ap- 
pliances of the store. A large amount of correct 
and detailed information of this character will prove 
very effective in convincing the people of the merits 
of these appliances and in gaining their confidence. 
This information is supplied in printed form by the 
manufacturers, and should be carefully studied. 

Demonstrations of the appliances in actual opera- 
tion also exercise a powerful influence on prospects. 
People often question what they hear, but what they 
can see with their own eyes they believe. 


Bargain Sales | 
Sometimes, owing to trade conditions and other 


Hardware Age 


influences, stock is carried in the store for so long 
a.time that it becomes tarnished or shopworn. In 
such cases, it is sometimes advisable to hold a bar- 
gain sale of the appliances and make a quick dis- 
position of them rather than carry them longer and 
run the risk of losing altogether the chance for a 
sale, owing to the going out of date of the various 
types. A good way to conduct such a sale is to place 
the appliances in question on a table by themselves 
where they can be freely inspected, and to promi- 
nently announce the sale by large signs or placards 
placed both over the appliances proper and in the 
display windows. If the store is carrying advertis- 
ing space in the local papers, the sale should also 
be prominently mentioned there. 

It is not necessary to conduct a special sale to dis- 
pose of appliances which are simply tarnished if it 
is not desired to effect a reduction in price. They 
may be returned to the manufacturers for repolish- 
ing, or may be even restored to their former appear- 
ance by local firms engaged in work of that nature. 
To make sales of appliances at regular prices, it is 
generally imperative to have their polish in the 
brightest condition. For this reason, it is well to 
go over them frequently with a chamois skin. To 
preserve the polish and to avoid the collection of dust 
it is well to keep these utensils in show cases if pos- 
sible. Such an arrangement also affords an op- 
portunity to brightly illuminate the appliances by 
special show-case incandescent lamps. 


Advertising 


Advertising is generally an effective means of 
securing trade in any line of business. There are 
various methods by which this may be conducted. 
Publicity in the local papers always serves to bring 
the attractions of the store before the public, but the 
rates may be such that the expense for this form of 
publicity may exceed the margin of profits accruing 
to the resulting sales. If such is found to be the 
case, a less expensive alternative will naturally be 
sought. One means of conducting advertising that 
has been tried with success by dealers in electrical 
appliances is to secure from the manufacturer of 
the appliances, free of charge, a quantity of cir- 
culars describing the appliances and giving the 
prices, together with the dealer’s name, and then 
to mail them out to regular customers and pros- 
pects. The expense for this form of advertising is 
small, and will generally be more than offset by the 
sales results that it brings. 

Electrical appliances are rapidly growing in popu- 
larity. The public knows them better than a short 
time ago. Early objections have been overcome, the 
efficiency has been raised. They are durable, safe, 
reliable and economical, and a promising line for 
almost any hardware store to adopt. 





Goodrich Salesmen Hold Convention 


HE B. F. GOODRICH COMPANY held a sales- 
men’s conference at its factory in Akron Ohio, 
recently. The event, under the direction of W. O. 
Rutherford, general sales manager of the corpora- 
tion, was a goodfellowship home-coming attended 
by the 450 Goodrich salesmen from every section 
of the country except the Pacific Coast. 


Sales problems and policies were not discussed at 


this conference. Instead, the program centered 
around the one idea of bringing into closer personal 
relationship the many specialized units of the Good- 
rich sales organization. | 

The. salesmen were brought to Akron and re- 
turned to their territory in four special trains. 


Thev represented the organizations of fourteen 
Goodrich branches: New York, Philadelphia, Bos- 
ton, Pittsburgh, Buffalo, Detroit, Cleveland, Chi- 
cago, Minneapolis, Kansas City, St. Louis, Indian- 
apolis, Cincinnati, and Atlanta. 7 

A trip through the Goodrich factories afforded 
the salesmen an opportunity to get close first-hand 
information on the methods of rubber manufacture. 
Three new factory buildings, erected during the last , 
6 months and adding 700,000 sq. ft. to the plant, 
were also thoroughly inspected... The conference 
goodfellowship banquet was followed by an infor- 
mal vaudeville entertainment in which talented de- 
partment heads and visiting salesmen took leading 
parts. Several addresses were made by the various 
officers. 


eee 








Solvent 


_* was arraigned in police court on a charge of 

stealing five dollars from his employer. The boy 
secured a lawyer and entered a plea of “not guilty.” 

The lawyer believed in the boy’s innocence and spoke 
very eloquently on the injustice of the arrest, dwelling 
particularly on what it would mean to the boy in future 
life if he were sent to prison. The Court dismissed the 
case. 

Immediately after, the boy asked the lawyer the 
amount of his fee. 

“How much have you got?” queried the lawyer. 

“Well,” replied the boy, “I’ve got that five dollars.” — 


Exchange. 
Speeding It On 


§ gene musketry-instructor had just been giving a les- 
son on the rifle to one particularly “green” set of 
recruits. At the end he asked: “Now, is there any 
question you want to ask?” 

One dull-looking Johnny Raw stepped forward, blush- 
ing awkwardly. 

“Yes, my man?” said the instructor, encouragingly. 

“Plaze, sor,” stammered the searcher after know- 
ledge, “‘is it roight that the harder Oi pull the trigger- 
thing the farder the bullet goes?”— 7it-Bits. 


But He Died Young 


é¢ ONCE knew an eccentric man,” stated old Festus 
Pester, “who when he had got the desired num- 
ber on the telephone did not demand fiercely, ‘Whizz 
ziss?’ Instead he invariably said civilly, “This is John 
J. Poppendick, wishing to speak to Mr. Buckover.’ 
His funeral was the largest ever held in the neighbor- 
hood where he had resided, and thereat strong men 
broke down and wept like children, being convinced 
that they would never again see his like.”—Judge. 


The Commander in Chief 


T was at an evening party and Dodge asked Keller: 
“Who is that impressive-looking woman over there?” 

“That’s Mrs. Moore,” was the reply. “She’s a re- 
markably strong-minded woman. It is said she com- 
mands a large salary.” 

“Indeed,” said Dodge reflectively, as he looked at the 
woman with interest. “How does she earn it?” 

“She don’t earn it,” said Keller. “Her husband earns 
it and she commands it.”—Exchange. 


If 


LS aepreepe sp: (testily): “Oh, if—if—if! You remind 

me of what the fellow who got lost in the woods 
said to his companion.” 

WIFE: “Well, what did he say?” 

HUSBAND: “He said: ‘Now if we had some ham we’d 
have some ham and eggs if we had some eggs.’ ”— 
Boston Transcript. 


Egotism 
ILLY: “I would gladly die for you, but for one 
thing.” 
Mitty: “And that is?” 
BILLy: “I’m afraid you could never replace the 


loss.”—Exchange. 
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Strictly Accurate 


N AGENT, approaching a house, met a little boy at 
the gate and asked: 

“Is your mother home?” 

“Yes, sir,” said the boy, politely. 

The agent walked across the long lawn and, after rap- 
ping several times without receiving an answer, re- 
turned to the youth, saying: 

“T thought you said your mother was at home.” 

“Yes, sir; she is,” replied the boy. 

“But I have rapped several times without receiving an 
answer. 

“That may be, sir,” said the boy. “I don’t live here.” 
—Exchange. 


The Same—Only Different 


66 OW long have they been married?” asked Mr. 
Brown as they passed the strong-minded lady 
and her husband. 
“About five years,” said his friend. 
“Did she make him a good wife?” 
“Well,” was the somewhat doubtful reply, “she made 
him an awfully good husband.”—E«xchange. 


Favorite Fare 


A CERTAIN father who is fond of putting his boys 
through natural-history examinations is often 
surprised by their mental agility. He recently asked 
them to tell him “What animal is satisfied with the 
least amount of nourishment?” 
“The moth!” one of them shouted confidently. “It 
eats nothing but holes.”—Youth’s Companion. 


Rather Difficult 


HEERFUL ONE (to newcomer, on being asked 
what the trenches are like) —“If yer stands up yer 

get sniped; if yer keeps down yer gets drowned; if 
yer moves about yer gets shelled; and if yer stands 
still yer gets court-martialed for frost-bite.”—Punch. 


His Handicap q 
IRST REPORTER—‘“Senator Bullyun must have 
been a bright baby.” 
Second Reporter—“Why do you think so?” 
First Reporter—“‘He told me in an interview that 
he began life as a school-teacher.”—ZIndianapolis Star. 


The Secret 


66 HAT is an amateur?” is still one of the raging 

queries of the hour. But, in spite of all the 
recent discussion, we haven’t changed the answer we 
evolved four years ago, viz., “Any one who can get 
away with it.”—New York Tribune. 


Where He Drew the Line 


¢¢ A RE you fond of music?” asked Miss Oldgirl. 
“Not very,” replied Mr. Oldbatch, “but I prefer 
it to popular songs.”—Cincinnati Enquirer. 


Luck 


¢¢T\0O you believe in luck?” 
“Of course I do. Aren’t the other fellows get- 
ting it all the time?”—Detroit Free Press. 


Limited Education 


ANIGAN: “Can yez wroite?” 
FLANIGAN: “Yis—but Oi haven’t learned to read 
my wroiting yit.”—Exchange. 
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Merchandising 


EW factors in business success to-day 
Opes so important as a proper understand- 

ing of the problem of merchandising, and 
few receive so little intelligent study and 
attention. The importance of speculation in 
business, that is, buying on an advancing 
market, especially in the retail hardware 
business, has been of diminishing importance 
for a long number of years, and assumes 
prominence only occasionally and tempor- 
arily, as at the present time. Conversely the 
real problem of the past ten years has been 
how to minimize the constant losses on stock 
on hand caused by a steadily declining mar- 
ket. The only solution to this problem is 
found in intelligent merchandising. 


-Merchandising is primarily the buying 
and selling and general care of the stock of 
merchandise on hand so as to secure the 
most profitable results. In the beginning, in 
normal times it is a mistake to carry any 
more stock on hand than is necessary with 
due diligence to fill orders completely and 
not have too long a shortage list. Excess 
stock, that is, stock carried too long, soon 
“eats its head off” in the way of interest 
on the money invested, deterioration, rent 
and insurance charges. It is safe to figure 
that the sum of all these charges amounts 
to about 1 per cent per month. In other 
words, if one has $5,000 invested in mer- 
chandise, it costs about $50 per month to 
carry that stock. This furnishes a good 
working basis and sufficiently close for all 
practical purposes as a guide as to the length 
of time for quantities to be bought ahead. 
If, for instance, you get 5 per cent extra dis- 
count as an inducement to purchase a large 
quantity of goods, you make money up to 
four months’ time on stock bought in ad- 
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vance, you break even on all goods on hand 
at the end of that time, and lose on all goods 
bought on that quantity price that you have 
on hand after five months have passed. More 
dealers fall down on this proposition than 
any other and will load up with a year’s 
stock for 5 or 71% per cent extra discount 
and not realize that it is a losing proposition 


as a whole. 


As a general proposition it pays best to 
buy your goods from wherever you can get 
them most quickly even at a small advance 
in cost and thus get a more frequent turn- 
over on your stock. For it is the frequency 
of your turnover of your stock that counts 
heavily at the end of the year on the profit 
side of your balance sheet. . Large gross 
profits on any line of goods without corre- 
sponding frequency in turnover of stock are 
not really profitable after all. It is easy to 
illustrate this by a simple example in arith- 
metic: Suppose a dealer invests $500 each 
in nails and in cutlery. He makes 10 per 
cent gross profit on nails and 100 per cent 
on cutlery, but he turns his nail stock over 
12 times a year and his cutlery only once. 
The result figures. out something like this: 
Nails investment $500, at 12 times turnover, 
equal total investment of $6,000, on which 
there is a gross profit of 10 per cent, or 
$600 in all. Cutlery investment $500, with 
turnover once, equal $500 investment in all, 
on which there is a gross profit of 100 per 
cent, or $500 in all. 
a whole $100 more gross profit on the same 


So that nails show as 


investment for the same time than cutlery. 
This, of course, is not an exact statement of 
the situation, but it is approximately correct 
as a working basis and as a comparison. 
The turnover stock also has a direct bearing 
on a dealer’s credit and financial standing. 
For the less money he has idle in useless 
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stock the better able he is to meet his obliga- 


tions. 


One way to get a good turnover of the 
stock as a whole is to get rid of old and slow 
moving goods, so that you may have money 
to invest in new and more up-to-date articles 
that as a rule pay a better profit. If you 
have any No. 7 stove furniture, or pit bot- 


tom stove goods of any kind, or double as- 
tragal sliding door locks, get rid of them 


quickly at any price, even as scrap. Do not 
hold on to them because of that only too 
common fool reason, or rather excuse, that 
maybe some day somebody will come in and 
want them. Maybe, and maybe not; and even 
if they did you had better be out of them 
than carry them all that time. 


Keep your store clean and free from dere- 
licts, monuments and has-beens. It is like- 
wise a good rule not to carry over seasonable 
goods when the season is past. Five per 
cent in volume so carried of your total sales 
spoils your profits for that season on all you 
have sold. Watch your stock of such goods 
closely and towards the end of the season get 
rid of them, at a bargain sale, if necessary. 
Better miss some sales, say on screen doors, 
toward the tag end of the season than have a 
pile of them accumulating dust and getting 
dingy and dirty from September to May. 
Choose for your motto that of one of the 
greatest merchants this country ever knew, 
who said his great success was founded on 
two little observances of stockkeeping and 
care—Many Turnovers—No Leftovers. 


Railroad Earnings 


HE remarkable earnings the railroads 
have been enjoying in recent months 
are succinctly shown by the monthly re- 

ports of the Bureau of Railway Economics. 
The net operating revenue per mile of road 
in the past three months reported upon 
shows the following gains over the corre- 
sponding months a year earlier: October, 
32.4 per cent; November, 72 per cent; De- 
cember, 71.7 per cent. The comparisons are 






made with months that were not particularly 
poor, though it is true they were not as good 
as the corresponding months of 1913. The 
net operating revenue in each of the last 
three months of last year was easily in ex- 


cess of all previous records. The total op- 
erating income was slightly larger, on an 
average, than at any time in the past, while 
on account of the important economies in 
operation effected in the past two years the 
net revenue shows important gains. The 
showing of last December, per mile of line, 
including 229,235 miles, roads having an- 
nual gross income of $1,000,000 or more, is 
as follows, with the percentage increase over 
December, 1914: 


Increase 





Per Mile 
Total operating revenues ......... $1,253 26.2 per cent 
Operating expenses ...........68-. 802 9.9 per cent 
Net operating revenue....... $451 71.7 per cent 


Other conditions being equal, the railroads 
usually show material decreases in gross in- 
come after October and November, when the 
heaviest crop rnovement takes place. This 
time, however, there is very little decrease 
apparent, because industrial conditions gen- 
erally have been growing more active. A 
year ago there was a sharp decrease in both 
gross and net, the net falling from $402 per 
mile of line in September, 1914, to $220 in 
January, 1915. This time the maximum net 
came in October, $508, and there was a de- 
crease to $503 in November and $451 in De- 
cember. If the January net turns out to be 
$440 it will represent an increase of 100 per 
cent over the preceding January. Should the 
railroads find themselves able to handle, and 
handle economically, the freight business of- 
fered, their net operating revenue could 
probably run easily at $500 per month per 
mile of road for months to come. It is to be 
noted, however, that with all the congestion 
on the Eastern roads their net earnings in 


December were very large. While the in- 


crease shown above for the whole country is 
71.7 per cent, the Eastern roads alone 
showed 106.3 per cent, against 55.5 per cent 
for the Southern roads and 53.9 per cent for 
the Western. 
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THE MAN BEHIND 


THE COUNTER 


WHY CASH LEAVES HOME 


A Sermon on the Quantity and Quality of Service with Pertinent 
Pointers on Playing the Game 


T was at a hardware convention in the Middle 
West. The Question Box had the floor. “What 
holds the bricks in a building together?” asked 

the Master of Ceremonies. “Come on, speak up, 
somebody. What holds the bricks of this building to- 
gether?” “Mortar!” somebody in the audience 
called out. “That’s where you’re off,” said the 
speaker. “Mortar is what holds the bricks apart.” 
There’s a big bunch of truth in that little by-play 
on words. Have you ever noticed how some of the 
things you’ve banked on to cement you to your cus- 


tomer are in reality keeping you apart? Think it 
over! 
Service as Mortar 
Take service as a horrible example. Much has 


been said and written about the service a merchant 
owes his customer. Most of us feel that as a rule 
we give more in the way of service than our profits 
really justify. We deliver a nickel’s worth of tacks 
to a customer in the suburbs and wonder where the 
idea of profit creeps in. It surely does not appear 
on the surface. Did it ever occur to you that per- 
haps we are depending too much on the quantity of 
service rendered and too little on the quality? 

A little first-hand investigation may change your 
religion along the lines of service. 


Hotel Gossip Starts Ball Rolling 


In a hotel out in Iowa a few days ago I heard a 
traveling salesman roasting a local hardware dealer 
and his force because of their ignorance of stock. 
“If knowledge of the goods sold was worth a dollar 
an ounce, that bunch in the Blank Hardware Store 
couldn’t cash in for a nickel,” he said. Naturally I 
put him down as having faced a turndown and he 
was wearing a grouch in consequence. There was 
no call to butt into the conversation, but I resented 
his slam at the retail dealer. I glanced at the clock. 
Yes, there was an hour to spare before the local 
came in. I’ll give that store the once-over, I said to 
myself, and with no identification marks in evidence 


I started out. 
Long on Guarantee but Short on Facts 


Evidently I intruded on the employees’ rest hour. 
The sales force was holding a gab-fest at the rear of 


the store. It was nearly five minutes before one of 
them worked the gas off his system and started my 
way. There was a miscellaneous assortment of 
wringers on one of the display counters, and I had 
worked up quite a washing fever by the time he 
reached me. “Anything for you to-day?” said the 
ex-orator, as he sidled up. Foolish question 9001, I 
mentally registered, but I coaxed a smile and inti- 
mated that I was interested in wringers. He was 
Johnny-on-the-Spot. 

“Some wringer!’ he commented, as he patted the 
head of the first one in line. “Looks good,” I coun- 
tered; “but what kind of wood is that in the 
frame?” “Well, I don’t exactly know,” he replied; 
“it’s good stuff, though, and we’ve never had a come- 
back.” I sidestepped the woodwork. “How about 
the bearings?” I queried. He read all the fine print 
on the labels before he guessed it was ball bearing. 
What size are the rolls? was the next question. It 
took five minutes to locate a pocket rule and get the 
measurements. “Are they solid rubber?” I asked. 
“Can’t say as to that,” he answered; “but they sure 
do the work. We guarantee them.” “For how 
long?” I questioned. “Any length you say,” he re- 
plied. “If they don’t prove good, bring them back 
and get your money.” Evidently there was no time 
limit. “What about the springs and gears?” I shot 
at him. He looked bored. ‘“They’re steel, I guess. 
Anyhow, they do the work, and we stand behind our 
guarantee,” he said, as he threw out his chest and 
came down heavy on the “we.” “I live out of town,” 
I remarked, “and will have to send it by express. 
What is the shipping weight?” 

He was forced to weigh the wringer and guess at 
the balance to make good. He did feature the price. 
I remember how he kept mentioning the fact that it 
was some wringer for $5. The guarantee came up 
for discussion every other minute. He was long on 
guarantee but mighty short on reliable information. 
I passed up the wringers and headed toward the 
wash boilers. 


Nobody Home 
“Let’s take a look at a wash boiler,” I said. “Here 
you are,” he remarked, as he slammed one down on 
the counter. “A good copper boiler for only $4. 
How does that strike you?” “Is it solid copper?” 
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I queried. The old worried look came back. “Yes, 
I guess so,” he said. ‘‘Never had any complaints on 
it.” “How about the seams?” I asked. He turned it 
over, ran his thumb along the bottom edge, and vol- 
unteered the information that they seemed all right. 
Not a word. about the reinforced rim, the double 
seams, the stationary handles, or the make-up of the 
cover. Nobody home! I left the store minus my 
wash-day enthusiasm and ready to put in with the 
traveling salesman on his little holler. 

As I left the place, an old farmer drove up with a 
sled and motioned for someone to bring out his 
order. At the end of the block I looked back. Mr. 
Farmer was crawling out of the blankets to go after 
his own goods. His dander was up. You could see 
it in his walk. Why didn’t somebody drop out of the 
council of war and help the old fellow load that sup- 
ply train? Again—nobody home! 


By Way of Comparison 


As I passed the grocery store on the corner, I got 
a glimpse of one salesman untying a farmer’s horse 
as another one filled the back end of the rig with 
canned goods. There was a smile on the face of the 
corn-husker, and I heard a cheery, “So-long, boys!” 
as he drove away. I hiked for the freight office and 
inquired about some imaginary freight. The agent 
was a good fellow and took me through the ware- 
house. In that pile of freight I saw two cream sep- 
arators, a bone grinder, a bicycle, a shipment of 
paint and a box marked hardware, none of which 
was marked for merchants. “Mail-order stuff,” the 
agent volunteered. “The farmers around here cer- 
tainly do ship in a bunch of stuff.” “Any gro- 
ceries?” I queried. “Some,” he replied; “but it’s 
mostly hardware and machinery.” 

Is my point clear? 


Another Type of Salesmanship 


When I got home I dug up a mail-order catalog 
and looked at the wringers. I found one whose pho- 
tograph put it in the same class as the one I exam- 
ined in Iowa. Here’s the way they came at me with 
their written appeal for a sale: 

“Best-Made Ball-Bearing Wringers 
Warranted for Five Years 


Large rolls, inclosed gears, reversible drain board. 
An extra high-grade wringer for stationary and 
other tubs. Rolls guaranteed for five years; meas- 
ure, 11 x 134 in. Inclosed gears protect fingers and 
clothes. Steel pressure-spring and improved wheel- 
top screws. Ball bearings. Frame of selected ma- 
ple. Shipping weight, about 35 Ib. Price, $5.” 
The price was the same as that quoted me by the 
clerk in that Iowa store, but note the difference in 
description. Does it appeal to you? The catalog 
man was under a handicap. He couldn’t take the 
farmer by the hand or show him the actual goods; 
yet when a prospective customer stacks that hard- 
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ware clerk’s information against this little printed 
sales talk it’s a cinch bet as to where the money 
goes. 


More Light on Wash Boilers 


I turned to the wash-boiler section. This is a 
sample of what I bumped into on a copper boiler, the 
description and picture of which tallied with the 
one I left in Iowa: 

“Best Made. Solid Copper Wash Boiler. 
Extra well made. The kind of boiler to buy when 
service and durability are desired. Extra heavy, 
high quality, solid copper. Large size, about 2314 
x 12 x 12%, inside measurements. Tinned on the 
inside with pure block tin. Heavy steel wire rod 
around top, and corrugation of sides add strength to 
the boiler. Double seamed and guaranteed not to 
leak. Stationary, wood-grip handles. Cover un- 
usually strong and made of one-piece copper-plated 
steel with rigid wood handle. Shipping weight, 
about 16 lb. Price, $3.75.” 

Here the price is twenty-five cents less than that 
of the dealer, but the freight would play rings 
around that extra quarter. Price was at least an 
even break, yet I could picture the farmer, after a 
pumping campaign with the Iowa clerk, filling his 
want system from this fountain of information. I 
could see him filling out an order blank and ex- 
changing his good coin for a post-office money order. 
It kind of struck me that this was a partial solu- 
tion of the problem, “Why cash leaves home.” 


Bucking the Game 


When you finish reading this article, think it over 
carefully. Let my viewpoint soak in. Remember, 
it’s all in the good old game of selling merchandise, 
and that new rules for the retailer are in order. 

Go out into the store and make a still-hunt for 
real selling information. Test your salesmen indi- 
vidually as to their knowledge of the goods they sell. 
When you uncover a weak spot, make a memoran- 
dum‘of it. Then get busy and organize a home 
school of service and salesmanship. Use the adver- 
tising sections of your trade papers as a text-book 
and work in catalog reading as a side issue. Get 
the traveling salesman into the game. He will be 
glad to help you and he can put over some mighty 
good pointers. Make him sell every item of his line 
to every man on the force. Pin him down to facts 
and selling points. Forget price for the time being 
and put your mind to the quality information that 
makes price a secondary consideration. 

If you find yourself long on the quantity service 
of the afore-mentioned Iowa brand, use the pruning 
shears. Make your service real, not imaginary or 
superfluous. Work up a service mortar that will 


bring the bricks of dealer and consumer closer to- 
gether. 
Do you get me? I’m yours for quality service. 
The Man Behind the Counter. 
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Parcel Post—Tariff Commission—Preparedness—Stevens-Ayres- 
Stephens Bill 


By W. L. CROUNSE 


WASHINGTON, D. C., March 20, 1916. 


HE members of the Merchants’ Association of 
jh New York do not, as a rule, sit up nights wor- 
rying about the welfare of the small retailers 
throughout the country. Nevertheless this big or- 
ganization is standing shoulder to shoulder with the 
retailers in the great fight they are making to pre- 
vent the proposed increase in the parcel post weight 
limit above 50 lb.—a fight that is half won, for, as 
told in this correspondence a fortnight ago, the 
House of Representatives, by an overwhelming vote, 
has decided that the power to decree life or death to 
the retailers should not be lodged in one man, even 
though he be a cabinet officer. 

The protest of the Merchants’ Association has 
been filed in the House of Representatives by Bennett 
of New York. It is loaded with hard facts presented 
in the most convincing style. Every retailer should 
read it. 


Parcel Post Stripped of Disguise 


The Merchants’ Association is not fighting the 
mail-order houses, for many of its members main- 
tain big mail-order departments that cut heavily 
into the business of retailers in the small cities and 
country towns. It tackles the parcel post humbug 
from a different angle and strips off its smug dis- 
guise, demonstrating clearly that, even from the 
standpoint of the postal enthusiast, it has outrun its 
legitimate function, and that any further extension 
will not only be highly detrimental to the commerce 
of the country but exceedingly costly to the tax- 
payers at large. 

Here is the Merchants’ Association’s indictment 
of the parcel post, as laid before the House by Mr. 
Bennett: 

“The parcel post omits the following essentials of 
a complete service: 

“1. It does not collect parcels. 

“2. It does not give receipts. 

“3. It does not provide indemnity for loss, except 
upon extra payment, and only to the amount of $50. 

“4. It does not provide any indemnity for damage. 

“5. It does not provide controlling records, by 
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reason of which omission the volume of loss is 
increased. 

“6. It does not provide special means of security 
for valuable parcels. 

“7. It does not provide adequate protection 
agains damage, but, on the contrary, promotes dam- 
age and loss by opening in transit. 

“8. It does not provide for the transportation of 
a wide range of special commodities. 

“Unless the parcel post removes these defects it 
cannot by any possibility fill the entire field of quick 
transportation. It can invade it to a considerable 
extent, but the service performed by it will be mate- 
terially less efficient and less comprehensive than 
that now supplied by the express companies. The 
result of that invasion would be twofold. It would 
partially supplant an adequate service by an inferior 
service, and by compelling the express companies to 
retire by depletion of their traffic would leave a 
considerable part of the field without needed traffic 
facilities. 

“No reasonable person will contend that to destroy 
an adequate transportation system and replace it by 
an inadequate system will in any way benefit the 
community. 

“It will, however, be said that all the enumerated 
defects of the parcel post can be removed and an 
efficiency equal to that of the express service be 
attained. It is unquestionably true that the parcel 
post might be so organized as to supply a service as 
complete and efficient in every respect as that of the 
express companies. 

“In that case, however, the parcel post would be 
compelled to provide every essential to a complete 
service. To do that it would have to employ methods 
and equipment in all respects substantially identical 
with that of the express companies. It would need 
wagon service for collection and delivery, terminal 
and transfer buildings in all great cities, additional 
quarters in smaller towns, employees equal in num- 
ber to those now employed in the express service, 
adequate record systems, safes and hampers to pro- 
vide security, and the assumption of full liability 
for loss and damage. Moreover, it would be re- 
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quired to remove all weight limit and provide what- 
ever facilities are necessary for any commodity re- 
quiring quick transit. That is to say, every element 
of cost now present in express operation would like- 
wise be present in parcel-post operation. 

“But it is very unlikely that with equality of 
service the Government costs would be as low as 
those of the express companies, even with the ele- 
ment of profit added, which the Government can 
ignore, but for which the express companies must 
provide. Long experience has shown that the opera- 
tions of governments are never performed as eco- 
nomically as those of private agencies, even if per- 
formed as efficiently. This is true whether the oper- 
ation be undertaken directly or by contract. The 
Government is an extremely liberal rent payer, and 
its scale of compensation to employees of the lower 
grades (although not to officials) is notoriously, and 
in some classes excessively above, current market 
rates. A comparison of rent charges and labor costs 
would be heavily against the parcel post and in 
favor of the express service, and it is probable that 
the excess of these and other greater costs of the 
Government would more than outweigh the element 
of profit. 

“The parcel post charges, therefore, must at least 
equal those of the express companies unless the Gov- 
ernment provides the service at a loss. In that 
event a part of the cost will be transferred from 
shippers to the public as a whole, but no economic 
benefit will result. 

“To conclude, we repeat that we see no possible 
public advantage in extending the operations of the 
parcel post so as to destroy an efficient, economical 
agency of transportation and substitute therefor an 
agency at present decidedly inferior in vital par- 
ticulars, and which, if it is to be extended so as to 
be fully efficient, will in all likelihood result in an 
enormous loss to be borne by the public Treasury.” 

The next time a parcel post boomer tells you that 
“nobody but the little fellows” are fighting an in- 
crease in the weight limit, take him into your back 
office and read to him what the Merchants’ Associa- 
tion of New York City says about Mr. Burleson’s 
pet project. 


Spoilsmen Plan Capture of Tariff Commission 


President Wilson is slowly but surely winning one 
of the biggest fights he has undertaken, that to pre- 
vent the spoilsmen in Congress from wrecking the 
projected tariff commission before it is even or- 
ganized. 

The business men of the country, with one voice, 
are demanding that the tariff shall be taken out of 
politics and put in the hands of an expert non- 
partisan commission. President Wilson is with 
them. Chairman Kitchin of the Ways and Means 
Committee, who is not an enthusiast on the subject, 
has decided that it is not well to be forever bucking 
public sentiment, and on this occasion he will permit 
the Ways and Means Committee to provide at an 
early date for the appointment of the commission. 

But here the politicians break into the game. 
Some of the House leaders have told the President 
that they will favor the commission project, pro- 
vided the Democratic organization in Congress is 
permitted to name two members, the Republican 
organization two and the President the fifth mem- 
ber. President Wilson has declined with thanks. 

The scheme of the spoilsmen is simplicity itself, 
but it would absolutely defeat the wishes of the 
business men who are behind the commission idea. 
If the politicians had their way the Democratic or- 
ganization would pick a couple of “lame duck” 
Senators or Representatives, recently defeated for 
re-election, and put them on the commission to stand 
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The Republicans would nominate 
two other statesmen repudiated by their constitu- 


for free trade. 


ents to stand for high protection. The President 
would select the fifth man, who would serve as a 
sort of umpire in the tug of war between the low- 
tariff Democrats and the Chinese-wall protection 
Republicans. 

Wouldn’t that be a lovely way to “take the tariff 
out of politics’? 

The President has flatly refused to have anything 
to do with such a commission, and the politicians 
know the people are behind him. He proposes to 
appoint all five commissioners and to select men of 
the highest character, with a broad business experi- 
ence, as much knowledge as possible of tariff prob- 
lems and with a minimum of political bias. The 
work of such a commission would command the con- 
fidence of the whole country. 

But it’s not surprising that Congress should seek 
to hog the tariff commission to provide jobs for dis- 
abled colleagues. Congress has the habit. The 
average commission is appointed for no other 
purpose. 


Soft Jobs for Tired Politicians 


And how these commissions work! Why, the lazi- 
est man who ever breathed would become restless 
waiting for them to do something. 

Not long ago there was a commission composed of 
three ex-members of Congress, which for three long 
years had done nothing but hold down a suite of 
luxuriously furnished offices in Washington. One 
day one of the commissioners disappeared and, after 
an absence of several months, was located by his 
colleagues out on a Chautauqua circuit in the Far 
West delivering lectures at $250 per. The two stay- 
at-homes promptly called on the President and urged 
him to bring their wandering associate back to 
Washington without a moment’s delay. The Presi- 
dent was interested. 

“Do I understand,” he asked, “that Mr. Smith, in 
delivering these lectures, is neglecting his public 
duties?” 

“Lord, no!” replied one of the complainants, who 
hails from a big Southern State. “We haven’t any 
public duties, but Smith’s gadding around the coun- 
try is giving the snap away!” 

So Smith—of course, that’s not his real name— 
received a polite intimation that he ought to remain 
in Washington at least half the time. 

President Wilson doesn’t intend to place any 
Chautauqua lecturers on the new tariff commission. 


Conservative Plans for Preparedness 


The national defense legislative program is being 
slowly but surely worked out, but the weather in 
Washington will be very warm before it reaches the 
statute books. Investigation, opposition, considera- 
tion and reconsideration have resulted in whipping 
the plans into very conservative shape until the 
total sum to be expended during the first year of 
preparedness development will barely exceed $90,- 
000,000, a mere bagatelle compared with the enor- 
mous sums now being thrown away in the great 
European conflict. 

If anybody tries to make you believe that the 
United States is tending toward militarism, and 
points to our prospective expenditures to prove it, 
just call his attention to the fact that our total pro- 
posed increase in outlay for an entire year is less 
than England’s current expenditure for four day’s 
fighting. Brittania is blowing herself at the rate 
of $25,000,000 a day. France and Germany are 
each spending about as much, and a lot of little 
fellows among the nations are helping to swell the 
giant total. 
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President Wilson’s war budget wouldn’t keep the 
big European scrap going twenty-four hours. 
Not much chance to charge militarism here! 


Stevens-Ayres-Stephens Bill Reintroduced 


The standard price maintenance bill, which, in 
one form or another, has been presented in Congress 
by no less than four Senators and Representatives, 
has just been reintroduced in the Upper House by 
Senator Henry F. Ashurst of Arizona. The new 
draft of the bill contains a number of amendments 
inserted solely to perfect it in its practical operation. 
One of these changes permits the cutting of prices 
at “disposal sales at appropriate times,” the original 
bill having provided for “seasonal disposal sales 
twice a year at appropriate times by dealers at re- 
tail.” Other modifications extend to wholesalers 
the same concessions as to price reductions that are 
granted to retailers by the original measure. An 
additional amendment permits dealers to reduce 
prices if they shall “decide to discontinue the sale 
of such article or articles of commerce,” with the 
proviso that the original vendor—the jobber or 
manufacturer, as the case might be—shall be af- 
forded an opportunity to repurchase the goods in 
question from the dealer at the price originally paid. 

An important stipulation, designed to safeguard 
the limited price-cutting privilege accorded by the 
measure, specifies that where a merchant proposes 
to exercise this right “such dealer, or the legal rep- 
resentative of such dealer, shall file at the office of 
the Federal Trade Commission a statement setting 
forth the reason for such sale, the refusal or neglect 


Herbert O. Spencer Dead 


|S agg setecarsel O. SPENCER, 64 years old, one of the 
founders of the Richards-Wilcox Manufactur- 
ing Company, Aurora, IIl., and for several years its 





Herbert O. Spencer 


treasurer, died at his home, 396 Garfield Avenue, 
Aurora, March 3. Death was due to heart failure. 
He was born at Marengo, Ill., May 24, 1852. 

While the well-known retired manufacturer sold 
his interests in the Richards-Wilcox Manufacturing 
Company some eight years ago, his name was never 
taken from its pay rolls. He was so well thought 
of by the board of directors of the company, and had 
lent such valuable aid in building up the business, 
that a check was sent to him on every pay day. 

“Herb” Spencer, as he was known, was one of 
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of such vender to accept such offer and the grade, 
quality and quantity of such article or articles of 
commerce to be sold.” 

The Ashurst bill has been referred to the Senate 
Committee on Interstate Commerce. 

Secretary-Treasurer Whittier of the American 
Fair Trade League, who is in Washington sizing up 
the legislative situation, now claims for the price 
maintenance bill the support of a considerable ma- 
jority of the present House, and predicts its certain 
passage at the present session of Congress. 


Plain Talk About Price Maintenance Critics 


Mr. Whittier also pays his compliments to the 
National Trade Association in language that fairly 
sizzles. This organization, which has undertaken a 
campaign against the Stevens bill, recently pub- 
lished an attack upon the measure which Mr. Whit- 
tier dissects with a bowie knife. He would be dis- 
posed to ignore these diatribes, he says, were it not 
for the fact that the moving picture craze has edu- 
cated a great many people to the point of positively 
enjoying unreality and reckless exaggeration. 
After commenting upon the representatives of trad- 
ing-stamp and price-cutting concerns who are 
directing the new organization, he says: 

“No doubt a number of estimable gentlemen, be- 


‘cause of ignorance of the facts and misrepresenta- 


tion of the issues, have unwittingly lent their names 
to the so-called Nationa! Trade Association, but the 
character of its campaign indicates clearly the 
dominance and full control by its eminent business 
buccaneers.” 


the best-liked men in the hardware world. He was 
a big, handsome, jovial man, who numbered his 
friends by the hundreds. He was employed for 
years as a salesman by the Wilcox Manufacturing 
Company. With a number of associates he organ- 
ized the Richards Manufacturing Company, and was 
elected treasurer of the concern, which later ab- 
sorbed the Wilcox Company and was reincorporated 
as the Richards-Wilcox Manufacturing Company. 

A stroke of paralysis suffered while he was on a 
trip in the West several years ago left Mr. Spencer 
in poor health. He had been confined to his home 
for the past five weeks. A widow and two children, 
Mrs. Arthur E. Ryall and Herbert B. Spencer, sur- 
vive him. 


Brooklyn Dealers Elect Officers 


i Brooklyn Hardware Dealers’ Association of 
Brooklyn, N. Y., held its annual meeting on 
Thursday evening, March 16. The meetings are 
usually well attended, but this was by far the larg- 
est gathering of the year. At the election of officers 
H. A. Cornell was made president. Mr. Cornell has 
been very prominent in all the activities of the asso- 
ciation, and in connection with the Metropolitan 
Hardware Dealers’ Association, with which the 
Brooklyn dealers are affiliated, acting in many in- 
stances as chairman of special committees. Edward 
P. Harris was elected vice-president, F. Horn sec- 
ond vice-president, E. C. Krieger treasurer, Robert 
Pearsall secretary, and R. J. Atkinson and S. Vic- 
tors directors for three years. 

After the meeting a dinner was served to the 
members, and after dinner a talk was given by a 
representative of the Pike Mfg. Company, which 
was illustrated by stereopticon views, showing the 
methods of quarrying the stone used in the manu- 
facture of sharpening stones. The methods of pro- 
ducing artificial abrasives were also shown. 









PUBLICITY FOR THE RETAILER 


The Phonograph Spells Opportunity for the Hardware Merchant— 
Making Exercise Available to the Indoor Worker—Getting 
Full Advertising Value from Your Letterhead 


Some Live Phonograph Publicity 


No. 1 (2 cols. x 9% in.). H. A. Rosenwald, of 
F. J. Rosenwald & Son, Bellingham, Minn., sends us 
this ad, as well as No. 2, the two ads furnishing an 
excellent idea of how the Rosenwald firm is aggres- 
sively pushing the sale of phonographs. The pro- 
digious activity in the general manufacture of phon- 
ographs since the summer of 1914 has had the coin- 
cidental effect of creating a vast volume of phono- 
graph publicity, and this publicity has brought the 
story of the world’s most fascinating musical instru- 
ment to every city, village and hamlet in these States 
of ours. No single article of commerce has ever at- 
tained the widespread popularity of this creation of 





Announcing the 


EDISON DIAMOND 
Amberola 50 


One of latest Models Just Received 





An Ideal musical Instrument For 
The Home 











Cabinet: New design in mahogany, highly 
finished. Mechanism: Powerful double- 
barrel spring motor; suspended horn; new 
style Diamond stylus Reproducer; gover- 
mor on top and enclosed; gear drive and 
speed adjustment screw. 

Price $50.00 


Do not fail to hear this instrument 











AMEEROLA X 
Pumed Oak Cabinet and is Belt 
Drive. Has Diamond Reproduc- 
er. Very similar to the Amber 


AMEEROLA 
Golden Oak Cabinet; Has Pow- 
erfal Spring Motor, gear drive. 





Also equipped. with new style] 1. 95 Roguler $90.00 value, 
Diamond stylus Reproducer. Special 
Price $30 nen 





Buy now. Pay tater. Satisfactory Pay- 
ments can be arranged. 


F. J Rosenwald & Son 


| BELLINGHAM, Minnesota 














No. 1—A first-class announcement 





Ideal Music Lessons For Your Children-- 
Hearing the World's Best Music on an 


| EDISON AMBEROLA | 


The EDISON AMBEROLA Places at Your Command the Art of 
the Greatest Singers and Musicians. The Musie ie Pleasing te the 
ear and Inetructive as well. There are Kdison Amberolae in great 
variety of styles at from $26.00 te $260.00, Why put it off any longer? 

















AMBEROLA 50 
Cabinet 


New design in 
Mahogany or 
Golden Oak, 

Highly finished 


Mechanism: 


Powerful dow 
ble barrel 
Spring Motor, 














Suspended horn 


New Style Dia- 
mond Stylus 
Reproducer, 









Governor on 
top and en- 
closed, 








Gear drive and 
speed adjust- 


ment rcrew, 











Vie Will Deliver the Above Phenograph To You 
Upon the Payment of THRER DOLLARS and 
the Balance at ONE DOLLAR -PER WEEK. 
Think of it 


==~ $3.00 down. $1.00 per week 


These Liberal Terms Apply to Any Amberola We Have in Stock. 















February Blue Amberol Records Now on Sale. All 
Music Lovers Are Cordially Invited to Hear Them 








F. J. Rosenwald & Son ; 





No, 2—The phonograph shops are not doing all the 
good phonograph advertising 


modern genius, and authoritative opinion in the 
music industry is to the effect that the future of the 
phonograph is before it. Think of it. Turn it over 
in your mind seriously. Sell the phonograph and 
you not only appeal to every family, but every family 
can afford to own one. Can you match that for a 
selling opportunity? Hardware merchants who have 


given some thought to phonograph distribution in 
the matter of existing agencies and possible sales 
opportunities have seen the light and seized the 
golden opportunity. These same merchants have been 
swift to realize their superiority over the average 
phonograph shop in one great essential—salesmar- 
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Hardware Age 




















John A. Losee, President - 


Buchanan Hardware Co. 


M. G. Losee, Sec’y and Treas. 





Established 1849 








Richfield Springs, N. Y. 
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a ~=Incorporated 1899 
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No, 4—Adding the effectiveness of a folder to your letterhead 


ship. The hardware merchant’s salesmen are trained 
by the exigencies of his business to be keen judges 
of values and persons. They are alert to selling op- 
portunity, resourceful and equal to any occasion. In 
fact, they are everything the average phonograph 
salesman is not. Any dealer can satisfy himself on 
this point if he will but take the trouble to go and 
do it. So then, this is the opportunity before you, 
and here is the way one merchant is improving it. 
This ad announces a new model and therefore is 
mainly informing in character of appeal. The in- 
strument is strikingly shown by the bold illustration 
and the description is complete. Two other cheaper 
models are described, and while no terms of payment 
are quoted, the concluding paragraph tells the reader 
that the store will make advantageous terms. This 


ad accomplishes its purpose very satisfactorily; it 
directs attention to a beautiful new model and by 
not including another angle of appeal allows the 
reader to fix in his own mind all the advantages of 
the new addition to the line. In the next Rosenwald 
ad (No. 2), description is subordinated and another 
angle of appeal is used. 


Featuring the Educational Influence of Music 


No. 2 (2 cols.x 10 in.). In this ad, Mr. Rosenthal 
starts the creative appeal that is essential to effec- 
tive musical instrument advertising. Here the 
thought of bringing a refining and educative influ- 
ence to the family circle is clearly stated. The edu- 
cational appeal is one of the strongest arguments in 
selling musical instruments. Every mother is keen 
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THE CONSOLIDATED 
BAR-BELL COMBINATION 


“Six Home ‘Gymnasium Machines in One”’ 


Spring Bar Bell, ee Spring D Dumb Bell, Floor 
Exerciser, Single Spri —~ pane 
Double Spring r Chest ye 
and Wall Machine ne 


‘ 

It is not only a practical home gymnasium consisting of six ' }j 
machines but is handsomely constructed. All metal parts are 
a highly nickelplated and the woodwork of the best ebony rubber 

finish. The springs are made of the best music wire obtainable. 
Pri 5. 00 The entire machine is enclosed in a case, 5x27 inches, covered 

rice = black skytogen with a lining. Special hooks, charts, 
accompany each machin 


SEE WINDOW DEMONSTRATION 


THE CONSOLIDATED EXERCISER 
OR WALL MACHINE 


Consists of spring swivel or head piece, non-wear 
handles and springs that are manufactured from 
& high-grade oil tempered stee] music wire. A strong 

tape is fastened in each spring which limits pull to 
about seven feet and prevents over strain. 
“springs can be detached from swivel and a handle 
attached to each end making a single spring chest 
expander. 

WeTurnish a set of double chest expander han- 
dies with the $3.50 wall machine so that same can 
be used as: 

1 A double spring chest expander 

2 A single spring chest expander. 


Price 
$1.50--$3.00 and $3.50 3 A wall exerciser. 
We Also Carry a Complete Line of 


ATHLETIC AND GYMNASIUM SUPPLIES 
We Stock Only the Best. . Prices Consistant 


ALBANY HARDWARE & IRON CO. 


39-43 State Street 























No. 3—A fine presentation of home gymnastic apparatus 


for her children’s development in musical taste and 
understanding. Gaining attention with this thought, 
the writer launches into a brief description of the 
instrument and makes his illustration better serve 
his purpose by showing the phonograph with lid 
raised, its working parts exposed. Here the definite 
payment terms are stated. The terms are a vital 
factor in phonograph selling. They should be quoted 
in every ad. Some dealers make no mention of the 
down payment, simply quoting so much per week, 
or, if the down payment is mentioned, they mention 
it indefinitely as: “$1 per week after a small down 
payment.” Make some of the ads play up the terms 
first, as: “$2 brings this beautiful instrument to 
your home.” Note this ad features records as well 
as instruments. Both of these Rosenwald ads are 
very neatly displayed. 


In Exercise There Is Health 


No. 3 (3 cols. x 8 in.). After Dr. Woods Hutchin- 
son had concluded one of his recent lectures, he was 
asked by a young man what could be done by the 
office worker who had no time for exercise. To 


Our Automobile Sint 





We have increased the- 
space devoted to Auto Sup- 
plies, ang now have it in & 
splendid shape, filled with a ¥ 
bang-up stock of accessories 
and tools. 








Ford Accessories a Specialty { 


We carry the most complete line of Auto Supplies in Eliza- 
bethtown and best of all our prices are right.’ 4 

We invite you to come in and look this department over as 
the time to get your car ready for spring is here. - 


BOGGS’ QUALITY HARDWARE STORE + 


Elizabethtown, Pa. t 
SHEILA EIR I PP 


No. 5—Catches the eye of the motorist 
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which Dr. Hutchinson replied: “Every man has time 
for exercise.” What Dr. Hutchinson really meant 
was that every man should take time for exercise. 
As a matter of fact, there is a vast army of indoor 
workers whose hours are so long and whose work is 
so confining that to mention bundling off to a gym- 
nasium after the day’s work would cause them to 
pretty nearly collapse. But if the same results could 
be accomplished—say, 15 min. in the morning or 
before retiring, in one’s own home—ah! that would 
sound better. This is the message of the Albany 
Hardware & Iron Company’s ad which they sent us 
and which we herewith reproduce. Here is one mer- 
chant, at least, who is not overlooking the possibili- 
ties of home gymnastic apparatus. Read over this 
ad and you’ll want an outfit yourself. The illustra- 
tions depict the apparatus in detail and the text is 
as good as a talk to the sporting goods salesman. 
Best of all, the prices are low enough to make these 
combinations popular, and we would strongly advise 
the Albany Hardware & Iron Company to continue 
telling the residents of the Capital City the advan- 
tages of the outfits, only edge in the thought of bet- 
ter health through exercise. 


Putting Your Letterhead to Work 


No. 4 (9 in. x 12 in.). Here’s a new one, the in- 
vention of John A. Losee, President of the Buchanan 
Hardware Company, Richfield Springs, N. Y. Mr. 
Losee tells us that he uses the letterhead in all cor- 
respondence with his poultry supply customers in 
his locality. It’s a fine idea, and it speaks for itself. 
Mr. Losee could carry the idea a step further by add- 
ing little italic paragraphs under some of the cuts, 
containing a word or two of description and quoting 
prices. The margins of your letterheads are wasted 
space. Put them to work via the Losee method. 


Small, but Efficient 


No. 5 (2 cols. x 4 in.). The Boggs Hardware 
Company, Elizabethtown, Pa., sends us this ad 
which, though diminutive in size, nevertheless has 
several shakers full of “pep’—or pepper, if you ob- 
ject to slang. We like that finely drawn cut and 
every line of the text. Especially do we like the 
playing up of the Ford department. We don’t like 
the absence of price on the Stewart signal, but per- 
haps this was an oversight. We like also the fine 
display of this little ad— it is read at a glance. 


Oil Trade Organizes 


IL interests have formed the New York Oil 

Trades Association, which includes the leading 
oil men of the city and State. The first meeting was 
held Jan. 5 at the Whitehall Club. A certificate of 
incorporation and a set of by-laws were adopted. 
G. J. Rosen, an attorney, was instructed to file ar- 
ticles of incorporation. A committee to build up 
the new organization was appointed, consisting of 
J. M. Pigot of the Pigot-Sayre Company; Alpin I. 
Dunn of the N. B. Cook Oil Company, and L. H. 
Atkinson of the Fiske Brothers Refining Company. 


Bright Star Battery Company 
Opens Branch 


HE BRIGHT STAR BATTERY COMPANY, 

manufacturers of “Mars-Bright” flashlight bat- 
teries and the “Watchlite,” has recently established 
a branch at San Francisco, where Nicholas Abrams 
will be in charge. A stock will be carried there to 
take care of the requirements of the trade in that 
part of the country. 

















Trade Conditions and Iron, 





Steel and Hardware Prices 





The hardware trade is having a period of 
splendid prosperity, and the outlook this year 
is fine. Merchants are looking for an active 
| spring business and are buying seasonable 

goods in large quantities. Already there are 
signs of a shortage in supply of some lines, 
manufacturers not being able to turn out 
goods as fast as the trade needs them. Prices 
on all lines are very strong, with promise of 
being higher. Money is reported plentiful 
and collections fairly satisfactory. 
| There is absolutely a runaway market in 
| prices on iron and steel products of prac- 





MARKET SUMMARY FOR THE BUSY READER 


tically all kinds, and to what new high levels 
prices may go is a matter that only time will 
determine. Steelmakers, and consumers as 
well, realized several months ago that prices 
were at dangerous levels, and it is certain 
that the last three or four advances made on 
the heavier steel products by the mills were 
made in order to restrict demand if possible. 
Instead of having this effect, prices still went 
up very rapidly, consumers really competing 
with each other to place orders with the 
mills, and usually at almost any prices the 
mills care to name. 











Office of HARDWARE AGE, 
Pittsburgh, March 21, 1916. 


HERE is absolutely a runaway market in prices on 
iron and steel products of practically all kinds, and 
to what new high levels prices may go is a matter that 
only time will determine. Steel makers, and consumers 
as well, realized several months ago that prices were at 
dangerous levels, and it is certain that the last three or 
four advances made on the heavier steel products by the 
mills were made in order to restrict demand if possible. 
Instead of having this effect prices still went up very 
rapidly, consumers really competing with each other to 
place orders with the mills and usually at almost any 
prices the mills cared toname. The heavy steel products, 
such as plates, shapes and bars, are pretty close to 3c. 
per pound, and one large maker has put his price on 
plates, shapes and bars at 3.50c., hoping to reduce the 
pressure from customers in placing orders. The United 
States Steel Corporation is quoting plates at 2.75c., 
shapes at 2.50c. and steel bars at 2.35c. to the shipyards 
and steel car builders for all of 1917 delivery. This 
shows that there is belief that the abnormally active 
condition in the steel business is going to last, probably 
through all of next year; but, of course, this is very 
problematical, it depending largely on the termination of 
the European war. It is a very great question, in the 
event of the war ending, whether there will not be a rap- 
id readjustment of prices to much lower levels than are 
now ruling. Consumers of steel have been educated to 
the fact that in times of only fairly heavy demand prices 
on steel get pretty close to lc. per pound, but it is hardly 
likely this very low level will be reached when the read- 
justment comes, and it must come sooner or later. 

The railroads are probably the heaviest buyers of steel 
products at present, and promise to be for some time. 
Very heavy contracts for rails are being placed, the IIli- 
nois Steel Company at Chicago taking 90,000 tons last 
week, made up of 50,000 tons for the Chicago, Milwau- 
kee & St. Paul, 20,000 tons for another road and 15,000 
tons each for two other roads. The Louisville & Nash- 
ville Railroad has placed 47,000 tons and the St. Louis & 
San Francisco 46,000 tons, these two large contracts go- 
ing to the Tennessee Coal & Iron Company at Ensley, 
Ala. Very heavy contracts for steel bridge work are 
also being placed by the railroads and these are serving 
to fill up the structural shops for many months ahead. 
Last week orders for about 4500 to 5000 cars and for 
about 275 locomotives were placed. There are foreign in- 
quiries in this country for about 25,000 steel cars. This 
enormous demand for heavy steel products and also for 
the lighter forms has been naturally reflected in a very 
heavy buying movement in pig iron in practically all 
consuming centers, In the Pittsburgh district there 


have been sold in the past two or three weeks upward of 
250,000 tons of pig iron, mostly Bessemer and basic. The 
Cambria Steel Company at Johnstown, Pa., which has 
not been a buyer of pig iron in the open market for sev- 
eral years, has bought 20,000 tons and will probably buy 
30,000 to 40,000 tons more of Bessemer iron. 


With the 
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large amount of new open-hearth steel capacity that is 
coming in the market, and the fact that no additions to 
blast furnace capacity can be made that will be effective 
before next year, there promises to be a serious shortage 
in the supply of pig iron in the summer months when 
some of this new steel capacity will become active. 

There have also been very large jobs placed in struc- 
tural material, and the fabricating shops are filled up for 
months ahead. The American Bridge Company has 
taken about 13,000 tons of steel for a terminal depot in 
Cleveland, and at Chicago 4000 tons were placed for a 
new warehouse, while the Pennsylvania Railroad Hotel, 
to be built in New York City, will take 10,000 to 12,000 
tons. One large fabricating interest has notified its cus- 
tomers of an advance of $5 per ton in prices, owing to 
the very high market on steel shapes. 

There have also been advances in prices on black and 
galvanized pipe ranging from $2 up to $10 per ton, and 
also $4 on steel boiler tubes. Scrap is going up rapidly, 
due to heavy purchasing by the Carnegie Steel Company 
for its mills in the Pittsburgh district, and coke, which 
has been rather dull in demand with prices ruling only 
fairly strong, has recently gone up considerably, and 
the best grades of blast furnace coke for last half de- 
livery are now held at $3 per net ton at oven, one con- 
tract for 8000 tons per month and another for 10,000 
tons per month having been placed at that figure for 
last half of this year’s delivery. 

Export demand fer all kinds of material continues 
heavy. One inquiry is in the market for 30,000 tons of 
barb wire for England and 75,000 tons for France. 
Barb wire for military operations has been quoted as 
high as 4.50c. per pound, and it is likely some fairly 
large orders will shortly be closed at that price. There 
is absolutely nothing in sight to indicate that the pres- 
ent abnormal activity in the steel trade is not going 
to last over the remainder of this year at least, and it 
may extend far into next year. 

Local conditions in the hardware trade are very 
clearly set forth in a letter from A. J. Bihler of the 
J. C. Lindsay Hardware Company, Pittsburgh, printed 
on page 91 of HARDWARE AGE, issue of March 16. The 
views of Mr. Bihler on the present condition and out- 
look in the hardware trade agree exactly with those 
set forth in this report for many weeks past. The 
hardware trade is having a period of splendid pros- 
perity and the outlook this year is fine. Merchants are 
looking for an active spring business and are buying 
seasonable goods in large quantities. Already there 
are signs of a shortage in supply of some lines, manu- 
facturers not being able to turn out goods as fast as 
the trade needs them. Prices on all lines are very 
strong with promise of being higher. Money is re- 
ported plentiful and collections fairly satisfactory. 

Wire Naiits.—Another advance in prices of wire 
nails is looked for before this week is out, and may 
come before this report is off the press. Makers refer 
to the demand for wire nails as being very heavy and 
much beyond their capacity to supply the trade 
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promptly. There are some export inquiries in the mar- 
ket for wire nails, but local makers are not quoting on 
these, being filled up with domestic orders for some 
months to come. In some cases slight premiums over 
regular prices for wire nails are paid for fairly prompt 
delivery. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.40 base; in carload lots to retailers, $2.45 base; less than 


carload lots, $2.50 to $2.55; galvanized nails, 1 in. and longer, 
$2 extra; shorter than 1 in., $2.50 extra. 


CuT NAILs.—There is quite a heavy demand for cut 
nails and the mills are shipping their output to cus- 
tomers as fast as made. Owing to the continued ad- 
vances in steel, higher prices on cut nails in the near 
future seem certain. In a few cases some former users 
of wire nails are now using cut nails as they are able 
to get slightly better deliveries. 

We quote cut nails, $2.35 to $2.40 per keg in carloads and 
larger lots to jobbers; carloads to retailers, $2.45 to $2.50 


f.o.b. Pittsburgh, terms 60 days or 2 per cent off for cash in 
10 days, freight added to point of delivery. 


BARB WIRE.—Very heavy export inquiries are in the 
market for barb wire, one of these being for 35,000 
tons for shipment to England, and another for 50,000 
tons for France. Domestic makers of barb wire are 
filled up so far ahead that they are not paying much 
attention to export inquiries, as they could not possibly 
make the deliveries wanted and take care of domestic 
trade. Indications for a heavy spring trade are good 
and there may be a shortage in supply. Another ad- 
vance of at least $2 per ton in prices of barb wire is 
looked for at any time. 

Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.25; gal- 
vanized barb wire fence staples, $3.25; painted barb wire, 
$2.55; polished fence staples, $2.55; cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh, with freight added to point 


of delivery, terms 60 days, net, less 2 per cent off for cash in 
10 days. 


FENCE WIRE.—The demand for fence wire continues 
enormously heavy and there promises to be a shortage 
in supply, the mills not being able to turn it out as 
fast as wanted by the trade. Prices are very strong 
and likely to be higher in the near future. 

Discounts on woven wire fencing are one point lower and 
are now quoted at 61% per cent off list for carload lots; 


60144 per cent for 1000-rod lots, and 59% per cent for small 
lots, f.0.b. Pittsburgh. 


TIN PLATE.—While the nominal price of tin plate to 
domestic consumers remains at $4 per base box, actual 
prices are $4.25 to $4.50 per base box. Fairly heavy 
sales of tin plate for export to Canada have been made 
recently at $4.50 per base box for delivery in third 
quarter. A large maker of tin plate has sold 320,000 
boxes to a leading consumer for re-export at $4.35 per 
base box, deliveries to be in November and December 
this year. 


We now quote 14 x 20 coke plates at $4.25 to $4.50 per 
base box. Eight-lb. ternes are higher and we quote at $7.35 
for 200 lb. and $7.65 for 214 Ib. per box. 


IRON AND STEEL BARS.—The absolute minimum price 
on steel bars for delivery in last quarter of this year 
is 2.50c. to 2.60c., and many sales are being made at 
3c. per pound or higher for fairly prompt delivery. Ex- 
port inquiries for steel rounds are still coming to this 
district, but are not being quoted on as local mills are 
filled up for months ahead and cannot make the de- 
liveries wanted. Prices on bar iron are very strong, 
with mills filled up for several months ahead. 


We now quote steel bars at 2.50c. to 2.60c. for delivery in 
third and fourth quarters, and 2.75c. to 8c. for delivery in 
four to five weeks. Prices from warehouse in small lots 
range from 3c. to 3.50c. We quote refined iron bars at 2.40c. 
to 2.50c., and railroad test bars, 2.50c. to 2.60c., all f.o.b. 
mill, Pittsburgh. 


Nuts AND Bo.Lts.—Effective Thursday, March 16, all 
makers of nuts and bolts advanced prices for 10 to 
15 per cent on account of the abnormally heavy demand 
and the higher prices that makers have to pay for 
steel. Deliveries of steel from the mills are very un- 
satisfactory and are restricting output of nuts and 
bolts and other light manufactured goods very ma- 
terially. Discounts now in effect, which makers state 
are for prompt acceptance only, are as follows: 
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Carriage bolts, small, rolled thread, 60 and 10 per cent; 
small, cut thread, 60 and 5 per cent; large, 50 per cent. 

Machine bolts with h. p. nuts, small, rolled thread, 60 and 
10 and 5 per cent;.small, cut thread, 60 and 10 per cent; 
large, 50 and 10 per cent. 

Machine bolts with c. p. c. and t. nuts, small, 60 per cent; 
large, 45 per cent. 

Blank bolts, 50 and 10 per cent. Bolt ends with h. p. nuts, 
£0 and 10 per cent; bolt ends with c. p. nuts, 45 per cent. 
Rough stud bolts, 30 per cent. 

Lag screws (cone or gimlet point), 65 per cent. Forged set 
screws and tap bolts, 25 per cent. 

H. p. sq. nuts, tapped or blank, 3.25c. lb. off list; h. p. hex., 
3.25c. lb. off list. . Dp. c. and t. sq. nuts, tapped or blank, 
3.50c. Ib. off list; c. p. c. and t. hex., 3.50c. Ib. off list. Semi- 
finished hex. nuts, 70 and 10 and 10 per cent. Finished and 
case hardened nuts, 70 and 10 per cent. Rivets 7/16 in. di- 
ameter and smaller, 60 per cent. Delivered in lots of 300 Ib. 
or more where the actual freight rate does not exceed 20c. 
per 100 lb. Rivets, % in. diameter and larger, structural, $3.15 
faved - lb. base; boiler, $3.25 per 100 Ib. base, f.o.b. Pitts- 

urgh. 


WROUGHT PIPE.—Prices on all sizes of black and 
galvanized iron and steel pipe have been advanced from 
$2 to $6 a ton, while on a few smaller sizes of gal- 
vanized the advance is $10 per ton. Mills report they 
are entering nearly three times as much business now 
as they were at this time last year, and all the mills 
are very much back in deliveries. Prices are very 
strong, and if steel continues to go up, will likely be 
higher. The following are the jobbers’ carload dis- 
counts on the Pittsburgh basing card in effect from 
March 15, 1916, on black and galvanized steel and iron 
pipe, all full weight: 

















Butt Weld 
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To the large jobbing trade an additional 5 per cent is 


allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


SHEETS.—The demand for blue annealed, electrical 
and high grade sheets for deep stamping purposes has 
been so heavy for some time that several of the larger 
tin plate mills state that on these high grades of sheets 
they are practically sold up for remainder of this year. 
Prices on all grades of sheets are very strong and there 
promises to be a shortage in the supply. It is said that 
automobile builders have placed large contracts for 
thousands of tons of blue annealed and other high 
grade sheets for delivery over remainder of this year. 
Makers’ prices for mill shipments on sheets, of U. 8S. 
standard gage, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent cash discount in 10 days from date 
of invoice: 
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Blue Annealed Sheets 

Cents per Ib. 
a Re het kd ee iiw eb bea e ele eee 2.85 to 2.95 
ny © i a a ee oS ee oa ee 2.90 to 3.00 
I ja i er ae 2.95 to 3.05 
en a Se daw btes 3.00 to 3.10 
Bee Sle ks Geek nebo ee hwet 3.10 to 3.20 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Box Annealed Sheets, Cold Rolled 


a MS en oe Oe ee es a bawae 2.55 to 2.65 
ne SE ee Saree whe ee ee ie 2.60 to 2.70 
IS CAE a oe ns aa aS Uae eh ee 2.65 to 2.75 
EE ae ag eine ahs oe eee OWE aa ban 2.70 to 2.80 
i in ea eae ele eet 2.75 to 2.85 
re ee ee whee Gee 2.80 to 2.90 
a eased hob Wis es os CORSO ek Owen 2.90 to 3.10 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged 


Galvanized Sheets of Black Sheet Gage 


ige SG FE Sagat ages Sgr eine a amen 3. 75 to 4.00 
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Office of HARDWARE AGE, 
New York, March 20, 1916. 


HERE are hardware manufacturers’ representa- 

tives who say orders are coming in all the time 

and that there is plenty of business, but that buyers 

are exercising greater caution in their specifications. 

Some of them appear to be chary of anticipating their 
requirements too heavily. 

In builders’ hardware the retail trade, both for the 
Metropolitan district and farther into the State, has not 
yet developed strongly. Some of this may be because of 
rain, snow and ice, which have been abundant this 
month and invariable retard building and other out- 
side construction. The greatest activity in residential 
buildings is probably where manufacturing plants, mak- 
ing war material, have been compelled to erect build- 
ings to house operatives, because of great and sudden 
additions to their labor forces. 

Nevertheless despite greater caution in buying, still 
higher prices are expected in innumerable lines. To 
mention at random a few instances it may be said that 
in emery, garnet and sand papers, the paper backing 
has gone up, we are advised, 50 to 100 per cent and 
manufacturers cannot get the quality they want at that. 
This situation affects many classes of goods other than 
sand paper, and is becoming an important question. 
Glue is up also 2c. per pound in the last month, which 
is necessary in manufacturing these abrasives. 

In lumber crayons the commonly used red dyes are 
very hard to get, which, we are told, has caused an 
advance of 300 per cent in the red crayons since the 
beginning of March. Substitutes in other colors are 
being sought to tide over the present. 

Screw products are also up considerably and stove 
bolts for one item in this general line are referred to 
as at about the highest point in approximately 15 
years, or say from 9c. on the net to 19c. net, or in 
excess of 100 per cent. Some of the posted merchants 
say they will not be surprised to-see certain lines of 
goods sold at list, and even with an added premium on 
the list. This in some classes has been true for several 
months, as for example high speed s‘eel and high speed 
twist drills. It is a quite common remark that, gen- 
erally speaking, it is not so much a question of price 
as “have you got the goods?” 

Among the more cautious ones many are reefing down 
as a precautionary measure, in anticipation of lower 
levels following a cessation of war, one phase of which 
is the cutting out of slow accounts and giving more 
attention to the better paying customers. 

Wire Naits.—The nail market is steady and strong. 
Distributers in this territory are getting inquiries that 
they are obliged to turn down from sheer inability to 
execute. The rain, snow and icy weather for a large 
part of March, in this section, has retarded construc- 
tion work, especially out of doors, which has made some 
difference in current consumption. 


Wire nails, in store, are $2.90 and carted by the jobber 
$2.95 base per keg. 


YO 


Hardware Age 


PE ci knt peep 6 eckh.ces en econ he neeedas 4.60 to 4.85 
Ee CORRS Fe bb Oe habe besenn Saee DO ROS 4.75 to o. 00 
Vines. wieike d Viebetkseata vs owes ckees 4.90 to 5.15 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 

BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes, in effect from March 15, 1916, and standard 
charcoal-iron tubes, effective from Feb. 29, 1916, are 
as follows: 


Lap Welded Steel Standard Charcoal Iron 

See a. verlbivaudseeeseeees | Wh ered se eaew aes 37 to 38 
1% SE DORs ache ines ss eel oe — oe eeeeoree 41 to 42 
oD aiieshas cage g EB a aga salianees 38 to 39 
214 and 2% in...........55 | 2% and 2% in ewes 45 to 46 
FF Ee Saree SO 7 SB Oe Oe TR. « wwis ws 49 to 50 
as S AL! ee 61 3% to 4% in........51 to 52 
Sn tk peers Se ee eS ices sweets 45 to 46 
7 ee Gls wa Oe bs ose nea een 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 





CuT Naits.—Some of the oldest and largest mer- 
chants do not know what to do for stocks of cut nails. 
One distributer has from 4000 to 5000 kegs of them 
piled up at the mills which cannot be shipped because 
of freight embargoes. In the export field it is worse, 
because when a vessel is in berth and ready for cargo 
the time is usually so short for receiving, even if the 
shipment be accepted by the transportation company at 
factory, that the goods ordinarily do not cover the short 
distance in time to catch the vessel. When they do 
get through to, say, a New Jersey terminal, very often 
there are no available lighters for harbor transfer and 
profits do not warrant carting across New York on two 
ferries, sometimes to South Brooklyn. Even then it 
is difficult to get trucks. 

Cut nails, in store, are $2.90 per keg and carted by the 
jobber $2.95 base per keg. 

RoPE.—Some of the makers say business in this 
line is not only rushing, but too good; never had so 
much. The slow railroad deliveries keep distributers 
constantly on edge. It is a common occurrence for cars 
to take a week, 10 days and more on short hauls. 
Manufacturers in certain sections say they are from 60 
to 90 days behind on orders. There has been a de- 
termination by manufacturers to add 1c. per pound for 
cut coils of rope, some of which increase has already 
been put in operation. They say the cost of handling 
less than full coils justifies the extra service. 

Manila rope, first grade, is still 18c., second grade 17c. and 
third grade 15c. base per Ib. from jobbers. 

Sisal rope, first grade, is 12c. and second grade 11%c. base 
per Ib 

WINDow GLAss.—Local business is fairly good, con- 
sidering the weather, which has hindered construction 
somewhat. All are short of stocks, which, we are told 
by old houses, were never so low; certainly not in a 
quarter of a century. Much of this is attributable to 
railroad transportation. Some manufacturers and mer- 
chants wait a week or more for carloads without get- 
ting notice of their arrival and suddenly are advised 
to remove three carloads at once. Then the difficulty 
is to get even outside trucks to do the work. Bus- 
iness, both foreign and domestic, is very good. Cus- 
tomers frequently write and ’phone, asking that they 
be protected as to price and delivery. 


Window glass has been considerably advanced as follows: 
Grade A, single thick, first three brackets to 89 per cent dis- 
count. Grade B, single thick, first three brackets, 90 and 10 
per cent, and all sizes in single strength, above the first three 
brackets, to 88 per cent discount. 

Double strength, window glass, A quality, is 89 per cent 
and double strength, B quality, 90 per cent discount from 
jobber’s lists. 


NAVAL STORES.—The naval stores market is slow and 
prices are about as they have been, the tendency of 
domestic buyers being to purchase with moderation, 
waiting for better weather and more active domestic 
consumption. The foreign trade is still held up through 
inability to get ship room for ocean transportation. 


Spot turpentine, in yard, is 53%4c. per gal. on light business. 

Rosins are practically on the same basis as they have been. 

Common to good strained, in yard, ~% a basis of 280 lb. per 
bbl., is $5.45 and D grade $5. 60 per bbl 
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LINSEED O1L.—There have been price concessions 
recently in sales of round lots. Oil cake is still a very 
disturbing factor, which seriously affects oil prices. 
More of it could be absorbed by, for instance, Holland 
and Great Britain principally, if vessel space and any- 
thing like a reasonable freight could be obtained. Again, 
it is getting late in the season, when less concentrated 
cattle food is required because of out-of-door grazing. 
In domestic business the paint, varnish and linoleum 
manufacturers are considered the largest consumers 
of linseed oil, although there are hundreds of other 
industries taking it in greater or less quantities. 

Linseed oil, raw, city brands, is 80c. in 5 or more bbl. and 
82c. in less than 5 bbl. 

State and western oil, raw, varies from 78 to 79c. per gal., 
according to quantity and seller. 

DuUMB-WAITERS.—The Storm Mfg. Co., Newark, N. J., 
represented directly by John H. Graham & Co., 113 
Chambers Street, New York City, will advance its line 
of dumb-waiters 10 per cent on April 1. At first the 
company thought this action would be unnecessary, but 
having practically used up their reserve material, the 
greatly increased cost of new supplies leaves no alterna- 
tive. 

STEEL Goops.—The Wallingford Mfg. Co., Walling- 
ford, Vt., represented by J. H. Graham & Co., 113 
Chambers Street, New York City, on March 15 ad- 
vanced its lines of garden and farm implements, such 
as forks, rakes, hoes, etc., commonly known as steel 
goods, variously from 5 to 10 per cent, according to 
grade and pattern of goods. Similar increases had 
already been made recently by other manufacturers. 


PRUNING SHEARS.—Pruning shears have been ad- 
vanced from time to time since mid-September in 
keeping with other lines. The aggregate of the sev- 
eral increases is equivalent to about 20 per cent, the 
last advance being 7% per cent. 


TOILET AND HORSE CLIPPERS.—There have been ad- 
vances since the beginning of the new year in these 





Office of HARDWARE AGE, 
Chicago, March 20, 1916. 


HICAGO and vicinity continue to show substantial 


growth in business. Weather conditions have been 
fair and building operations are being resumed. Rail- 
roads are crowded to freight capacity but the blockade 
of traffic in the East is still a factor in shipments. Steel 
plants in the neighborhood of Gary are as busy as ever 
and plans are under way for extensive enlargements. 
The output of pig iron is above the normal, yet many 
large concerns are refusing orders for delivery earlier 
than Sept. 15, 1916. 

Searcity of skilled labor is being felt in many places. 
As a result wages are high and are adding their toll 
to the already high prices. Nearly every item of hard- 
ware, carried in retail stocks, is showing a steady ad- 
vance and merchants are busy marking up goods to 
meet the advances. There is a seasonable slackness in 
the retail trade but dealers are optimistic and are pre- 
paring for a heavy trade in the near future. Collections 
are better than for the same period of last year, es- 
pecially in the West and Middle West. 

The wire cloth business is still in the period midway 
between the stock and pick-up stages. There is not a 
great amount being sold but as manufacturers are 
practically all sold to the limit, this has no effect on 
the market. 

If spring opens promptly so that building operations 
on a large scale can be resumed, a serious shortage in 
this line is predicted. Some of the largest manufac- 
turers of wire cloth have withdrawn all quotations from 
the market and will quote only on specifications. Job- 
bers in the Chicago district, who stocked up on the low 
market have not in all cases followed the market and 
are selling at the old prices. 

Retailers are filling their stocks, under the impres- 
sion that prices are bound to go higher, and jobbers’ 
books are filled with back orders. 
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types of clippers which total about 15 per cent. Prices 
are holding well, owing to a considerable demand. 
Some makers of these goods are running double time 
at 22 hr. per day and have been for 2 months. In the 
Russian military service one clipper is assigned to 
every 25 soldiers. A buyer for foreign account wanted 
20,000 pairs of clippers, which had to be declined in 
one instance as they could not be delivered in less 
than 4 to 6 months and the manufacturers desire to 
take care of their domestic trade first in preference. 


SPRING CoTTERS.—Spring cotters are up approxi- 
mately 20 per cent from March 9, according to some of 
the makers, which applies more to package goods 
sold in moderate quantities by merchants over the 
counter, rather than the tonnage product taken by the 
large manufacturers, railroads, etc., in bulk. 


ANVIL TooLs.—Anvil tools, such as flatters, swedges, 
fullers, hardies, punches, setting hammers, splitting 
and other chisels, etc., were recently advanced 2c., or 
to approximately 14c. per pound, from jobbers. 


Crow Bars.—Crow bars, following the trend of the 
raw material market, which in this line is a large 
element in producing cost, were advanced 25c. per 
100 lb: on March 11, the price for average orders 
now being $3.25 per cwt. 


PICKS AND MATTOCKsS.—Picks and mattocks were fur- 
ther advanced March 11 about 10 per cent. 


MELTING LADLES.—The ordinary patterns of melting 
ladles have been moved upward about 15 per cent, 
effective from March 8. 


BeLtt Hooks.—The manufacturers of Hick’s belt 
hooks on March 9 advanced their prices about 20 per 
cent, the market for moderate quantities being 70 and 
10 per cent discount. 


CELLAR WINDOW SETs.—The National Mfg. Company, 
Sterling, Ill., has been obliged to advance the price 
of its No. 70 cellar window sets 15 per cent, making 
them now $1.15 per doz. 





The domestic demand for copper is not as strong as 
earlier in the year but the foreign demand is as heavy 
as ever. Lead has advanced 20 points in New York 
and there is a perceptible shortage in the supply of tin. 

Linseed oil is still high, due to several conditions. 
Very little is being sold for painting purposes and re- 
tail stocks are, as a rule, light. Manufacturers, how- 
ever, are using great quantities in the manufacture of 
other products, which keeps the volume of sales up. 
Sellers seem perfectly willing to trade in small quan- 
tities and look for further advances. | 

There is a decided scarcity in nuts, bolts and wire 
products. 


WIRE NAILS.—There is no improvement in the wire 
nail situation. Many dealers who placed orders early 
are having trouble in getting the goods and the re- 
sumption of building operations will deplete many re- 
tail stocks. 

We quote wire nails $2.40 per keg base in car lots to 
jobbers f.o.b. Pittsburgh. Smaller lots 5c. higher. To re- 
tailers $2.45 in car lots f.o.b. Pittsburgh. Smaller lots 5c. 
higher. As the freight rate from Pittsburgh to Chicago is 
18.9c., this makes the Chicago price practically $2.59 per keg 
base to jobbers and $2.64 to retailers in car lots. 

BARB WIRE AND STAPLES.—The same conditions apply 
to the barb wire market as to that for wire nails. The 
price is high but the demand is far in excess of the 
supply and there is no indication of a drop. 

We quote painted barb wire: $2.55 per cwt. in car lots to 
jobbers f.o.b. Pittsburgh. For smaller lots, 5c. advance. In 
car lots to retailers, $2.60, f.o.b. Pittsburgh. In small lots, 
5c. higher. Galvanized barb wire is quoted $3.25 in car lots 
to jobbers and $3.30 to retailers, f.o.b. Pittsburgh. No. 9 
plain annealed wire $2.25 in car lots to jobbers and $2.30 to 
retailers, f.o.b. Pittsburgh. Polished fence staples, $2.55 per 
ewt. and galvanized $3.25 per cwt. in car lots to jobbers; 
$2.60 and $3.30 to retailers, f.o.b. Pittsburgh. 

WIRE CLOTH.—Prices are quoted wholesalers as fol- 
lows: Twelve mesh black wire cloth $1.30 per hundred 
square feet. Fourteen mesh, $1.70. Twelve mesh gal- 
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vanized wire cloth, $1.70 per hundred square feet. 
Fourteen mesh, $1.95. 


ing to dealers from $1.30 to $1.35 per hundred square 
feet for twelve mesh black; from $1.70 to $1.75 for 
fourteen mesh. Twelve mesh galvanized from $1.70 





Office of HARDWARE AGE, 
Cincinnati, Mar. 20, 1916. 


HE suburban merchants report conditions as beinz 

very satisfactory, although weather conditions 
have delayed to some extent purchases of garden tools, 
seeds, etc. There are indications that this branch of 
the business will be very active before the end of the 
month. Both the city and country merchants report a 
slight let-up in the demand for household goods. The 
sale of cutlery is also behind the record for last year 
at this season. 

Merchants making a specialty of machine shop sup- 
plies are still doing a record business and the call for 
building materials is also good. Collections are more 
satisfactory than at this time of the previous year, but 
the cash trade is not up to standard. The high cost 
of tungsten has caused remarkable advances in prices 


Westchester Dealers Hold Annual 
Meeting 


é bes fourth annual meeting of the Westchester 
County Hardware Dealers’ Association was held 
Thursday evening, March 16, at the Hotel Grama- 
tan, Bronxville, N. Y. 

J. A. Hufcut of Pleasantville, the retiring presi- 
dent, acted as toastmaster. There were thirty-six 
present, including some clerks and a few guests, the 








Fred W. Chillingworth, president 


members present representing nineteen firms in the 
organization, some of which are located in Ossining, 
Yonkers, White Plains, Mamaroneck, Katonah, 
Mount Vernon, New Rochelle, Tuckahoe and Pleas- 
antville, N. Y. 

Mr. Hufcut referred to the pleasant contact with 
his associates during his term of service and be- 
spoke for his successor the same cordial co-opera- 
tion the members accorded to him. Mr. Hufcut dur- 
ing the evening referred to the progress made in 
cultivating good relations with various manufac- 


Fourteen mesh bronze wire 
cloth, $6.50 per hundred square feet. Jobbers are quot- 
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to $1.75; fourteen mesh from $1.95 to $2. Fourteen 


mesh bronze, $7.00. 


LINSEED OIL.—We quote f.o.b. Chicago, strictly pure, old 
process linseed oil, carloads raw, 78c.; carloads boiled, 79c. 
Five or more barrels, raw, 80c.; five or more barrels, boiled, 
ei oe than five barrels, raw, 82c.; less than five barrels, 

oiled, 83c. 


CINCINNATI 


on high speed steels. Steel that sold at 80c. a pound 
two years ago is now retailed at $3.25. Twist drills 
have also been marked up higher than ever before. 
Prices on practically every hardware article continue 
to advance. Some merchants had foresight enough to 
lay in stocks of nails, barb wire, etc., before quotations 
were advanced by the mills and jobbers. The scarcity 
of spelter and the heavy demand for galvanized sheets 
are responsible for the present high figures quoted. 
Some of the nearby rolling mills are not willing to take 
on any new business and are bending their efforts to 


fill orders previously booked. 

We quote local jobber’s prices as follows: Steel bars 3c 
base; twisted steel bars 3.15c.; flats, 4 in. and thicker, 
; small structural shapes 3c.; No. 10 blue annealed 
sheets 3.25c.; No. 28 galvanized sheets 5.15c. to 5.20c; wire 
nails $2.55 per keg base; barb wire $3.45 per 100 Ib. 





turers and jobbers with a view to better protecting 
the interests of the dealers in a legitimate way. 

Some of the cases incidentally mentioned, to illus- 
trate the point, applied to galvanized ware sold di- 
rectly by a leading maker to contractors, on which 
later the manufacturer conceded that the merchant 
was entitled to the business and in the future de- 
clined to sell that class of trade. 

Another case pertained to builders’ hardware, 
which on being brought to the attention of one of 
the most representative manufacturers, was settled 
satisfactorily to the dealer. Other instances con- 
cerned barrels of paint bought directly by consum- 
ers On which eventually a commission was allowed 
to the dealer in the customer’s territory. Mr. Huf- 
cut said they found that when these trade abuses 
were properly brought to the attention of manu- 
facturers and jobbers, they usually found them 
willing to meet the dealer fairly, or part way, ac- 
cording to circumstances. They tried to be reason- 
able in their requests and ask only what is, as they 
see it, their due, and in such cases they have re- 
ceived good treatment. 

After the coffee and cigars were served the toast- 
master introduced E. H. Darville, associate editor 
of HARDWARE AGE and John A. Manson of Hardware 
Dealers’ Magazine, who spoke on trade matters. 

After the question of appointing a committee to 
confer with one of the well-organized and strong 
business associations in Westchester County, 
handling lumber, coal, brick, cement and similar 
building materials had been discussed, a committee 
of three was authorized and later appointed by the 
new president to meet representatives of the other 
association. The object sought is to affiliate them- 
selves with these merchants to better regulate the 
extending of credit, through the mutual exchange 
of information pertaining to the undesirables when 
they seek business connections. 


Officers for the Coming Year 


The following officers were elected for the ensuing 
year: F. W. Chillingworth of the George Fergu- 
son Company, New Rochelle, president; Edward 
Hare of Ericsson-Eddy Company, Port Chester, 
first vice-president; C. J. Cornell of Cornell Bros., 
Tuckahoe, secretary, and W. A. Wiggins of L. H. 
Wiggins & Son, Yonkers, treasurer. 
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Are Your Screen, Doors Fly Tight? 


A screen door is useless unless it shuts tightly and stays 
tightly shut. Every screen door user ‘is in the market for 
a Watrous No. 210 automatic screen door catch. 


The closing door quietly 
bumps against two soft rubber 
rollers. Automatically the arm 
swings round and—like a hand— 
the larger roller noiselessly shuts 
the door—and holds it fly tight. 

Softened rubber muffles the 
slam of the door and the positive 
action of the heavy, well oiled 
spring. Rubber alone touches 


the fifish on the door. This 
catch: is mar proof and noise 
proof. »” 

Made of wrought steel, heavily 
japanned, neatly designed and easily 
applied, No. 210 is packed com- 
plete with screws and directions, one 
catch in a bag, a dozen in a carton. 

Tell your wholesaler you want the 
Watrous No. 210 catch. Better get 
your order in early. 


The Watrous-Acme Manufacturing Company 


Sales Agents : 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 


“G-F” Corner Beads 


The General Fireproofing Company, 
Youngstown, Ohio, manufactures the 
“G-F” corner beads, which are made 

















The “G-F” clip corner bead at the left; 
the “G-F” clipless bead at the right 


in two styles. The “G-F” clip bead 
shown at the left of the illustration is 
furnished with clips which slide into 
the nose of the bead on the inside, 
holding it securely. The clips are easily 
spaced without tools and fit into any 
depth of grounds. One black clip is 
furnished free with every foot of 
bead. The weight per lineal foot, with- 
out including the weight of the clip, 
is 142 lb. for 24 gage and 113 lb. for 
26 gage. 

The “G-F” clipless bead, shown at 
the right of the illustration, can be 
used on walls of tile, gypsum block, 
wood or metal lath, as there are ample 
perforations, it is pointed out, for se- 
curely locking plaster and convenient- 
ly spaced holes for nailing or wiring. 
The weight per lineal foot is 229 lb. 
for 24 gage and 179 lb. for 26 gage. 

The “G-F” clip and clipless beads 
are furnished in lengths of 6, 7, 8, 9 
and 10 ft. and are packed in bundles 
of 10 beads each. 


“Grasp-it’ Serew Holder 
and Screw Driver 


F. Lewald & Co., 206 West Adams 
Street, Chicago, Ill., have recently put 
on the market the “Grasp-it” screw 
holder and screw driver, which holds 














Screw-holder device of the “Grasp-it” 


screw driver 


the screw firmly in place while it is 
being driven or removed. 

In using the “Grasp-it” screw 
driver the claws are pushed forward. 
This opens them. The blade is placed 


in the slot of the screw and the jaws 
allowed to spring back, securely 
clamping the screw. 

The “Grasp-it” screw driver is 
made in two finishes. No. 70 is a plain 
finish with stained handle and sells for 
88c. per dozen. No. 125 is nickel-plat- 
ed, highly polished, with japanned 
handle. The blade is made of %-in. 
tool steel. The price is $1.75 per 
dozen. 

These screw drivers are packed 1 
doz. in an attractive box which has an 
easel back to display the “Grasp-it” 
screw driver to advantage. 


“McNutt” Gasoline Cans 


John C. Eames, Inc., 320 Broadway, 
New York City, has recently put on 
the market the “McNutt” floating valve 
non-explosive bench gasoline can. 

A floating valve rests on the gaso- 
line and when this float is slightly 
pressed down the gasoline is auto- 
matically forced up through a fine 
screen. It flows back in the same 
manner when the pressure is re- 
leased. The amount of gasoline ob- 

















“McNutt” non-explosive bench gasoline 
can 


tained is regulated by the amount of 
pressure put on the sponge, swab or 
brush. When the article is removed 
the float automatically covers the 
liquid and prevents evaporation. It 
has been tested in every way, the 
company points out, and will not ex- 
plode. 

This company has also recently put 
on the market a 5-gal. galvanized 
steel safety can with an automatic 
closing device. This can is retailed 
for $3.25, a price much lower than 
any can previously put on the market 
by this company. It has a 2%-in. 
opening, and it is claimed that it can 
be emptied in less than half a minute. 
If it is carelessly knocked over the 
cover automatically closes. 


THE JACOB KAUFMAN, Ltd., Berlin, 
Ontario, has been incorporated with a 
capital stock of $250,000 by Jacob 
Kaufman, Milton R. Kaufman and 
others to manufacture metal goods, 
etc. 
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“Magic” Sanitary Filter 


The Springfield Filter Company, 
Springfield, Ohio, has recently put on 
the market the “Magic” cistern filter, 





“Magic” sanitary cistern filter 


which the company claims is an effec- 
tive clarifier and purifier. It is at- 
tached to the drain pipe from the roof, 
and all rain water must pass through 
it before it can enter into the cistern. 

In passing through the filter the 
water first goes through a metal 
strainer and then passes through a 12- 
in. bed of pure willow charcoal. All 
leaves and other foreign matter are 
removed by the strainer and the water 
itself is purified while it passes 
through this charcoal. From there it 
passes through the outlet into the cis- 
tern. 

The strainer is equipped with a re- 
volving cylinder which when turned 
upside down allows all the water from 
the roof to go through the waste out- 
let. This is for use when the cistern 
is full. 

The company states that the “Mag- 
ic” sanitary filter can be quickly at- 
tached to the side of any building 
without any rearrangement of the con- 
ductors already installed. Simple in- 
structions for installation are fur- 
nished with each filter. It is made of 
“Armco” rust-resisting galvanized 
iron, and complete, ready to connect, 
sells for $5. 


Pfleuger “Little Giant” 


Screw Driver 


The Enterprise Mfg. Company, 
Akron, Ohio, has recently announced 

















“Little Giant” screw driver 


to the trade the Pfleuger “Little 
Giant” screw driver, which, the com- 
pany states, is made of the best tool 
steel, carefully tempered, polished and 
nickel-plated. 
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A Dozen To Each 


Carpenter-Contractor 


That in itself wouldn’t be a 
bad business, considering the 
No. 261, same construction as No. 231, except . 
sway-braces are riveted to side of top bar. Made num ber of carpenters in your 
in three sizes. 
town. 
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And there are many live deal- 
ers that have done even better 
than a dozen to each carpenter. 


inci yi 
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Thirty-two R-W Builders’ Brackets in use. R \ 


Mr. Giesenhagen says: “I have been 
using them the past season and can say . . 5) 
that they will save their cost in a season Steel Folding Builders Brackets 
because you don‘t have to waste any . . . : 
lumber for scaffolds, nor rebuild them sell and satisty—give Service and 
every job like a wood bracket, and don’t 


need a hay-rack to haul a dozen or two repeat. 
like with the wood brackets.” 





The strongest and best made 
builders’ bracket on the market. 


Write for full information. 





Q 9 

rs y BRANCHES: 

PS & New York 

Py Chicago 
Boston 
Philadelphia 
St. Louis 


Do 
Minneapolis ¢ MANUFACTURING Co. m4 a 
n Francisco 3 
Loo Angeles =) AURORA ILL.USA. (2 


Richards-Wilcox Canadian Co., Ltd., London, Ont. 





No. 231 R-W Builders’ Bracket. Made in two 


$1zes. 
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The driving shaft revolves in a 
cherry-stained hardwoed handle. The 
knurled shaft offers a firm grip for 
the thumb and finger. The handle re- 


mains stationary in the palm. 


This new screw driver is packed one 
in a cardboard box with 1 doz. boxes 
in a carton with one of the screw 


drivers mounted on a descriptive dis- 
play card. This screw driver measures 
3% in. over all and lists for $3 per 
dozen. 


“Red Devil” Insulated Pliers 


Smith & Heminway, Inc., 149 Cham- 
bers Street, New York City, has put 
on the market two new “Red Devil” 
pliers with insulated handles tested to 
stand 2500 volts. Style No. 2942 is a 
diagonal plier made both in 5% and 
6% sizes and designed for motorists on 
automobile lighting and ignition sys- 
tems, and for electricians for meters, 
switchboards and other fine inside 
work. It is a high grade plier, forged 
from tool steel, having scientifically 
shaped spring-tempered handles and 
tested cutting edges, it is claimed. 
Every pair is tested to cut silk insula- 
tion. 

The other style is a long square 
reamer-nose insulated side cutting 
plier, also tested to stand 2500 volts. 
The nose of this tool is hardened for 




















New “Red Devil” pliers with insulated 
handles 


reaming holes in soft metal or wood, 
the corners being sharp enough for 
stripping small insulated wires. The 
small square nose is very handy for 
making eyes in wires. The sizes of 
this tool are 6% and 7 in., having 
noses 2 and 3 in. long, respectively. 


Shoe Blacking Cabinets 


C. E.; Peabody & Co., 143 Chambers 
Street, New York City, are marketing 
an attractive line of cabinets to he 
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Left to right: “Ideal” and “Perfect” shoe blacking cabinets 


used in the home, office or elsewhere 
by individuals when polishing their 
shoes. 

These cabinets are substantially and 
well made of oak, have cast-iron foot 
rest and blacking box holder, and are 
finished in mahogany, black walnut 
and a handsome white enamel, the 
latter designed to harmonize with the 
interior fittings of a bathroom. 

There are three patterns, one of 
rather primitive character being but 
about 6 in. wide but similar in other 
dimensions to the larger boxes. In 
the narrow one brushes and blacking 
are kept in an open receptacle under 
the foot rest; the others have pro- 
tecting hinged covers. 

The dimensions of the two better 
patterns, the “Perfect” and _ the 
“Ideal,” are respectively 13 x 11 x 
15% in. and 13 x 11 x 14 in. 


Sturges Steel Churn 


The. Sturges- & Burn Mfg. Com- 
pany, Chicago, Ill., has recently put 
on the market the Sturges steel churn, 
which is. handsomely finished in 
enamel paint in blue and red. 

The company states that this steel 
churn is sanitary; that it is impos- 
sible for milk to soak into it; there 
are no corners in which germs can 
lodge and no seams to open up or 





Reading standard “Flyer” 


hoops to drop off. The inside is 
heavily tinned and it has a cork-lined 
cover. The frame is welded steel 


without bolts or rivets. 

















Sturges steel churn 


‘ These churns are made in three 
sizes, 5, 7 and 10 gal. The churning 
capacity of the smallest size is % to 
2% gal. and it lists for $5. The 
churning capacity of No. 2 is 1 to 3% 
gal. and it lists for $6.50. The ca- 
pacity of the largest size is from 1 to 
5 gal. and it lists for $7.25. 


Reading Standard “Flyer” 


The Reading Cycle Mfg. Company, 
Reading, Pa., has recently announced 
to the trade a new model bicycle 
known as the Reading standard 
“Flyer.” 

This machine, the company points 
out, has a distinctive style of frame 
construction. It has a new design of 
Gothic head ornamentation and is 
usually finished in white enamel with 
either a green or red head. This ma- 
chine is fitted with a one-piece crank 
hanger of special design and construc- 
tion. It has high-grade equipment and 
tires and lists for $40; but the price to 
the dealer, it is stated, is especially at- 
tractive. 

This machine can also be furnished 
in a handsome shade of imperial blue 
with a white head. 
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Customer 
Knows Exactly 


What He Wants 





















iter and tells your clerk that he wants it in a hurry— 
; does he get it? Or does he have to wait while 
there’s a hurried search through places where it 
ought to be or where somebody “saw it the 
other day.” 3 


There wouldn’t be any more of those exas- 
perating delays if your store was fitted out with 
Warren Hardware Fixtures. A Warrenized 
store saves time, increases sales and ends 
drudgery. People like to go into an attractive 
store and go out of their way to do it. 


Warren Fixtures do not cost as much as you 
think. Our new price list proves it. 


Catalogues Nos. 65 and 212 tell how econom- 
ically you can Warrenize your store. Shall we 
send them? 


J. D.Warren Mfg. Co. 


MASONIC TEMPLE 
Chicago Illinois 


EASTERN DISPLAY ROOM 
253 BROADWAY, NEW YORK 
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New “Russwin” Products 


The Russell & Er- 
win Mfg. Company, 
New Britain, Conn., 
has recently put on 
the market a new 
store door handle 
known as the “Coro- 
nado” design. It is 
made of cast bronze 
in mission style with 
hand-hammered effect. 
The handle measures 
7% x 8 in. and the 
cylinder collar 3% x 
2% in. The lock and 
latch are made as two 
separate parts. 

The company has 
also recently put on 
the market a new arm 
for the “Russwin” 
door check No. C. 
This is designed to 
hold open the door at 
any desired angle be- 
tween 45 and 110 deg. 
It can be used on right 
or left hand doors 
without reversing. 

An adjusting screw shown at A in 
the illustration is the regulating fea- 
ture of the device. The door is opened 
to the desired angle and this screw is 
set so that the shoe (B) holds firmly 
on the cam (C). Then when the door 
is open to this angle the friction holds 
the door in that position. 





The “Coronado” 
design store 
door handle 

















“Russwin” hold-open arm for door check 
size C 

At the present time it can be fur- 
nished only for check size C. The 
check is applied in the usual manner 
as when furnished with the regular 
arm. 

Among the recent advertising mat- 
ter issued by this company is a set of 
attractive lantern slides, which are 
hand colored and furnished with the 
dealer’s imprint. One illustrates the 
“Surrey” builders’ hardware design, 
another the “Russwin” door check, 
still another shows the Municipal 
Building of New York City, which is 
trimmed throughout with “Russwin” 
builders’ hardware, and the last of the 
series advertises the “Russwin” food 
chopper. 


THE DEAN WIRE Goops COMPANY, 
Spencer, Mass., manufacturer of wire 
specialties for the past 60 pears, has 
been sold to Harry S. Tripp. In addi- 
tion to the manufacture of wire spe- 
cialties the company does a large tin- 
ning and retinning business, the latter 
consisting principally of milk cans. A 
reorganization meeting of the new in- 
terests will shortly be held. 


THE I. B. ROWELL COMPANY, Wau- 
kesha, Wis., manufacturer of imple- 
ments, has increased its capital from 
$100,000 to $200,000. 


Mirrolike Furniture Polish 


The Mirrolike Mfg: Company, 771 
Lexington Avenue, New York City, 
manufactures Mirrolike furniture pol- 





Mirrolike furniture polish counter display 


ish. This polish is packed in a hand- 
some counter display which is attrac- 
tively printed in several colors. 

Realizing that the average mer- 
chant’s sale of furniture polish is 
often limited because it is not brought 
strongly enough to the attention of the 
public, this company is furnishing 
free samples with every order so that 
the dealer can give them to his cus- 
tomers, and by calling attention to the 
product in this way often make ad- 
ditional sales. 


Spring Joint Wood Rule 
with Hook Attachment 


The Lufkin Rule Company, Sagi- 
naw, Mich., has recently put on the 
market a hook attachment which is 
fastened to the first end of a spring 
joint rule in such a manner that it 

















Lufkin spring-joint wood rule with hook 

attachment 
can be easily folded up flush with the 
edge of the rule, which can then be 
used in the same manner as though 
it were not equipped with the hook. 
The zero point falls at the inside of 
the hook when open and, when the 
hook is closed, at the extreme end of 
the rule. 


THE STANDARD OIL & GAS BURNER 
CoMPANY, Baltimore, Md., has been in- 
corporated with $100,000 capital stock 
to manufacture oil or gas burners. 
The incorporators are Otto Buehner, 
808 Garrett Building; Henry Hosier 
and Corwine Bond. 


Hardware Age 


Modern Irrigation for Farm 
and Orchard 


The Goulds Mfg. Company, Seneca 
Falls, N. Y., has recently issued a new 
booklet entitled “Modern Irrigation 
for Farm and Orchard,” which de- 
scribes at length the proper method of 
installing a sprinkler irrigation sys- 
tem, and also illustrates and describes 
the Goulds “Pyramid” double-acting 
pump, which is designed especially for 
this work. This book contains 14 
pages and several illustrations. It is 
a book that should be valuable for dis- 
tribution to the customers of any 
dealer who is located in a district 
where irrigation is necessary or where 
it could be profitably used. 


“Quillbone” Whip Loop 


The Featherbone Whip Company, 
Westfield, Mass., has recently patented 
an unbreakable loop for use in the 
manufacture of straight buggy whips. 
This is known as the “Quillbone” loop 
and is made of heavy enameled quills, 
passing up and forming the loop or 
eye for the snap at the top of the whip. 
This loop is fully thread-covered in 
the usual manner in which these loops 
are made. A piece of quillbone extends 
on both sides of the whip for several 
inches, which forms not only a strong 
loop at the end, which the company 
claims is unbreakable, but makes the 
neck of the whip extremely strong. 

The company states that it is using 





Ce “Quits0Ne” Loop ee . ¥; — 


“Quillbone” whip loop 











this new loop on all the “Feather-. 
bone,” “Anti-Whalebone” and “Rub- 
ber-Bone” buggy whips. 


THE STANDARD CHAIN COMPANY,. 
Pittsburgh, Pa., announces the. in- 
crease of its capital stock by the issue 
of $200,000 of new common stock, and 
the entire amount has been sold at par 
for cash. The proceeds will be devoted: 
to the payment of recent new construc-- 
tion at its electric welding plant at 
York, Pa., and part used for future 
extension. The company has recently 
installed a large forging department. 
at its Braddock plant, and a few 
months ago its Mansfield, Ohio, plant 
was reopened after six months’ idle- 
ness. John C. Schmidt is president. 


ALTORFER Bros. COMPANY, Peoria, 
Ill., manufacturer of washing ma- 
chines, has been incorporated with a 
capital stock of $90,000. The incor- 
porators are Silas H. Altorfer, Al- 
pheus W. Altorfer and Christian A. 
Sauder. The executive offices of the 
company have been moved from Ro-- 
anoke to Peoria. 


THE AMERICAN SCALE COMPANY, 
Boston, Mass., has been incorporated 
with a capital stock of $75,000. John 
M. Nelson is president and James B.- 
Coughlan, North Wales, treasurer. 
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You Don’t Need to Pay 
This Salesman 


With a store full of all kinds of articles, you can’t 
have at your tongue’s end good sales arguments 
for every one. 


But when it comes to selling Snips, you and your 
clerks don’t have to know a thing about them, if you 
have this Pexto Snips Display fixture. 


It does the work of a salesman, a show window 
and a catalog. 


Puts the six most popular numbers of a complete 
line of 20 kinds of Snips right before your trade, 
attractively and effectively. Stimulates the demand, 
saves time in waiting on customers, provides com- 
plete information about the whole line in quickly 
read form. A classified list on back tells all you 
may need to know to complete the sale. 


The Pexto Snip line is the largest on the market, 
including every type of practical Snip or Shear used 
in America. Produced by the largest mechanics’ 
hand-tool makers in the world and backed by nearly 
a century of manufacturing experience. 


If your jobber can’t supply you with the Pexto 
Snips Display, write us. We'll be glad to tell 
you also about our Plier, Screw-Driver and 
Brace Displays. 


The Peck, Stow & Wilcox Company 


Mfrs. Mechanics’ Hand Tools, Tinsmiths’ Made of metal, 19x27 inches, and finished in four 
and Sheet Metal Workers’ Tools and Ma- colors—orange, blue, white and black—this Pexto 
chines, Builders’ and General Hardware. Snips Display works for you to great advantage 

either in the window or inside the store. Stanis 


Southington, Conn. Cleveland, Ohio or hangs equally well. 

















SWELL YOUR PROFITS BY SELLING SIMONDS 
SAWS TO MANUAL TRAINING SCHOOLS 


The schools of your town will soon be buying spring 
equipment for their manual training departments. This 
is a very profitable field for the dealer to cultivate and 
he should put his stock in condition to cater to this trade 
and to meet the most exacting demands, by carrying a 
complete line of standard tools sure to give satisfaction 
to the user. The ideal saws for manual training school 
classes, as well as for all other uses, are 








Thousands of expert tool users swear by the Simonds Saw _ because 
long experience has taught them to fully appreciate the value of a beau- 
tifully tempered saw which doesn’t have to be continually filed and set, 
doesn’t scrape or bind or tire out the muscles, and whose sharp teeth eat 
through the toughest fibre like lightning. Simonds Saws are marvels for 
smooth and easy running and fast, sharp and accurate cutting, and eighty 
odd years’ experience has taught us a special process of tempering which 
makes the blade absolutely flawless and perfectly uniform in temper and 
quality throughout its entire length. Every Simonds Saw is fully guar- 
anteed and will stand hard usage. 


“If you want saws that cut lke diamonds, 
Ask for saws that are branded Simonds.” 





Write for our new catalogue and for special discounts for dealers. 


SIMONDS MANUFACTURING COMPANY 


FITCHBURG ‘‘The Saw Makers”’ MASSACHUSETTS 
5 FACTORIES 11 BRANCHES 
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Distributing Automobile Accessories Through 


EVERAL years ago the new move- 
ment of selling automobile ac- 
cessories through hardware merchants 
was inaugurated by one of the leading 
hardware journals. Previous to that 
a number of manufacturers of auto- 
mobile accessories had been intro- 
ducing their lines to hardware mer- 
chants, in a desultory fashion and by 
single-handed methods. To-day the 
leading manufacturers of the line are 
paying particular attention to the 
hardware merchants. 

The real incentive for the adoption 
of the line by hardware merchants was 
accentuated by publicity in the hard- 
‘ware papers. This propaganda proved 
to be a great awakening for hardware 
merchants. They had not, until then, 
realized that they had overlooked any- 
thing of commercial value, which 
should have been included in their line. 
The hardware trade papers empha- 
sized the argument that automobile 
accessories make up a line kindred to 
that of hardware, and that the hard- 
ware merchants were entitled to the 
business. They were reminded that 
they had neglected a line of goods that 
belonged to them, and that they were, 
by long years of training, best 
equipped to retail automobile ac- 
cessories. They were admonished to 
not further prolong their entry into 
the selling of automobile accessories, 
the volume of sales of which may 
eventually equal that of the general 
hardware line. 

In the early days of experimenting 
in the manufacturing and building of 
automobiles, hardware merchants were 
doubtful about the practicability of 
the “horseless carriage” as were also 
thousands of others. As a conse- 
quence of that doubt, accessories and 
equipment were also placed in the 

* By NELSON T. GUTELIUS, formerly ad- 
vertising manager, EMIL GROSSMAN MFG. 
ComMPANY, INC., in Advertising and Selling. 


Hardware Merchants’ 


doubtful column. Not alone were 
hardware merchants doubtful of the 
future of the automobile, but horse- 
driven vehicle and implement dealers 
were dilatory in earlier considering 
the new line. If these old and well- 
established merchants had been able 
to see further ahead and had been as 
willing to have taken the initiative as 
the leaders to have introduced the 
automobile and accessories, they would 
have earlier shared the prosperity 
that the great progress of the automo- 
bile has given civilization. 

During the earlier years of the auto- 
mobile industry the exclusive auto- 
mobile accessory houses and garages 
assumed the risks of loss in intro- 
ducing the line, which was then in its 
experimental stage. To-day it is a 
highly standardized line. The exclu- 
sive automobile accessory houses 
paved the way for the fuller measure 
of success for themselves and hard- 
ware merchants. The latter are now 
rapidly adding the line to their gen- 
eral hardware stock: They saved the 
loss sustained by those who introduced 
the new line. 

Most of the exclusive automobile ac- 
cessory houses are located in the large 
cities. These exclusive automobile ac- 
cessory houses and the large jobbers 
of hardware are now _ exclusively 
wholesale jobbers of the line. Garages, 
repair shops and automobile agents 
have been handling accessories. Their 
training and facilities for retailing 
the line are not those of hardware 
merchants. Blacksmiths and wagon 
builders never attempted to be retail 
merchants. Then why should the auto- 
mobile mechanical men be naturally 
suited for merchandising the line? It 
is true that no other set of men are 
better able to explain the practical 
utility and application of automobile 
accessories and equipment, but ability 
to sell does not begin or end there. 
Too much technical explanation of an 
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accessory is often confusing to the 
would-be purchaser and very often 
kills a sale. Because wagon and car- 
riage builders repaired horse-driven 
vehicles, it did not follow that they 
were efficient merchants of the equip- 
ment that belongs to such vehicles. 
Hardware merchants usually have 
good credit ratings. Manufacturers 
of automobile accessories have found 
that they pay their bills promptly and 
very often discount their bills. It is 
surprising to see how quickly hard- 
ware merchants turn over a stock of 
automobile accessories. Their efforts 
at window displays of the line are fre- 
quent and exceptionally attractive. 
Their stores are located on the most 
prominent business streets in towns 
and cities; therefore, publicity of the 
line is in the front and not in the 
background, as it is in most instances 


where garages and repair’ shops 

handle the line. 

‘“Allen-Universal” Socket 
Wrenches 


The Allen Wrench & Tool Company, 
Eddy and Public Streets, Providence, 
R. I., manufactures the “Allen-Uni- 
versal” socket wrench and _ socket 
wrench sets. This socket wrench, the 
company claims, is made from the best 
steel drop forgings, carefully machined 
and with all parts hardened. It has a 
ball or universal joint in the head 
which the company claims permits the 
use of this wrench handle in many dif- 
ficult positions. 

In the “Allen-Universal” socket 
wrench set No. 41, there are twenty 
hardened and guaranteed pressed- 
steel sockets in addition to the “Allen- 
Universal” wrench handle. These are 
made to fit all sizes U. S., A. L. A. M., 
and S. A. E. hexagon nuts and bolts 
and also hexagon cap screws from % 
to 1 in. This set consists of screw 








wis. 4 


HATTA 


=}i]] 








March 23, 1916 


103 


HARDWARE AGE 








ALLABNUVAUUY HAIL AT 


PUVATTVHTTATUHTT THOTT THUG ET 
AAA ATA HL 


| 
Hin 


A 


PTT 


Wy 


Hf 


TTR 
PALETTE LEA LEA LCA ESD eee veeceny eA TET PTT 


a 


HT 
LAUT UHT| 


MUAATIMAL AHHH HL 


aii 


il 





herro, 


HUA Garden Hose ec 


Thermoid Garden Hose is made in the high, the 
medium, and the cheaper grades, also for all water 
pressures. 


No jobber or dealer need handle a foot of any 
other make to meet every demand. 


It makes no difference what any dealer's trade 
may call for, he can stock Thermoid Garden Hose 
and meet it. And supplying a customer's want 
holds that customer to your store. 


We have been making Garden Hose for a quar- 
ter of acentury. Our knowledge of hose construc- 
tion has made us one of the largest manufacturers 

of a most complete 
| — line, because the 
SAKONGIDS hose-buying public want our 
kind of a hose, and make ours 
the big business it is. All grades 
made with our elastic non-dry- 
ing tubes, which will not peel. 


AA 


HALA 


i 


! 
| 


AIA 


| 


POA 








a A } 
a 





} 


KNOT 


For Lawn or Garden-— 


Flexible, Durable 


SAXONOID. A five-ply hose 
of light weight, special duck of 
great strength and durability. 
Excellent friction, tube and cover. 
Very flexible and durable. For 
lawn or garden use, and especi- 
ally recommended for florists, 
gardeners and contractors. High 
pressure. Guaranteed. 


i 


Stock Thermoid Garden Hose for 1916 
and go ‘long with us for more, better and 
permanent business. 
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ERE EN — Write and tell us your needs, the water 
FE LERNER TT TT, I I TREES . } 
Hele clue POM) pressure of your territory, and the approxi- 
Bien. 2 ented heaimtile aj mate amount of your garden hose business. 
We can help you build business along lasting 
lines. 
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A Popular Seller—Light 


ALMA 


and Strong 


TRUMPOID. A five-ply hose 
of special quality, high-grade 
sheeting. Excellent quality of 
friction, cover and tube. Com- 
bines lightness with strength and 
durability. A popular. brand, 
very serviceable. Recommended 
for greenhouses, lawns and gar- 
dens. Medium pressure. Guar- 
anteed, 








Cotton Rubber-Lined Garden Hose 


SIGNALOID. The best medium-grade cotton hose manufac- 


Serviceable. Recommended for medium and low 
pressure. A hose constructed of strongest long-staple cotton 
and a tube of the very highest quality. Will not kink, dry out 
or crack. Will withstand any street pressure and retain its life 
for a very long period. 


tured. 


Guaranteed. 
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Are you ready to make more net profit = 


from the Garden Hose branch of your busi- 
ness ? 


Then the time to write us is now for 
samples and Booklet. 


Just Address 





Thermoid Rubber Company 


Makers of Thermoid Brake Lining and 
Nassau Tires 


TRENTON, NEW JERSEY 


Boston—New York—Philadelphia— 
Louis 


Nine Branches: 
Pittsburgh—Detroit—Indianapolis—Chicago—St. 
—San Francisco 
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driver, universal joint wrench-handle, 
long extension, spark plug socket 
29/32 in., all packed in a special box. 
The retail price is $8. 

This company also makes the “Al- 
len-Friction” socket wrench, which is 




















‘‘Allen-Universal”’ socket wrench handle 


a simple friction device made up of 
four parts only—handle, head, socket 
and bolt. It has no springs and no 
teeth. The bolt holds the parts to- 
gether and also acts as a fulcrum for 
the handle’ as it engages its friction 
end with the socket. It is claimed 
that it can be operated in many places 
where a ratchet wrench would be use- 
less. It is made from steel drop forg- 
ings throughout. 

The “Allen-Friction” is used in the 
socket wrench set No. 31, which re- 
tails for $10, and in the “Allen-F ric- 
tion” Ford special set, which retails 
for $5. 

In addition the company also manu- 
factures the “Eureka” socket wrench 
set for the Ford car, which the com- 
pany claims is made from very good 
materials and sells at a moderate 
price. The wrench is made of hardened 
drop forgings. The “Eureka” special 
wrench set for Ford cars consists of 
a “Eureka” ratchet wrench with short 
extension, one long extension, 9 guar- 
anteed pressed steel sockets, including 
a special oval socket packed in a spe- 
cial box. The retail price is $3.50. 


Buffington Folding Chair 
and Tire-Saving Jack 


C. A. Buffington & Co., Berkshire, 
N. Y., has recently put on the mar- 
ket the Buffington special automobile 
folding chair, which the company 
states will fold into a 3-in. space. This 
chair is substantially made and well 
upholstered and is finished regularly 
in Japan, although it can be furnished 
in oxidized copper or nickel if re- 
quired. It is supplied in six sizes with 
the seat size varying from 10 x 10 in. 

















The Buffington folding chair at the left; 
he nee saving jack at the right . 


to 14 x 14 in., and in various heights 
from 12 to 18 in. The weight is about 
9 Ib. 

The Buffington tire-saving jack is 


made from %-in. screw polished round 
steel and can be easily adjusted to any 
height of wheel. The base of the jack 
measures 5 x 8 in., which makes the 
jack very rigid. 

The part of the jack which comes 
in contact with the car is made of 
wood. The jack is equipped with an 
adjustable feature for wheels of vari- 
ous heights. 

The Buffington tire-saving jack is 
finished in black enamel. A set of four 
weighs 24 lb. 


Lane Long Handle Jack 


The Lane Bros. Company, Pough- 
keepsie, N. Y., has recently put on the 
market a new jack which is arranged 
for a very short stroke and which is 

















Lane long handle jack 


provided with a handle 30 in. long, 
which is jointed for stowing away in 
the tool box. 

To operate the jack it is placed on 
the end of the long handle, put under 
the car without the necessity of stoop- 
ing, and the car raised by pumping 
with a short stroke. There is no key 
on the jack, it is pointed out, but di- 
rection is controlled by the distance 
the handle is entered in the socket. 
When it is pushed in the entire dis- 
tance it- raises; lowering is accom- 
plished by pulling it back about % in. 


THE UNION TIRE & RUBBER COM- 
PANY, St. Louis, Mo., incorporated in 
Delaware, has been authorized to use 
$400,000 of its $500,000 capital in 
manufacturing operations in _ St. 
Louis. E.G. Stearns, of Chicago, is 
largely interested. 


THE MARION TIRE & RUBBER COM- 
PANY, Mario, Ohio, will shortly begin 
the erection of a new plant which will 
include two concrete buildings, each 
50 x 100 ft. 
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Dover “Two-Lite” Bulb Case 
for Fords 


The Dover Stamping & Mfg. Com- 
pany, Cambridge, Mass., has recently 
put on the market a new Dover “Two- 

















The Dover “Two-Lite” bulb case for Fords 


Lite” bulb case for Ford cars, which 
is a steel cylindrical tube with a re- 
movable cover on each end. These cov- 
ers are securely held in place by 
a bayonet-like device. Each cover 
has a socket on the inside with a 
spring to securely hold a_ standard 
electric headlight bulb. The bulb is in- 
serted in the socket and the cover put 
on the end of the tube. The company 
points out that this gives absolute pro- 
tection to the bulbs. They can also be 
easily withdrawn, and take up very 
little space. 

The “Two-Lite” bulb case is 2% in. 
in diameter and 7% in. long. It is 
made for lamps with the Ediswan 
base. The retail price is 35c. 


Hartford  Self-Winding 
Clocks 


The Hartford Clock Company, 
Hartford, Conn., is placing on the 
market a new _ seven-jeweled, self- 
winding automobile clock. Among 
the advantages claimed for it is the 
mounting composition in an inner 
case, allowing no metallic connection 
between the case and the movement. 
This is designed to absorb direct 
vibration and shock and also to act as 
an additional protection against dust, 
moisture, heat, and cold. The setting 
device is reached by removing the 
bezel, an arrangement designed to 
prevent persons from tampering with 
the clock, as well as to protect it from 
dust. All contact troubles are said to 
be eliminated by the use of non-arc- 
ing, non-corroding, intermittent, self- 
polishing contacts, and the clock is 
claimed to be accurate on account of 
the uniform spring tension, which is 

















One of the Hartford self-winding clocks 


replenished electrically every minute. 
The clock is stated to run well on 
from two to fifty volts, while all pop- 
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BADGER 
BVMPERS 
I 





UY Bumpers that sell—the kind your custom- 
ers want. That is the one sure way to get the 
volume of business and the profits that go with it. 





“‘Badger’’ Bumpers are popular because they represent the demand 
of the consumer. They are attractive, substantial and economical. 
They add to rather than detract from the appearance of the car. 
Designed for ALL CARS and with the simplest form of attachment. 
Equipped with either Channel, Round, Diamond, Semi-Diamond 


or Spring Bars. 


A large demand for Bumpers this season makes it imperative that 
every dealer chooses the right line. The popularity of “Badger’’ 
Bumpers should convince you that this is the line that will bring you i 
the best results—and Bumpers are one of the cleanest and most 
profitable lines of accessories the dealer can handle. 


THE AVTO PARTS MFG.CO. 


538 BroaDway MiLwaukEE, Wid. 





Manufacturers of ‘‘ Badger ”’ 
accessories including 


Bumpers, Tire Holders, Robe and 
Foot Rails, Chain Locks, Tow Lines, 
Steering Wheels, Cutout Outfits, 
Wrenches, Garage Tools, Funnels, 
Cans, Oils and other metal goods. Simplex with 114” Nickel Plated 
$8.00 


Clover Leaf with 2” Nickel Plated 
Channel Bar -—$6.25 Diamond Bar Ld 








~~ 
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ular finishes of dials and cases will be 
made. The price of the clock is $10. 

The company announces the publi- 
cation of a Booklet, “The Tale of a 
Timepiece,” which describes the evo- 
lution of timekeeping devices from 
“Shadow to Battery”; in other words, 
from the ancient shadow pole to the 
present-day self winding clocks. This 
attractive booklet is being distributed 
free to persons interested in buying 
or selling electric automobile clocks. 


K-W Autolock 


The K-W Ignition Company, East 
Thirtieth Street and Chester Avenue, 
Cleveland, Ohio, has recently placed 
on the market the K-W _ autolock 
switch, which the company claims 
positively protects against theft, the 
unauthorized use of the car when left 
in garages, and is even proof against 
the driver’s own self-negligence be- 
cause he cannot forget to lock the 
car. 

















K-W Autolock 

The company states that this takes 
the place of an ordinary switch and 
can be attached to any make of car in 
five minutes. A pair of pliers and a 
screwdriver are the only tools neces- 
sary. A key is used in place of the 
plug in the switch. 

To start, the key is inserted and 
turned to magneto or battery, and to 
stop the key is turned to neutral. To 
lock, the key is simply withdrawn. 

This switch is provided with a Yale 
lock and three keys and no two locks 
have keys alike. The retail price is 
$3.50. 


THE Frost STEEL & WIRE Com- 
PANY, LTp., Hamilton, Ont., has bee 


incorporated with a capital stock ot - 


$6,000,000 by H. L. Frost, A. L. Pope 
of Hamilton, Richard Harcourt and 
others of Welland, Ont., to manufac- 
ture fences, gates, posts, wire and 
steel, 


THE ALTORFER BROS. COMPANY, 
manufacturer of power washing ma- 
chinery, is moving its general office 
from Roanoke, to Peoria, Ill. The 
company will maintain a branch office 
and factory at Roanoke. 


THE M. H. Hart Company, New- 
town, Conn., has been incorporated 
with a capital stock of $10,000 to 
manufacture hardware, by M. H. 
Hart, W. T. Cole, Julius Hartwig and 
CG. S. Cole. 


“Mel-o-lite” Glare Filter 


The Chicago Eye Shield Company, 
128 South Clinton Street, Chicago, IIl., 
has recently put on the market the 

















**Mel-o-lite” glare filter 


“Mel-o-lite,” which is also known as 
a headlight glare filter. It consists 
of a transparent disk to which is at- 
tached a wire which fastens securely 
on any headlight bulb. The light in 
passing through this disc is softened 
and the glare removed entirely. It is 
claimed that it will fit any lamp where 
electric lighting is used. 

The “Mel-o-lite” retails for 50 cents 
a pair and is packed one pair in a 
box. 


Louden Special Garage Door 
Hanger 


The Louden Machinery Company, 
Fairfield, Ohio, manufactures. the 
Louden special garage door hanger, 
which consists of three hangers, six 
hinges, track, stay rollers, handle and 
hasp. The door hung in this method 
is made in three pieces. The track is 
put along the doorway inside of the 
barn and carried along the side near 
to it. The door being made in three 
pieces will turn the corner easily, it 
is claimed, and can be pushed out of 
the way along the side of the garage. 

















special garage door hanger in 


operation 


Louden 


In operation it occupies but a very 
small space. 

In very cold weather -one section of 
the door can be used as an entrance. 
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“EKzyfill” Radiator Cap for 
Fords 


One of the new Ford accessory nov- 
elties recently placed on the market 
by the Walker Manufacturing Com- 
pany, Racine, Wis., is the “Ezyfill” 
radiator cap, designed to save time in 
the filling of Ford radiators. The 
main features of this device are the 
ease with which the cap may be 
opened and closed and the impossibil- 
ity of losing or mislaying the cap. 
By simply pressing a button it is 
claimed that the cap instantly opens 
to full capacity, and after the water 
has been poured into the radiator the 
cap may be closed as easily as it was 
opened. 

The claim is also made that the cap 
closes as tight and is just as secure as 
the old screw cap and that it affords 
the saving of several minutes every 
time the radiator is filled. The de- 
sign is new and attractive and the cap 
is an ornament as well as a conve- 

















“Ezyfill” radiator cap for Ford cars 


nience. It can be attached in a mo- 
ment without tools, is finished in ei- 
ther brass or nickel, and retails at $1. 


Millers Falls Selling Service 


Recently the Millers Falls Company, 
Millers Falls, Mass., inaugurated a 
new selling service and published a 
booklet called “Millers Falls Selling 
Helps.” This book describes and illus- 
trates the distinctive newspaper ad- 
vertisements which this company is 
prepared to furnish dealers, and the 
many valuable aids in window dress- 
ing. There are also five new moving 
picture slides done in effective designs 
and colors with a black background. 
In addition to this there are several 


\folders illustrating the various prod- 


ucts manufactured by the company, 
and also a cardboard counter rack 
which holds the material conveniently. 
This selling service is complete and 
when followed in its entirety by the 
dealer forms an unusually effective 
selling campaign. 


THE WILSON SCALE & MACHINERY 
CORPORATION, LTp., Toronto, has been 
incorporated with a capital stock of 
$100,000 by Walter G. Barbour, sec- 
retary of C. Wilson & Son, 67 Espla- 
nade; James T. Lauder, 19 Otter Ave- 
nue; Claud V. Weir, 193 Dowling 
Avenue, and others to manufacture 
machinery, scales, etc. 
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Norwesco Pioneer Valve Pioneer Rim Pioneer Clutch Nor wesco 
Carbonox Leather Top Grinding and Gasket and Brake Spring Leaf Brass Kote 
Dressing Compound Shellac Com pound Coa.pound 








SE-MENT-OL FIRST 


It’s the big leader of the big “Chemically Cor- 


rect’’ line. 

If you're stocking accessories start with SE-MENT-OL. and 
go as far as you like. You can’t go wrong on a single item, 
because each one is a leader in its class. 

SE-MENT-OL is the original self-acting radiator cement. 
Motorists know it is reliable. ‘Finds the leak and fixes it,” 
without tools or tinkering. 





— ee” ©=6©S sd The _ Northwestern Chemical Company 
a MARIETTA, OHIO 


DIRECTIONS 
—Pour in SE-MENT-OL. 


Allow engine to run until 
leaking stops—about ten 
minutes. Drain and refill 





: 4 Norwesco Norwesco Norwesro Norwesco Never- 
enraged with fresh : wane. Mohair Up‘olstering A-to Top and Grap ite burn 
That’s all. Retail price 75c. Dressing Dressing Lining Dye Coating 
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fucTERED) Customers Like the 
GASOLINE) 


— 


Quick Service of the 





Gasoline Curb Pump 


5 Gallons for 12 forward strokes and the plunger is returned by 3 more 
forward strokes—all in 15 seconds or less. Only pump on the market that 
requires no backward strokes! 


And customers like to SEE what theyre getting every minute. That’s 
why we have put that big 20 gallon CLOCK DIAL Register on the street 


side of the Wayne Monarch. 
They appreciate the pure, clean gasoline that the WAYNE FILTER 
gives them. 


The bigness and beauty of this pump attract both local and transient trade 
and the other features named help you hold that trade. 


There’s money in the gasoline business for every Hardware merchant who 
carries automobile accessories because satisfactory gasoline service makes 
friendships that lead to the sale of a hundred other things. 


Send for our proposition. 


Wayne Oil Tank & Pump Company 


No. 13 Canal Street FT. WAYNE, IND. 
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NOTES OF THE RETAIL HARDWARE TRADE 


HARTFORD CITY, IND.—J. M. Lieber, senior member of 
the firm of Lieber & Campbell, has purchased the interest of 
E. C. Campbell, who will retire from business. The firm will 
now be known as the Lieber Hardware Company. 


PENDLETON, IND.—The B. F. Phipps Company has been 
incorporated with a capital stock of $6,200 to deal in base- 
ball goods, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, churns, cream 
separators, cutlery, dairy supplies, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, heating stoves, 
heavy farm implements, lubricating oils, plumbing department, 
poultry supplies, prepared roofing, pumps, ranges and cook 
stoves, shelf hardware and washing machines. The incor- 
porators are B. F. Phipps, E. D. Phipps and R. O. Long. 

COLO, I0WA—Hemping & Patterson are successors to 
C. A. McGibbons. A full line of harness and ten cent goods 
has been added to the regular stock. Catalogs requested. 

CRESCO, I0WA—Lomas & Farnsworth have dissolved 
partnership. The business will be continued under the name 
of the Lomas Hardware Company. Catalogs requested on 
baseball goods, belting and packing, buggy whips, builders’ 
hardware, churns, cutlery, dog collars, dynamite, furnaces, 
galvanized and tin sheets, heating stoves, heavy hardware, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, prepared roofing, ranges and cook stoves, re- 
agama shelf hardware, sporting goods and washing ma- 
chines. 

JANESVILLE, IOWA—Coddington & Laird have sold their 
store to Thompson & Bloker. 

MITCHELVILLE, IO0OWA—The Forsyth Hardware Com- 
pany, Inc., which conducts a branch store at. Colfax, has 
started in business, carrying a stock of the following, on 
which catalogs are requested: Automobile accessories, 
bicycles, buggy whips, builders’ hardware, churns, cream 
separators, cutlery, dynamite, fishing tackle, furnaces, furni- 
ture department, galvanized and tin sheets, gasoline engines, 
heating stoves, heavy farm implements, heavy hardware, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, 
varnishes and pa. pumps, ranges and cook stoves, sewing 
machines, shelf hardware, silverware and wagons, buggies 
and washing machines. H. E. Forsyth is manager. 

ST. ANSGAR, IOWA—tThe St. Ansgar Implement Com- 

any has purchased an implement business, and requests cata- 
foes on automobile accessories, belting and packing, buggy 
whips, cream separators, gasoline engines, heavy farm imple- 
ments, lubricating oils, mechanics’ tools, wagons and buggies 
and washing machines. 

SCARVILLE, I0OWA—The hardware business of Foekes 
Bros. has changed hands. The Scarville Hardware Company 
is the purchaser. 

SILVER CITY, IOWA—F. W. Anderson has opened an im- 
plement store. In addition he will carry a stock ~* auto- 
mobiles. 

VARINA, IOWA—Frank Fitzgerald’s implement business 
is now owned by Clampitt & Reis. 

MARQUETTE, KAN.—T. J. Collier has bought the hard- 
ware stotk of C. J. Nordstrom. 

PARSONS, KAN.—J. F. Gunby has disposed of his stock 
of hardware to the Hennigh Hardware Company. 

BOWLING GREEN, KY.—The McElroy-Page Company, 
doing both a wholesale and retail business in automobile ac- 
cessories, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, fishing tackle, 
gasoline engines, harness, heavy farm implements, heavy hard- 
ware, kitchen housefurnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, shelf hardware, silver- 
ware, sporting goods, wagons and buggies, has put in new 
show windows and store fixtures. 

GALESBURG, MICH.—Jones, Aldrich & Moreau have sold 
their hardware store to H. C. Aldrich & Son. 

PORT HURON, MICH.—The Boyce Hardware Company, 
whose business is both wholesale and retail, is contemplating 
the installation of a stock of automobile accessories, on which 
catalogs, circulars and price lists are requested. 

CHISHOLM, MINN.—The Home Supply Store has started 
in business at 128 Lake Street, dealing in bicycles, builders’ 
hardware, building paper, children’s vehicles, churns, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, furni- 
ture department, galvanized and tin sheets, harness, heating 
stoves, heavy hardware, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, sport- 
ing goods, wagons, buggies and washing machines. 

CONRAD, MONT.—The Strecker Hardware & Furniture 
Company has engaged in business, carrying a complete stock 
of hardware and furniture, on which catalogs are requested. 

FLORENCE, MINN.—I. A. Folstad is purchaser of the O. 
E. Erickson hardware store. 

HINCKLEY, MINN.—The Folsom Hardware Company has 
been incorporated with a capital stock of $25,000 to deal in 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, churns, cream separators, dairy supplies, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, heating stoves, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry sup- 
plies, pumps, ranges and cook stoves, sewing machines, shelf 
hardware, silverware, tin shop and washing machines. The 
incorporators are Folsom, George W. Empey, M. L. 
Nelson, and others. 

LAKE CITY, MINN.—C. Wise & Sons’ hardware stock and 
business has been sold to J. J. Volimers & Co. 

LAKE CITY, MINN.—J. J. Vollmers & Co., is now in 
charge of the stock of C. Wise & Sons. 

MILAN, MINN.—C. M. Thompson and Osmund Strand 
have bought the A. O. Christenson hardware and implement 
stock. They will continue business under the name of Chris- 
tenson & Thompson, and request catalogs on the following: 
Automobile accessories, bathroom fixtures, belting and pack- 
ing, buggy whips, builders’ hardware, churns, cream separ- 


ators, cutlery, dairy supplies, dog collars, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, heavy farm implements, 
heavy hardware, iron beds, kitchen cabinets, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, pumps, ranges and cook stoves, shelf hardware, 
sporting goods, tin shop and washing machines. 


WELLS, MINN.—The hardware firm of Candee & Osdoba 
has been dissolved. R. A. Candee has purchased Mr. Osdoba’s 
interest, and he will continue the business under his own 
name. 


WYOMING, MINN.—The Wyoming Hardware Store has 
ain - saga with H. M. Aney as manager. Catalogs re- 
quested. 


ELDORADO SPRINGS, MO.—H. B. Davis, who was in the 
hardware business in Muskogee, Okla., has opened a store. 


FAYETTE, MO.—The E. P. Hutchinson Hardware Com- 
pany has purchased the implement business of Peter Goodson. 


BROOKHAVEN, MISS.—The Brookhaven Hardware Com- 
pany has been incorporated as successor to the Moody Hard- 
ware Company, with a capital of $10,000. The incorporators 
are L. H. Baggett, president, and Joseph Blue, vice-president 
and secretary. Catalogs requested. 


COLUMBUS, MISS.—The Harris Hardware Company re- 
quests catalogs. 


GENTRY, MO.—Stephenson & Jones have engaged in busi- 
ness, dealing in belting and packing, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, fishing tackle, galvanized and tin sheets, 
gasoline engines, heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, plumbing department, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, shelf 
hardware, silverware, sporting goods, tin shop, wagons, 
buggies and washing machines. Catalogs requested. 


NEW HAMPTON, MO.—Chipp & Jones, dealing in hard- 
ware, etc., have dissolved partnership. Denny &-Jones, who 
will continue the business, request catalogs on bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, children’s vehicles, churns, cream _ separators, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, hammocks and tents, heating stoves, 
iron beds, kitchen cabinets, kitchen housefurnishings, lubricat- 
ing oils, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware and washing machines. 


RAYVILLE, MO.—McGaugh Bros. have disposed of their 
stock to 8S. C. Carter. 


CREIGHTON, NEB.—Roemer & Masters have disposed of 
their hardware stock to E. A. Roemer. 


DAVID CITY, NEB.—George S. McKnight has purchased 
an interest in the Butler County Implement Company. 


DODGE, NEB.—wW. H. Gibson is the new owner of the J. 
B. Miller implement stock. 


MALBETA, NEB.—Yoder & Co. have sold out to W. A. 
Dutton & Sons. The new owners request catalogs on auto- 
mobile accessories, belting and packing, bicycles, buggy 
whips, builders’ hardware, churns, cream separators, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, varnishes and glass, plumbing depart- 
ment, poultry supplies, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
a goods, tin shop, wagons, buggies and washing 
machine. 


RAYMOND, NEB.—A. W. Pekarek has opened a hardware 
store and requests catalogs on automobile accessories, base- 
ball goods, belting and packing, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, electrical household special- 
ties, fishing tackle, galvanized and tin sheets, gasoline 
engines, harness, heating stoves, heavy farm implements, 
heavy hardware, kitchen cabinets, lubricating oils, mechanics’ 
tools, oil cloth, paints, oils, varnishes and glass, prepared 
roofing, ranges and cook stoves, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, toys and games 
wagons, buggies and washing machines. , 


SPENCER, NEB.—The Bradstreet lumber and hardwars 
business has been sold to the William Krotter Company. 


STANTON, NEB.—The Krenzien Hardware Company has 
changed hands. Glaser & Son & Kern are the purchasers. 

SWEDEBURG, NEB.—Swanson & Hedlund have bought 
the hardware and implement stock of C. A. Lewis. 

VALENTINE, NEB.—Fischer’s Hardware has succeeded 
F. Fischer. Catalogs requested on automobile accessories 
baseball goods, bathroom fixtures, bicycles, buggy whips, 
builders’ hardware, children’s vehicles, churns, cream separat- 
ors, crockery and glassware, cutlery, dog collars, electrical 
household specialties, fishing tackle, furnaces, furniture de- 
partment, galvanized and tin sheets, hammocks and tents, 
heating stoves, heavy hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, kitchen housefurnishings, lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth. 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware,’ sporting goods and 
washing machines. 

WILBER, NEB.—Novak & Dunder are successors to Novak 
& Kiasek. : 

BUFFALO, N. Y.—The West Side Hardware Company has 
been incorporated by J. Wolf, W. A. Gordon and J. W. Zwickel. 
The capital stock is $25,000 and the firm will carry a stock of 
baseball goods, builders’ hardware, mechanics’ tools, pumps, 

hedvy hardware, sporting goods, refrigerators, etc. 
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PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. WELLAND, ONTARIO 
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“The Missing Link” ¢hamserrer THAN NEW ‘ 

CHAIN BETTER THAN NEW At 

Drop Forged from High Grade Steel. Sizes '4 Inch to 15¢ Inch it is the only Link as Strong as Same Size Chain 

At 

, . Just place the two halves to- At 
As instant separ for ore gether and head over the rivet- 

chain; actually neater looking and pins. 

stronger than the link. Steam The interlocking lug and rein- 
Shovel Engineers, Drainage Con- forced hole make it twice as 

tractors, Loggers, Mining Oper- strong as any other link. It takes . 

ators, Railroads, in fact, anyone but a minute to insert it, saving “9 

h . hai ‘ ht k j expense, and much valuable time. “4 

a Se so Know 0 Use this link; take no chances. a 

and use Missing Links. Lose No Time in Repairs. . 
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Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. Bil 
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No C onta 1 on is more sure than your own Ba 
g belief that you can turn out ~ 
vertisement in Hardware Age, and our readers will not a 
fail to “‘catch”’ it. en 
Che 
Chi 
Clar 
239 West 39th St., New York City Cle. 
Coe: 
Cole 
Colt 
Cool 
Cory 
That's what takes with the horseshoers—Quality. A man doing a prosperous business don’t 
care to take any chances with a nail which won't stand the strain, or is liable to injure the horse. 
Dart 
all other nails manufactured in this country combined. | | De 1 
Not the cheapest nail regardless of quality but the best in the world at a fair price. “a 
The Capewell Horse Nail Company :: :: :: Hartford, Conn. Deu 
Diet: 
Dixo: 
Duff 


high grade merchandise. Put that belief into your ad- 
Right there is the beginning of . car 
business for you. | Che 
HARDWARE AGE a 
The Capewell Nail—Finest Quality and Largest Sale oon 
Consequently—Capewell Nails are in the ascendancy. They are used in larger volume than Dav. 
Leading Horse Nail Manafacturers of the World ae 
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The Classified Directory appears in the first issue of each month 
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Dietzgen, Eugene, Co.......... ge Fe A ee ee 134} Robertson, Arthur R............ 140; Williams, J. H., & Co.......... 140 
Disston, Henry, & Sons, Inc.... 44, Louden Mchy. Co.............. 139| Rock Island Mfg. Co........... 142| Wire Goods Co..........eeeee 123 
Dixon, Joseph, Crucible Co...... 137) Lovell Mfg. Co.......--+-s+00-- 113} Rose, William & Bros.......:... 133; Wonder-Mist Company ........ 135 
oF Be ee ore 49 Ludlow-Saylor Wire Co.....34, 125) Rugg, E. T., & Co............. 137| Worcester Lawn Mower Co..... 137 
Dwiggins Wire Fence Co....... 125| Lufkin Rule Co.............-.. 141| Russell & Erwin Mfg. Co....12, 13, Wright Wire Co............... 23 
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“YANKEE” VISE No. 1993 
with Detachable SWIVEL BASE 


Quickly detached from swivel base by the turn of a set screw, and being 
accurately machined all over can be used in any position as a jig for special 
work on drill press, shaper, etc. 








Holds work rigid on any 
angle with use of the 
special grooved block. 





The swivel base is easily and firmly locked and released in any position 
by a short movement of lever at the side. 

An entirely new feature in vises, quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor-saving 
tools. Your jobber will supply you. 


NORTH BROS. MFG. CO., PHILADELPHIA, PA. 

















““HODELL” (Patented) 11 sizes 


Make Ready For 


Over 130 different uses for our 
chain around the home and 
farm and the spring months see 


a big demand for our 





SezIS 9—UOSUIeS 


Bulldog—12 sizes 








Samson — Bull Dog and | en 
Hodell Styles Everything Wears Out 


Packed for clean, quick handling in & 
250 Reels, 100 ft. Cartons and made f 
up into Halters, Tie-Outs, Dog Leads, uaran ee 


| etc. All finishes. 


Hammock and Porch W rl hh S e I sy 


Swing Chains 


ot 
oe 


Hooks, Swivels, Rings, Clevises, etc. O ; 
utwear Everything 


Write for Samples and Prices 


The Cleveland Galvanizing Lovell Manufacturing Co. 
Works Co. Erie, Pa., U. S. A. 


Cleveland : : ; Ohio The Largest Manufacturers of Clothes Wringers in the World 



































Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 
big sellers. Write for catalog. 












Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 
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Taplin Mfg. Co.: ” 
AUGERS AND GITS— No, 10, Ideal, Nickel Plate.... |BSOLTS— 9 hia Pi RS—Barn Doar— 
Revised list ® gro. ° Anchor— National Mfg. Co., No. 16 Bar : 
Ordinary pi miie opur r0@ 754 Ankyra Mfg. Compuny: Bumpers, J dOd...eerses — 1% 
Founinae Pat., Brigh seven sf Ut? Ankyra Anchor Bolts warn 
; { ‘ i .. 008 | BEAMS—S Ankyra Collapsing Tools... 
? tute b j 4 te times rere rr e 608 10s cale— C J ig ools vv eeer BUTTS—Brass— 
Pee ont Ue A, 4duaers, eee eses 40% Veale » Re ams .. 33 arriage, Machine, &c.— Wrought 
t wee Te? x, a +e, Fee en’. << ie aie Se ‘ hatition’ a No. eeeeeneaeeee 1 @ 40% Common Carriage (cut hashes eereee ee ever >o+ SSK 
ates Aer | its as tThatom Chatillon’s No, estnenseeesessiaaD x 6, and smaller....... BRIGHT 
* \renintete Mfte, Ow, > Sargent «& ee ee ok ee arger or longer oeeeeveee "604 Light Yarrow , 
weTTT TT ok — ° . Acie’ , 4 7 , wo eee eee erepees 46+ 4 
‘wit mabe ®t . Common Carriage (rolled thread): Reversible and Broad. 66 26 Ps 
* Ne iO. eAE. Mi, Kiandatd Met. 40% * 6, smaller and shorter, Back Flaps ...+-+ erterreres 55 Ey 54 
rR Nw i mebamcaisd dat... ..a44 0 BOs BEATERS—Carpet Phi : 4 Tab le and ( he st Hinge - 5555 
weeeli Jenninaie’. Btandard, L tat. Holt-Lyon Co. : RB a. Ne $3.00 list......-80&104 BRONZI 3 
1 ORD % ' mage to olt Ends, H. P. Nuts.... 04 ; (ONZE D 
Prats Tench Center -%% ma cate es ™. : , oO ‘oppered 2 doz. Ma chine 4 cut cot nl ° i site aati 50% L ight, j Nasr VOW. j 0086 Pin 404 
; os v ‘ > ’ ‘ ‘ese OP eee 
” q ' DO No ME. <ccctnanaes $0. 3% «x 4 ond small alt thd L ded Loose Pin, Bali 71 704 
aan aha ENtie . .  CRNRTOS Neo. 11 Wire Ooppered ®@ dos. Larger or I —* - OOF) Brog , p- » 105 
Sar yt Ms WHIVES | Ta ttorn GOK 10% Ne io wr BUS dees eedescd 1. onger ERIE A et naa te Fi TUVTVITTTTYT TT  45E 104 
Brelis, Jonaines Patera, | Blued. ire Tinned @ doz. ..$1.50 i Door and Shutter— < 
SHeite Kar . saan Xa aa rought rom ES—Bird— 
ee tee te eS Se Beaters, Ego— Wrought Barre! Japanned. 7065419. Lindemann & Co. 
ro@ tonite | HeltLyon Oa. : Barrel Bromzed ..-+++-+++- 0@54{ Japanned Cas “i 
. yy * 7 | . N®. a0 . . =" Molt . per < - Jap’é me i » 2024286820608 on eee 654 “ye an 4 Bay en een ee i 2 , 26 o/s 
: WS TOSCO % a2: N “aioe THO INECR 2c ee eeeee wn OS6 P “wey ~~ Tags f° 44 Fe V& 2, Ti 
Shen's Fonamne’s Pattern, No. 80 >. R Japa Ry - a $1.15; Squere tio “oe arrot Cages, Aviaries, Cogs 
Rw “e > BO % Jana. . 1 ek. Oe » -vG. ites” Mort ne Da ee ee ots Pee ee eS ee ee 15% 
. abt OTR PRE ¥ Tatiern, Riek . ives” Ww reugbt Leo a ae 4 ; 
No, ¥F AK 1% —— jap i, per doz. Na. 2. 5 GOL .- +e cecer - DQG 
ee \ wnmes Tattern, Teed sade 4 xpansion— CALIPERS AW 
ma : ORT % Taplin Mie. Oo.: Ankrre Mfc. Company Athol Machine Co o DIVIDERS— 
ne Snake Teted, Nin. 2 Imnreved Dover. per ero. So. Ge. se Pe woman Ral tbs ; - 49&10< Premier: A. Me e _ | 
RO @HAK TOG $6.00; No. REO: Ne. 200 ae - Lie psig Toole...... a iam .-... “ Av: 
* ——— eee ase oe F 
__ Exparsive Sae— ~ i &2 hy gg ‘Expansion Bolts... .. som lca = 
©. B. Fenstaes & Co. Steers Pat. | 12, Feel Tn é, $37 7 Eichards-Wileex Mig. Ov...... “sat 
3% 2) ‘Tumbler, S84 ~ Stove— ‘Bi 
nm we . - = - - No. Bae Nene > de mnt an o Me ai 
Repeeer - Tene Wr. Go. %& Tomhier Tinned "se. — Stove Bolts .....+0+ SVE BE 104 lin wan, 2 Prong, Lag 
re ~" Ji ’ gnR wnat “4 t. Rw Mammoth. per fic . Tj 4 sire " ad 25 
ae tek Petter me S27, 00 oO... a eo - P, & prong, pe ev - 100 d.. . £475 
. - . - a J ala he ¥ 
IS * ’\.. Gleam stiutatahe apa Ses RO % Eagle one ne enn en AOE | be 
nn nn oe nnn anne a i or 1D St ecei-— 
Bim Amer or BP yee “"* | Biunt and 
: tet Bite SELLOws— tenn Bore Or Pint and Medium, f promg, per 
ESee Cimivss and Gimier Bé ay ne BOF aie , 
*. ot ter des “ . fe . ‘ ? PY Be 2 6 +t HOO + ALOR DS 70 
r " $s.) Biackemith,, Staniiaré Last: Ragie Phils BE) Sner4 prong, M00 We........- he 
Mollow @agerr— | Spit oe maapaeatastape ta -_ Be ED cidindnnnenan : Te, Le 2+ ase pethed p> cl 
Bonney Pat. pe Brena SS eee -~--—- RT Toppie— [CARRIERS —Littor— 
, Avikvre Mic. Cor - Hunt, He ; ; 
_— Soca he — Pack — AnKVTE keachor Satin... AOEIO% am & Pats O,, BOT 
‘ if ss “1, 7 
. PEM nn wepwrn nen c , Ankyre Collis T @ois be 
Shim 4enters . | Sw %0O ra A olinpsmge 1 @04 25% | CART R IDGES—A.etaltlic— 
<<. Jannine< ” —— =" a " ; Ore lack } emwaer > Ps 42a 
"Frammaddtan _— ~ Win ttiere— 8 RS . Bung— B , iam, % Jt 
#s Enterprise M = rn ' i statist 
Seat “peed nine, | Peach 1" x 2 % | Swan's S- We... Ls 32 Rum, $275 Biani v7 
». Y% | Thax © Or yagi 32 C. F. $550 Bian OF 
Swell’ Rate Danter RAE ING, —— C90 L100 B30 WH) - nee Wl et F so = pa re, 
Se Rive? RD | ING TOOLS—Automatic— | &#&. £. « Yaga yt 54 
" : : / ’ ~vF >ai s. w ‘ 
axts— BSELLS—Oow— Miliers Failis. No. &. per doz. $8.71 BE Cops, Ronn Ball $105, 5 
= : | No. 4. STO: No. & 1840 R £F. 2 Shoe - 4 
imate Ritt, base wiesahts Poy iy. | romani? Caw Relts... 68: No. 45. S128 © iN a wt ang x 
Revse Qwmahds, ewes SS MGS 35 ae a \R. F.. 2 Long “apr ig HWS 
Ser ae 84.5 84-50 Hann— HO XEB—Niitre— ° at wee oe ES HOES 
Dawbte Wt. hate wesc | Pris. Pe ic Er 3 ay? tahdd Putt Bisc 
tek : cter Dwass aah Bee entiings & Oo e | esmok ant Smoke Oe ae 
Pies Oval Bey oer Scltpaneccs4|Vikiec Mueai ..-..-..-.--- 4084 tytitier= Walis. New Laugdon, sim MOT ree, to heme pag 
ee 6 5 $5.00 | Néewks! Pilate: "321, ws 9 . Row a Acme. size 7 ‘All ether swes-.. WE >a 
Semis 407 + = ngden. “imp. eh c . isto! and Pi), a7 Fa 
B4.85 ; Nititier G4iC Svortiun ;' 40s 
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Three Blades 


for a Dime 


the Boston Razor, ttselt re 
tailing at tem cents, with three 
blades tor a dime, meets the 
demands af a certain class of 
Wants you 


HMMM ii )i) 008 


PeEDbetetEeets 
ETH 


4 . . 
Litt 
ii! 


custamer whose 


CaAUROL Ware 


it gives the man who cannot 
afford a higher priced outht 
satisfactory shaving service at 
a very small cost. 


Baston Razor blades are 
carefully made trom a special 
steel ; every one tempered and 
hair tested 
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three blades tor a dime 1s 
the popular price Be you 
wholesaler Ol retailer ask 101 
wil proposition 
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Factory Sales Co, | 
120 Broadway, New York City 2 
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MURPHY’S 


Paper Hangers’ Knives 








Over 65 years the standard 
in the Paper Hangers’ ‘lrade 


ne 1 a alas ‘ay 
—— te A Rl ROS 5+ wernt 0 






Our knives are made of the best 


tool steel, are sharp and stay 

sharp 

It’s the same with MURPH YD 

Shoe Kaives, Kitchen, (yster, 

Manual Training and Kubbe 

Kiives. 

It’s all in the steel and our 
experience. 


sixtv-five vears 


Every knife guaranteed 
Good Sellers Good Protits 


ROBERT MURPHY’S SONS COMPANY 
Established 1850 AYER, MASS. 
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Parker's 


NATIONAL 
{RON TOP 
BOX MILL 


A Mill that is just right for home use. Very 
handy—sets squarely on table or any flat sur- 
face. Easily adjusted to grind coffee fo any 
degree of Aneness Also very popular for 
spice. 

A good Mill at a moderate price. Made 
strong and serviceable. Parker ‘Coffee Mills 
are made in many styles. Send for Catalog 
and Discounts 


The Chas. Parker Company 
New York Salesrooms actories 


32 Warren St. Meriden, Conn. 
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—WANTED— 





A hardware firm in your city to sel] 
a new style fireplace damper 


CalCisS SEM ds lliahy a 150 come Campers 

ason. That means an equal number of clean 

t doors, ash-trap-doors, ete. It runs into volume, 
orofit is good and it is a nice, clean-cut business 


GET BEADY FOB JHE SPRING DEMAND 
by sending for our Catalog No. 1550. 





i vy big it pis id Sigil k ci: < sh trap coors clean ‘ hi 
doors, cast chimney thimbles, also andirons, fire 
ry: CLE hire ets firs ecreens. ec 
ef 
¢ Pan 
YYaffie irons Gasoline Engines of 9 
Sink Brackets House Numbers ue 
Saw Yises Watches ae” <5 
Harness ticokse Chest handies ad i 
Wind Mille Foot Scrapers e ? 
Ensiiage Cutters Feed Mills >» oa ss 
iw) ~ 
go? SF Fd 
0 


Stover Mfig.Co. »* “ 
710 East Street tA oe” 3 
FREEPORT ALL. 6 FF 
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HARDWARE 


AGE 





1916 





March 23, 





—— Cartridge Co.: 
B. Caps, Semi- -smokeless . 
1.75 10% 
senitiaetann. 
$2.00. net 
‘Short Semi-smokeless....... 
50&5&5 % 
Semi- vecememmas ve whale 
&5&5 Jo 


Cc. B. Caps, 
-22 
-22 Long, 
-22 Long Rifle, Semi- smokeless. 


Cc. F. Revolver & Rifle. 20a’ "4 
C. F. Military & Sporting Se + To 


CASTERS— 

SG 6 inti ace mehs ee Vea beohe 50& 104 
ik gd he oy aie aut ail 50& 104 
ES ere 60% 


Fauitiess Caster Co. : 
Fauitiess (Pivot Bearing), 














60 @65 % 

Te wan «ddcnepmeista 55.@ 60 % 

Glass Sem oe pee - 00 @60% 

ther wheel ..... ¢.-+-D0@60% 

DS i c's von 6 seer ee . 60@ 65% 

ere > TERETE Pk, 

M. B. Schenck Co.: 

Gem (Koller Bearing), 

&10&10&5 

Steel Gem (Roller aa -70% 


Yale (Double Wheel) low list... 
. 10% 
Universal Caster & Fdry. Co,; , ~ 
Standard Bali Bearing..,.. “ 60% 
i 
ee 
CATCHE RS—Grass— 
Spedalty Mfg. Co.: 





Easy Emptying, Nos. 1, 1G, 2, 
Pasty eager edt 30810 % 
Easy Emptying, Nos. 5G,. 6G, 9, 
y ~_—s ving datecnesew en 40&5 % 
Ke sy Emptying, Nos 10G, 
DEP. « Mitde étdioe Kevdvetocoss 40% 
Essy Emptying, Nos. SW, ee 
eenemen ..cccccccoccees 40&5% 


CHAIN—Proof Coii— 
Small lots, New York, per 100 D.: 
American Coil Straight Link: 


3/16 4 ¥% /16 
$9.35 $6.75 $5, An $5.25 $5.10 
4 & 9/16 % H% % 
$4.55 $4.65 $4.75 $4.65 
I 14%G1% 
$4.55 $4.65 
American German Pattern Coil: 
6/10 to 2/0..... i lela a il 75&54 
al i eeiain dl mee 6 uel ail 75% 
BEERS a ear 70@5% 
oe Beanie RRM 70% 
oe eee LORE OT 656754 
Chai Jack— 
PS Seer ry Trt 
Brass Chain ..... ca ae atl 20¢ @ 20& 5% 
Haiter— 
German Pattern: 
4/0 0 Lecsevcetercecceccceres 65% 
B. 3, 4, 5, Goose cwcesccccceces 60% 


CHAINS—Miscellaneous— 
Niagara Falls ae Stamping weeres 


Premax Coil 
Premax ional and ere 
oO 


Dog leads .......«- oWi-e* es 

Pump— 

Galvanized Pump Chain........ 8Y2¢ 
Safety 


404 S40&54 


Safety, Brass 
Trace, Wagon, &c.— 


Traces, Western Standard: 
644-63, Straight, with ring. ..$32.00 
6%4—62, Straight, with ring. hoo 


6%4—8-2, Straight, with ring. 
oA 10-2, Straight, with ring. 42.00 


NOTE.—Add 2¢ per pair for Hooks 
Twist Traces ; “~ a 4 er Nos. = 
and 3, 2¢; No 0, 4¢ t 
price of Biraight "Vink 
Eastern Standard Fuaces, Wagon 

Chain, €tC...cccceecerecececes 70 


CHAIN—Sash— 
Niagara Falls Metal Stamping Works: 
Sees Steel Chain Bright; 

Eleetroplate Copper, Nickel, 
Brass and Zinc............70 

CHALK— 

Carpenters’ Blue....... gro., 55 @60¢ 

( -arpenters’ Red. .-970., 55 @ 60¢ 

Carpenters’ W _* aaa gro., 45@50¢ 

CHECKS—Door— 

Russwin, Reversible............25% 


Superior Spring Hinge Co. : ' 
Superior Screen Door.......3314 % 


CHESTS—Tool— 


C. E. Jennings & Co.’s Carpenters’, 
Machinists’, Household, aa 





CHISELS— 
Socket Framing and Firmer 


Standard List: 


Socket Framing ..... 50@50& 10% 

Socket Firmer ........ 75& 10 @ 804 
W. A. Ives Mfg. Co.: 

EE 30 % 


C. E. Jennings & Co.: 
Socket Firmer Nos. 10 and 70, 
25&10% 
Socket Framing No. 15... .25&10% 
Swan’s Socket Firmer...75&10@s80% 
Swan’s Socket Framing. :..50@50e10% 


Tanged— 
Tanged Firmers ......... 40408 54 
C. E. Jennings & Co., Nos. 191, 181 
25% 

PE éenbnecosecveece 40@40&5% 
CHU TES—Coai— 
a Mfg. Co.: 

= Qe Ces Ces ab one 30% 


CLAMPS— 
Athol Machine Co.: 


Machinists’ and Tool Makers’. .25% 
Hammer & Co.,: 
ES ee i 20&5 % 


Carriage Makers’ H. P. wey 


40&5 
J. H. Williams & Co.: % 
Machinists’, Agrippa rea tbeted 40% 
Machinists’ See: 410% 


CLEAVERS—Butchers— 


Foster Bros. & Chatillon Co....30% 


CLIPPERS—Horse and Sheep— 


onan Flexible Shaft Co.: , 
No. 2 Chicago Horse, each 


0.75 
Lightning Belt Horse, a. 
15.00 
Stewart’s Enclosed Gear Ball 
Bearing Horse, each...$7.50 
Stewart’s New Model “Sheep 
Shearing Machine, each 
$12.75 
Stewart Enclosed Gear Shear- 
ing Machine, No. 8 each 
$9.75 
Stewart Ball Bearing Enclosed 
Gear Sheep Shearing Ma- 
chine, No. 9 each... .$11.50 | 








CLIPS—Nail— 


H. C. Cook Co.: 
i OO ne a ee gigs $2.00 
BREE, BOP GORs sos sc ccscces 


CLOTH—Garnet— 
See Paper and Cloth. 


COCKS— 
Brass Hardware Iitst: 


Plain Bibbs, 754; Geeks, Pays 


Kerosene, 60%; Racking, 654; 

Liquor, 60%; Bottling, 505108104 
Compression Bibbs ......... 754&54% 
IN is acces bok 70& 104 


COMPASSES, DIVIDERS, &c.— 


Ordinary Goods ......... 60& 10& 104 
Keuffel & Esser Co......... 20&25 % 


CONDUCTOR PIPE— 
Corrugated, Round or Square: 





TOO Oa te bw net 704 
oe Charcoal Iron........ 50¢ 
Ot | SOE T ELS CETTE CPT ERT OL Tee 404 
See also Eave Troughs. 
COOLERS—W ater— 
L. & G. Mfg. Co.: 
eae — side handles, 7 
al. 4 6 ~ 
eek $i. 50 i? 5 2.25 2.: - 3.50 
White ienmneted Linec Side 
Handles: .S 
oS Sas Fee Se een Ser 
Each $2.75 3.00 8.75 5.00 6.00 
Agate I.ined Side - ce ye 
Gal. 
Each es. 50 3. 75 4.50 5. * 7.00 J 
COPPE RS—Solderinc— 
RS la RSP ert ieee base 35¢ 
ee Oe eee advance Wé 
Less than 100 Ib....... advance 1'%4¢ 
CORD—Sash— 

NG (I, Sg oe os Ib. 404 
Braided, Wiite, Com Nos. 8 t9 
12, 23¢; No. 7, 23%4¢; No. 6, 24%4 
Patent Russia Ante dba dy eis lb. 35¢ 
Care "Lad  BmaGNs oc ck cs ones lb. 36¢ 
India Hemp, Braided........ Ih, 2Ne 
India Hemp, . Twisted... .lb. 15@20¢ 
Patent India, Twisted. . lb. 18@22¢ 





ce Stee og * m. | ENGINES—Chemicai— 
‘Drab’ tton, 55¢; ” Hiauian O. J. Childs Co.: 
emp, 55¢; Linen, 65¢; | _ Copper Tank, 40 gal., ea. 
nee Cotton, mrs — e $200.00 @ $350.00 
Massachusetts, White, ® Ib 40¢ sy 
Phenix, "White, S - ID “— EXTINGUISHERS—Fire— 
. 12 a suche es So O. J. Childs Co.: 
Silver ke, per Ties ; 
A. Diab, 30e: mn, 09: el Galles, ao. Nise. SE 
° ra ~ > e S . ei 
4 Ae Italian Hemp, 55¢; | &| Lazarus Mfg. Co.: 
ee a oe 4¢ 22 inch, ea. $2.00...... less 50% 
Fadystone, ue, b. Nos. 8 Ee i2 tem, 8. §1.00...... less 40% 
Wire, Picture— 

PU AOGUR is akncccweiscrcenss 85% 

Turner & Stanton Co. Wire at ture 
EE. dot dite ook bak ake woke Ki 5% F asTENERS—Blind— 

sat fay sore te pe SORE a eee es 

Spring cotters in packag 
oe W040 GI0&A0810 % Cord and Weight— 

H. B. Ives Co.: 

CRAYONS— ae LH em 10% 

Wiite -Round tog Cases, 100 TE ek ies tae ee 30 % 
gro., $8.00, $9.00 and $10.00 Corrugated— 
according to orade , Acme Steel Goods Co.: 

Joseph Dixon Crucible Company: i ee eo Sens ae 70&109 
— Crayons, in Colors, os Plain Edge udexs hase Oe 80810% 
Lumber Crayons, Graphite, black, war “i Co. : a 

per gross EO re ta, $6 3. 00 Ww “ ge Seee Coogee ewvseeesd 70 40 
ee ED - ders éc ceGh ck weds 80 % 
Stanley Works: 
= ae r nao ‘ ” 

far ant tle a Plain Edge .......... 80&10&10 % 
Dumaco Spec., 41% in..@ doz. $4.50 i ne ss Scnewes ob be 10&108&5% 
Dumaco Spec.,5% in..@doz. 6.00 

Priming— 
Morgan Mfg. Co.: 
Priming Cups .......200008 WE&20 % FAUCETS— 
RR Paine ee oF 50& 10% 
CUTTERS— Metalic Key, Leather Lined 
Meat and Food— &10% 

Enterprise: PO Pe <idcectentducetey ISS 10% 
Nos. 5 i a I A 70&5% 
Each $1.75 $2. 50 ye $4 $5 John Sommers Faucet Co.: 
aaa 25 @ 25&7 % % Perfection Cod OP e6 o a 'n Soar 5% 
Each $1.25 $1.50 $2.95 40e7%%) Peeriess Tin ee 

Russwin Food, net: No. 1, $10.50; Boss Tin Key, 50%; Du lex 
No. 2, $11.50; No. 3, $16.00 Metal Keys, Yoo:  F iat 

Slaw— Jork, 50%; O. K. _— Seeds 50 % 
No Brand Cedar ..ceccccccce 50 % 


Bluffton Slaw Cutter Co. : 

Rapid Slaw and Vegetable Cutter, 
No. 1, per doz., $3.50; No. 2, 
$2.00. 

Tobacco— 


Enterprise 25@30% 


Di sPEnsers—Liquid Soap— 
Morrill’s Soapurn, ® doz 

No. wall, $30.00; No. 1 

—' $: 36. 00 ; No. 2 


% SE 


$18.00; No. 5 wall, $24.00. 


DOOR LOCKS, LATCHES, 
ETC. 
NOTE.—Net prices are very often 

made on these qoods. 

a a ee 40% 

DRILLS AND DRILL 
STOCKS— 

Twente Be: Steck. : . sc + <% 70@70& 104 

Twist Taper and Straight Shank, 


65& 10@704 
Small Wire, 


and less, 
50 @50& 104 
Wood Drilis for Braces. 
Goodell Automatic Drills 


- 


No. 53 


-594& 10 @ 60% 


wentebneee 
memGenet, PRRMGSS 2c cssccosece % 
DRIVERS—Screw— 
Goodell’s Auto ........ 65 @65&10% 
W. A. Ives Mfg. Co.: 
Mephisto pans cee wekaees oa 30 % 
Miliers Falls, F -. Nos. 11, 
$10.60; 12, $14 20, $8.70; 

21, $9. 00: 41, $14 40; 42. .$18.40 

Pexto Solbar ...........2 90 @50&5 % 
Swan’s: 

Nos. 7565 to 7568, 60%: 7561, 
70%: T7562, 70&10%: T7540, 
40&10%. 

E aves TROUGH— 

I i de 75¢ 

Galvanized Charcoal Iron ....... 604 

Copper ee eeeecesessesecenseseose 404 
See also Conductor Pipe and EI- 


bows. 


ELBOWS AND SHOES— 
Galvanized Steel: 


Plain, Round and Corrugated, _ 
ie a ee ee 
Square and Polygon, all sizes to 
Da. ‘ak ete cevbedeneeeecul 604 
Coeper, OH MSO ..cicccccce cd 
EMERY—Turkish— 
4to 54 to 
46: 220: spvsrhy 
ee ae eee, lb 6 ¢: 6U¢ 4¥Y 
a Sas Ib. 6%4¢ 634¢ 144 
2” ee lb. 64¢€ 7 €@€ 5 @# 


K 7 
Less quantity See ee aie 


NOTE—in lots 1 to 3 tons a dis- 
count of 104 is given. 





Reliable Cork Lined, "55% ; Vic- 
tor Metal Key 50&£10% 


Enterprise Mfg. 


Co. : 
eself Measuring and 


Enterprise, 
Priming Pump, #® doz., $72.00.. 
16% % 

FILES—Domestic— 
eae eae 70104 
I I i ge 80% 
I ns ini ealtnieth 80&5% 
Ei EES RI ae FHK10% 
I iri aa atk eee Wi Sia ee wo lak 5&10% 
J. Barton Smith ....... ---40&10% 
SE wc dc sos bbe ev 70&10% 
EE Se a oe 65 % 
Delta Swiss Pattern........... 30% 
tt nn. cchwts whee s nie 40 % 
EN: a ibn ae db ead bd mae « 75K&1U % 
I PR T5&K10 % 
Fe ~~ &10% 
Liveright Bros., Gold Medal....70% 


Liveright Bros., Blue Ribbon Special, 
70 


Liveright Bros., Electric....... 70% 


McCaffrey Amer. Standard. ..70&10% 
NR ys Serge he Se ae TUKIVUG 
a re ar 70% 
~ i Geren  POeeOO ci cccicucces 40% 
ES Ss Ot en Me eK ha 70 
ge ee Cee 40&10% 
FIXTURES—Fire Door— 
- aay 7 Wileox Mfg. Co.: 
No. 102, Monarch A; No 201 
NESE it aaa ee 50 % 
—— No. 103; Special, No. 
ET eee Ee ae - $3.75 
Fusible Links, No. 96... 7 56% 
Grindstone— 


Net Prices: 
"eS 17 19 21 
.$3.20 $3.40 $3.95 $4.38 


Per doz.. 
FRAMES—Grindstone— 
Athol Machine Co.: 
Iron Grindstone Frames...... 25% 
FUSE— 
Ensign-Bickford Co.: 
SD .6dk'cae ema’ dddete% $3.90 
ee” RE ee ee $5.00 
i: SP osuretecteses $6.00 (= 
Beaver Brand Safety... .. $4.85 (<= 
Anchor Brand oo: .$5.90 
Reliable Gutta Percha.. . .$5.90 


GATES—Molasses and Oil— 


Stebbins’ Pattern .........-. 75&104 
¢| GAUGES— 
Marking, Mortise, etc. .50@50&10% 


Athol Machine Co. 
Depth, Screw Pitch and Center. 
25% 
Johnson Rule Mfe. Co.: 


ie ee 


E. P. 


No. 48 Marking. .£6.3C 
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Rubber - Wheeled 
Casters, Good Stock 


Clark’s Rubber Wheeled Casters come in 
types galore for every caster purpose. 


Swivel Stem Casters for use on plat- 
form trucks, boxes, baskets, etc. Made in 
two weights. 


Stationary Plate Casters for mounting 


Ey trucks and factory baskets. 
Anti-Friction Swivel Socket Casters for 


use on table legs. Provided with hardened 
sell better because they are | Steel balls; extra heavily constructed; 
built better —for the better round or square sockets. 


class trade. Write for Catalog No. 18 Write for catalog ACr12, illustrating and 


STURGES & BURN MFG. CO. / describing complete line. 
Established 1865 Chicago, Illinois / 
New York Office: 


1650 Hudson Terminal Baldi ol The Geo. P. Clark Company 
— ‘4 Windsor Locks Conn. 
— 
Brains 


$ ace $a. Gesee$ TE 
If You Need Money 


For Any Business Purpose, Consult Us 
ps Manufacture 
=-BUSINESS * r0 Provide ak S55 
There are many ways to finance a 3 2 Y ears Not Beaten 


business that we know of. No doubt 


















































you are too busy to worry about money “Steel Com” Casters for thixty- 

matters. Let us attend to them for you. two years have held the lead. 

That’s Our Business. Old hardware men will tell you 
that. 


They are built of all steel. They 


are roller bearing and revolve 


Corporation Finance Company ——— 
FINANCIAL SPECIALISTS : 
They sell well and give good 


50 BROAD STREET, NEW YORK CITY satisfaction—always. 


Telephone 6093 Broad 


Correspondence and Consultation is Free and Confidential Get our creas 


— = eas = $e M. B. SCHENCK CO. 


























— and Organized Financed Loans MERIDEN CONN. 
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GIMLETS AND GIMLET 
BiTSs— 


Per Gro. 
Gimlet Bits. 

Common Dbl. Cut .....226++-$6.00 
German Paitern --Nos. 1 to 
a . $6. 00; ll to 13, $6.50 
‘Siete Cut Gimiets Ass’t per gro 
Naud, Metal, No. 1...$3.00; 2, 
Spike, Metal, No. 1, $5.50; Pa 

Nal, Wood. Handled, No. 1, 
nig 2, $3.50 


Spike, Wood pated, 
No. 1, $5.50; 2, $6.00 
GLUE— 
Cents per lb. 
CERE oc oc ce tbbeessccvweds els 
Common Bone ..cceseees ad 4 
Latra Clear Hide .....-. wI18 
Lish, liquid, bottles or a 
with brush ceccceceses @50 
Fish, liquid, 50 gal. ‘bbis., 
per gallon ..cccceeees-0 @ 140 
Foot Stock, Witte ...... - @ 14 
Foot Stock, Brown...... @il 
Tri. sh Bo seenses a @15 
Modina WwW REP ccvcoesoos @18 
Marine— 
L. W. Ferdinand & Co.: 
Marine, Jeilerys, per tb. ee 


Waterproof, liguid, per gal. . - $4.00 


GONGS—Steel— 
P. Wall Mfg. Supply Co. 
Foot or Hood, Street “Railway, 


Spring or Locomotive....60&10% 


GREASE—Axie— 
Common Grade ....+..+.4+. gro., $9.00 
er “ay Everlasting, 
96¢; in boxes, # doz., 
$1. 20; 2 
Automobile— 
Harris Oil Co. 
Harris Transmission Compound, 
bbls. and % bbis. per Ib. 10¢; 
50 Ib. tin $6.50; 25 Ib. tin 
$3.50; 10 Ib. tin "$1.50; 5 Ib. 
tin 90¢. Harris Transmission 
Grease, bbls. and % bbls. per 
Ib. 12¢; 50 Ib, tins $7.00; 25 
Tb. tin $3.75; 10 lb, tin $1. "15; 
5 Ib. tin $1.00 less......33'4¢% 


GRINDERS— 
Athol Machine Co.: 
Bench Grinders .....+00+++.40% 
Luther Grinder Mfg. Co.: 
Dimo-Grit: each 
No. 14 (Mec hanic Special, 


No. 
oa a ei $1.75 
No. 15 (Mechanic Special, No 
5 eceeeresreereereseeeees $2. 45 
No. 16 (Mechanic Special, No. 
DP ketch cekesaevans - $3.25 


) 
No. 17X * (Mechanic Special, 
No. 7M rr &: 
No. 35 Compacto......... $3. 25 
‘No. 51 (Best Maide).. occcegaeee 
No. 63 (Farm Special, No. 3) 
$5.60 
No. 83 (Spartan) .......$2.45 
104 Multigear ...... . $3.00 
271 (Hummer).......$9.50 
No. 309 (Power Bench Genser). 


$6. 
No. 310 (Power Bench Grinder). 


cn 


wtenk Mossberg Com 
No. 605 Valve Grinder. for weete, 
18%¢ 


GRINDSTONES— 

Richards-Wileox Mfg. Co., Victor, 
Cycle, King, Velox, Challenge, Cli- 
max, Eli, No. 011; 014 Ball Beuar- 
ing, mounted ....cceceee+++- 30% 


H ALTERS AND TIES— 


ee a ae 104 
Niagara *Falis Metal Stamping Works: 
Premax Halter Chains........ 0% 


Premax Special Halter Chains. 60% 
Premax 0% 


Jute Rope Halters and Ties. 30% 
Sisal Rope Halters and Ties. . 50% 
Cotton Halters and Ties.... .50% 
Cotton Livery Ties......++..50% 
Leather Halters 


HAMMERS — Handled Ham- 
mers— 

David Maydole Hammer pst 
Blacksmiths’ » Hand .. . 40&7 % % 
Bricklayers’ ...ccccccccccces 40% 
Farriers’, Driving ........ 35&5 % 
Mac Pee PTS eee e DOKZK% 
Nail, Ads Eye.....cceesesess 3 
FREVOUEE ccccccccetse coe 0 - BOD 
TUMMORE cccccccst cesses 25&2% % 
Note.—For extreme Western states 





rices ate approximately from 5 to 
4% higher. 
cocece e - GHK10% 


Pexto, Machinists . 
‘Na il “sees 8 @@e eee eeeee eee 33 1, % 


tHeavy Hammers and Sledges— 

re es SS ore 

Over 5 th., 30¢.. Jievdseaaclae 
Magnetic— 


A. R. Robertson: 
Herseshoe Magnet tack. eo agen 


HANDLES— 
Agricultural Tool Handies— 
BOG, Fe, Coss acvw 60&10@704 


lloe, Rake, Spade, &c., 
Fork, Shovel, Spade, &c., 


Long Handles ePtbdend banned 33 14% 
CMR wana dvce ws bender 334% 
Cross-Cut Saw Handies— 
 .we we evndehads 63600600008 35 % 
Mechanics’ Tool — 

Auger, assorted . 8 $3.00 @ $3.50 


Brad Awl “gro . $1.65 @$1.75 
Chisel Handles, Ass'd, pr. g 
Tanged Firmer, ipple.. a 
$3.00; Hickovy.......- $5. 50@ 6.00 
Socket Firmer, . $2.00 @ 
$2.15; Hickory $4. 00 @ $4.50 
Socket Framing, Hickory, 
$5.50 @ $6.00 
File, assorted .......g¥0.$1.65@$1.80 
Hammer, Hatchet, &c ie meal 50e75¢ 
Hand Saw, Varnished, doz., mre 
Not Varnished 75¢ 
Piane Ilandles: 
Jack, doz., 28¢; Fore, doz..... 40¢ 
Nic holson Simplicity File liandle, 
P? gro. $0.85@$1.50 
Spun Ferrule File 


oe eee eevee neaeee 


Nicholson 
Handle 


Pott’s Sad Iron— 
Aluminised or Japanned, per doz.55¢ 
Tinne cocsccvcccecflr aoz., 75 @80¢ 


HANGERS— 

Note.—Barn Door Hangers are gen- 
erally quoted per pair, without track 
and Parlor Door Hangers per double 
set with track, déce. 

Allith-Prouty Co.: 


SO =a ae . 45% 
re Tee. cestsovese 45% 
Garage DGOF .ccccscccccceest® 
DEEN ce e400 Ob 06seb6s06806 45% 
Griflin Mfg. Co.:; 
Solid Axle, No. 10, $12.00. “o> he 
Roller Bearing, No. 11, $15 
§0810% 
Roller , aanteen Ex. Hy., No. 22, 
Dt: ssnidenbedeecens 60&10 % 
Bull Dor, $346.00. cccseve - 60&10% 
Hunt, Helm, Ferris & Co.: 
OG” A rea 50 % 
20th A easpteaiigd Round, 2? _ $10.55 
SD 30 aia ale os ue coceee@ doz.$6.00 
Mei taney Mfg. Co.: 
Roller Bearing, Nos. 1 and 2. 
70&10 % 
Anti-Friction ...... .60&10 % 
Hinged Hangers, King Charm. . 
GOK 10 % 


Pittsburgh Trolley ..... 
F. E. Myers & Bro., mtayen : 0. Spy 
OK Adjustable; Sure Grip; Sure 
Grip Adjustable; Sure Grip Tan- 
dem, Sure Grip Tandem Adjust- 
able; Tandem Adjustable new 
Dt évteauektwebesdeseoee 50% 


New Way ‘Tandem Tubular. ..50% 
New Way Tandem Adj. a 
oA 


Giant Tandem Tubular....... 
Giant  ongoal Adj. T — 30% 
National Mfg. .» oad 

Big 4, $7 a No. “66 Storm 
Proof, $11. 00: No. 77, Storm 
ete $12. 00; ; Silent Parlor 
Doo beesebebeses se oo - $2.50 


Richarde-Wiless —_- Co. : 
Hangers, Nos. 147, 247....... 60% 
Roller Bearings, Nos. 37, 38, 41, 
43, 44, sizes 1 and 2....... 70% 
Anti-friction, No. 42; No. 44. 
sizes 2% and 8..... ++ -60&5% 
Hinged Tandem, No. 48.... ) 
Folding Door B. R. 8 
 § Fe a ee” 50% 


Safety Underwriters F. D. No. 
shes enheadpanees .40% 
Tandem No. 44, 2% and 3.608: 5% 
Trolley B. D, No. 17, 25 
Trolley B. D. No. 20..... . 0 
D. No. a $2.25; No. 121 
* th SS See - $2.50 
Trolley B. D. No 24, 40% + No. 
8 eee ee eeeneeeeeee eee eeeere 0 o 
Garment— 
Wire Goods Co.: 
Common, 17 in. No. 0410, r 


gro 
Tourists, fold’ zg ‘nick’, per. doz. 75¢ 


Screen and Storm Sash— 


National Mfg. Co.: 
Screen and Storm Sash see 


No. 80, Automatic, ®@ d -50¢ 
HASPS— 
Griffin’s Security Hasp... ‘_—— 


McKinney’s Perfect No. BS 25 
gro. eee eeeeeeeeeeeeneeeeeeene 


HATCHETS— 

Regular list, ag qual. ... .33%4 @40¢ 
Second quaht y 40 @40& 54 
Pente ..se- 20033 4% % 


HEATERS—Carriage— 
Chicago Flexible Shaft Co.: 
Clark. No. 5, $1.25: No. 


Assortment, Kea] 
Clark, Coal, doz., 


ease, $13.80; 2 





Hiorseshoe Magnet Billpos 
$1.15 to $2. ne 25% 


Standard No. 
Standard No. 
Harvard No, 


HINGES— 


Surface, No. 3, 
Charles Parker 


Pivot 


Holdback, Cast 
Non-Holdback, 


Floor e*eeeeeae 


Bommer Bros.: 


and Late 
Non- Holdback. 


Stee 
Richards-Wilcox 
Double Acting 

me, GES ..« 


Screen 


Chiet Bali” 


Ball” 


Superior Spring 


Cor. Ex. Heav 


HODS—Coal— 


Tap.,* open 
Galv.,, 
Jap., funnel jee 





™ 75; AB 
Gi ice he . . 80.60 


C Coal, 





Steel Brick, 
Steel Mortar, 


Harvard No. 2.. 
Black Jack No. 1...... 
Black Jack No, 2.......each 36,00 


Griffin Mfg. Co., 
Surface Hinges bs) doz. prs 
$1. 10@ $1.25 


Allith-Prouty Co.: 
Spring 


Spring Butt "Hinges... 
es Floor, 


oO 
Mortise Floor, ‘Ball eer 
Cc 


Lavatory Hinges ....... 40% 
Engine House Spring SS a 
les 4 


rea 50 % 
Non-Holdback 3g Door 
Hinges, No. 2100...... 40% 
Non-Holdback Screen Door 
Hinges, No. 900, @ gro. 
10.50 
Holdback Screen Door, No. 
Bee: e6eeennen 2B gro. $9.00 
Chicago Spring Butt Co.: 
Chicago Spring Hinges. .25% 
Triplex Spring Hinges...50% 
Chicago Mortise Floor (5000) 
50 % 
Chicago Relax Floor (6000) 
60 % 
Chicago Premier (4000). .40% 
Chicago Ajax (3000)....30% 
Chicago Fire Station. 0 025% , 
Lavatory Door Hinges... .50% 


Chicago Screen Door (2000) 
Chicago Screen Door = 
Non _ Back Screen wane, 


Shelby Spring Hinge Co. 
Buckeye All arene Holdback 


Doo -@ zg 
“. 7 wee Sheet Steel Hoiab'i ik, 


Adjustable Se. Door ae 
75% 


Superior Floor Hinge. 
Superior Hold- Back. 50&10% ] 


25 3. 

a eae 75 1. 
funnel .... 3.40 3.75 4. 
15 2. 


Tank— 
Hunt, Helm, Ferris & Co.: 
Star, each ... 


sit as is iio ai 
| Tape 


-each $4.5 


Blind and Shutter Hinges— 

Gravity Locking Blind: 
Doz. Sets with Or teens No. 
1, $0.75; No. 5, 


$0. 48; ya * . 
Tne a6 tae ass 0@75% 


Parker Wire Goods Co.: 


Hale & Benjamin Automatic 
Blind Hinges .......... o++20% 
Stanley’s Steel Gravity Blind 
Hinges, No. 1647%. ® doz. sets, 
without paewe. $0.95; with 
screws, $1.2 
ae Hinges— 
Western: 
With RE ed tin wae bone doz, $2.20 
Without Latch ......... doz. $1.40 
Miscellaneous— 


Fleur de Lis 


Hinges— 


Bommer Bros. Pivot, Ball B’r’ng.40% 
Spring Hinges— 
-$5.50 @ $6.00 


Iron... 
Cast Iron, 


$6.50 @ $6.75 


‘sas in wi i tn gee 
ee 


} 
Baill 


Screen Door 


Mfg. Co.: 
Floor Hinges, 


50% 


Hinge “aa 3 
ee 50% 





Wrought Iron Hinges— 
0) Strap and T Hi 


nges, &c.: 


Light Strap Hinges........ 50&5¢ 
Heavy Strap Hinges.......... 654 
Light T Hinges.........++.35&54 
ae Ge! | Pee 254 
Extra Heavy T Hinges... .55&5 
rer rere 162% 


Cor. Heavy Straps......0....00 
o 20 5O0E5E 


oe 


~—— “or and Strap 

to in. ee eeeeeeeeee 1b. at 
Ps to rr Pi .6ds 6éa0 eece 4c 
22 to 36 De cotivbsidccet ee 3%4¢ 


Net per dozen. 
Inch....15 146 7 148 
Galv., open .... 


Ses? Bi 65 4. 
65 90 2. 

25 4. 

»- 2.00 2. 40 2. 


Masons, Etc.— 


Cleveland Wire Spring Co. : 
162. each $1.05 


No. 158..each $1.35 





ood ke he $14.00 
“sia ‘ue een each $3.65 
.each $5.007 
-each $4.00 
bb ww ae each $5.25 


$0. 85 


*BOSUT FT 8804} JO BSOUl UO BeATZ Ua}JO %oT BIIXG 


HOES—Ey 
Scovil oe “Ov al Pat....00&10&5¢ 
Grub, list Feb. 23, 1899. 20E 10& 214% 


Garden— 
Schoener Mfg. Co 
Schoener Hoe ‘& Garden Plow,# 
-00 


0Z. eeeeeeeenee eeeeeee eeee 


HOLDERE—Door— 

Richards-Wiicox Mfg. Co.: No. 111, 
Everready, 40%; Nos. 118, 119, 
Sure Grip .... 

Superior 


Vaped sabsnedcot 
Pore eeeseesesesssess 40% 


File and Tool— 
Nicholson File Holders and File 
Handles .... 40% 


HOLLOW WARE— 
See Ware, Hollow, 


HONES—Razor— 
Pike Mfg. Co., Belgian and Swaty, 
ba! German ececcesoccnas a) 


vv 3 To; 
Strop Hone eatin yy 


HOOKS—Wire— 
Belt, Nos. 1 to 15. 
Ww ire, “a & 
Atlas Pa i Co. : 
Cc. pid Bw daw daca nie -T0O@T0&10% 
‘hhes ceaeee mas T0@T0&10% 
» King....75% 
Shelby Spring peed Co. 
I 
Wire Coat & Hat. seseke ‘S0ai0% 


C. T. Williamson Wire Novelty Co. : 


covcccccccecs cblS 
HOORS ++ +000 00eeee IS 


Ce ‘ling 


Wall Hooks ieibraids dt aan: ait wa ae 

Picture. Hooks ........ — 40% 

SN i 0% 

Moulding or Cornice weeps -40% 

Punch Bowl Hooks iw eens sees .40% 

bed Goods Co. 

rown, 75&10%; Chief, 75%: 

Chieftain, io% s ; Czar Ach 


ness, 60% ; : Favorite Ceiling.75 % 
Miscellaneous— 

Hooks, Bench, see Stops, Bench. 

Bush, Light, doz., i 00 DF ccngaye 

0; Heavy, $7.50 

Bent Shank Grass, per wiveiey 25 

Hooks and Eyes: 

DION secs wiiches embodies 60% 

Malleable Iron a'ewes 70 @70& 10% 

Bench Hooks—See Bench Stops. 


HOSE ATTACHMENTS— 
ae _ fg. Co.: 

ose lamps scecceseeeDV@ 
Stuber & Kuck: ° ~ 
Hose Me _— rs, - doz., % in.$0.75; 


H = we 

ose oH doz., 

in., $2.75. ° > 

William Yerdon: 

Hose Clamps, Santen =saae, Cast 

rass, % doz 29 @ 30¢ 

All other “sizes, “Water, Steam, 

Air, etc., list less...... 65 @70¢ 


HOSE—Rubber— 


Garden Hose, %-inch: 
4-ply Guaranteed ............ O@ 


SPey Gemramted .occccccccce 7¢ 

7-ply Guaranteed ............100 
Garden Hose, %4-inch: 

Competition soccceesft.J@7K4¢ 


3-ply Guaranteed ....ft84@9y% 
4-ply Guaranteed mean OM 10% 


Cotton Garden, %-in., coupled: 
Low Grade eeeeteeeeeer 8@9¢ 
Good Quality peeteeceme ~ 12@ 14¢ 


INCUBATORS— 


Queen Incubator ompEays 
oun egg size.. 


138 sas eeeeeoeeeeeeeeee 
250 Hs eeeeereeeeeeneee . $16.90 
375 eeeeeeoeeee ee ee . $22.10 


500 = COcccecccccccss Hus. G0 


IRONS—Sad— 

From 4 to 10. .cccccccee lB 
cs, rs 
Jap 'd | wee 70 ‘07 78 = 75¢ 
Tin’d Caps ..002..75 72 83 
Note—Some Western m'’f’g’r’ 
quote lower prices. 


Bar and Corner— 
Richards-Wilcox Mfg. Co., Bar 
Irons, 50&10%; Corner Irons, 
Nos. 77 and Wcdckivntecsnccett 


J acks—wagon— 
Richards-Wilcox Mfg. Oo., Tiget 
Steel, No. 1380..........-40&10% 
Wilcox, No. 228......2..-40&10% 
Ladder— 
Richards-Wilcox Mfg. Oo., Ladder 
Ja cks bte es es Meer I 


JOINTERS— 





Pike Mfg. Co., Saw Jointers, $6.00. 
33144 % 
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A Silent Salesman ina four 
foot space. Save time and 
money with the 


Herrick 


Ball Bearing 
Tool Rack 


Revolves easily when 
fully loaded. All 
Malleable Iron and 
Steel. Guaranteed 
against breakage. 
Holds 15% Doz. Ag- 
ricultural Tools of 
various kinds. 


Well Displayed Is 
Half Sold 


Change display — use 
all year. 


SALES DOUBLED IN ONE SEASON 
Write today for catalog. 
SOLD BY YOUR JOBBER. 


The F. A. Herrick Co. 


4040 Detroit Ave., Toledo, O. 


nl 
ts 

















HELLER'’S 


PIVOT DOOR CABINETS 





IN SIGHT 
OISPLAY 





SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 


W.C. HELLER & CO. 


MONTPELIER - - - - OHIO 
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Write loday for This 


Free Boo 


Write us a letter—drop 

us a postal—ask for this little 
booklet called “Money in Waste 
Paper.” It will reveal startling 



















facts to you. It will show you the enormous 
loss in waste paper destroyed. It will show you how this 
waste can be turned into cash profit instead of loss and 
It will show you how the 


expense. 





Quickly Pays for Itself and Earns Money for Its Owner 


The Schick is the strongest, ~~ | easiest to operate and most 
compact baling device on the market. Any good stout boy can oper- 
ate it with ease. Lowers your insurance and eliminates risk of a 
dangerous fire putting you out of business. Takes up less room 
than a pile of waste on the floor and helns keep your office and 
factory clean. A Schick Baler really costs you nothing, because 
it pays for itself and earns money for you. 


FOR BALING WASTE PAPER, TIN SCRAPS 
OR SCRAPS OF ANY KIND 

























Many of our customers say that the 
Schick Baler pays for itself the first 
year; some say it will do it in a few 
months. Price of waste paper is rapidly 
rising. You can’t afford to waste a 
pound. How soon your Schick will pay 
for itself depends upon the amount of 
waste you have. At any rate, you can’t 
afford to be without one—because of 
the fire risk feature, if for nothing else. 

We back the Schick with an ironclad guarantee and 
sell it on 10 daya’ free trial. Write today for low 
prices and details of this liberal free trial offer. Doit now. 


Jobers and Salesmen Wanted 


DAVENPORT MFG. CO. 


Dept.H DAVENPORT, IOWA 







Books for 
Every 
Purpose 


Ledgers that 
lock and unlock 
in an instant, Post 
Binders that oper- 
ate with a simple 
sliding button, 
Ring Books that 
are masterpieces 
of workmartship, 
utility and dura- 
bility. 

In sizes and 
proportions to 
meet every need. 


Forms to 


Fit the Books 


Over a thousand stock forms to fit the binders—a form te 
meet nearly every business need, from Memo Sheets to big 
Ledger Sheets. All of them are practical, demonstrated helps 
for your everyday work—to be obtained without delay. 

When I first saw the (0053 (LEAF] Catalog, I was looking for 
a convenient wav for our salesmen to carry prices. Today, we 
are using [0058 ((EAF] binders and forms in nearly every de- 
partment of our business. Our records are more elastic, our 
bookkeeping is less expensive, and it is infinitely easier to get 
sheets and binders to meet our needs. Occasionally we have 
special purpose sheets ruled to order, but usually we find what 
we want among noe Pra stock forms. 


All first class stationers sell ==]-P=™ Books and Forms 
Send for Catalog 730 


Irving-Pitt Manufacturing Company 
Largest Loose Leaf Manufacturers in the World. 
Kansas City, Missouri 
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Knives— 
Butcher, Kitchen, &c. 
Poster Bros.’ Butcher, &¢.......30% 
Drawing— 


ar ee — & Co., Nos. 45, 46, 
ee 5&10 % 


2 
©. E. Jennings Folding Handle. .25% 


Jennings & Griffin, —— list, 
“Nos. 4i ead demesaeens 50&10% 
Swan’s Regular Grade, ” No. 1480, 


ee Extra Grade, Se 
‘May and Straw— 
Serrated Edge, per doz. -$5.00@$5.50 


KNOBS— 

Base, 2%-inch, Birch or Maple, . 
Rubber Tip eeee.¢ eeeeee ret $1.7 

Door, Mineral .seceies doz. 80¢ 

Door, Por, Jap’ d.ceciceccscecses 90 

_Door, Por. N ickel. ‘ ” dos. “$2. 25. @ $2.50 


L apDERS—Store, &c.— 
Bicycle Step Ladder Company : 
Ladders, SOG ccvcove $9.00 $12. 50 
Track, © fbiccccvese 15¢ 25¢ 
Myers’ ieibestens Store Ladders. .50% 
Milbradt Mfg. 
Rolling Store Leeder, each $11.00 
and $12.00; Steel Track, 20¢ per 
ft., Wood Track, 15¢ per ft. 


LADLES—Meiting— 











L. & G. Mfg. Co.’s list, vo 
— Plumbers’ eeeeeseeeeeere MOPS— 
LAMPS— Per lb. 
’ Hand ae Common Cotton meaeebenoner > 
Hammer's M. I. sea 6% DG. <cuédrsgubesans cede soltee 
LANTERNS—Tubular— Extra Fine at da rer .19@21¢ 
R. E. Dietz Co., per doz.: Schoener Mfg. Co. : 
oe oa oceee SRO Wringer Mop and eames 
op w rusn, per doz 0 
Little Wisard Short Globes.. 6.25] Without Brush,” per doz....* 8:00 
Funloe aoc csciteceuceeeees 5.30| MOWERS—Lawn— 
2 Bligzard........ ...-- 6.50| NOTE—Net prices are generally 
Buckeye Dash Lamps....... 6.50 | quoted. 
No. 2 Blizzard Dash Wlsues. .10.50| Cheapest, 10-in., $1.80; advance) 
Victor Wagon Lamps....... 8.75 l0¢ for each size. 
Junior Wagon Lamps....... 9.75}| Cheap, tye $2.50; advance 10¢ 
No. 2 Wizard Wagon Lamps .12.00 for each si 
ya digg om Ry p ees - ¥ Grade, “R-in., $3.00; advance 
Reon Deering, Laces... +> tte Aghemnes Ge = 
v ooo sce High Grade..$4.50 4.75 5.00 5.25 
Pioneer Street Lamps. ..88.25 each Supplee- Biddle Hdwe. Co.: 
: ey oo BR tage Ho 
rea me can eeoeeeeees 
LATCHES— Pomepivania ......0c...... 45% 
Door— Pennsylvania, Ir.. Ball “Bearing, 
National Mfg. Co.: 40 % 
Washburn, No, 28, Der doz. . $3.89 .80 
All Steel, No. 29, per doz... 


Richards-Wilcox Mfg. Co.: 
Bull Dog, Heavy. ‘No. 125....40% 


rag gees gg Els 


M ACHINES—Boring— 


Com. Upright, without Augers. .$3.25 
Com. Angulars, without Augers 3.50 


Millers Falls, Nos. 145 and ee 
OE ay a a 
Swan's Improved .......+-- 40&10% 
ice Cutting— 

C. E. Je ‘nnings & Co. : 

TD en ee ese tee 20% 
Washing— 

Nineteen ween Washer Co.: 
Gravity, ea bee pBbookwn $8.00 
ee Se! os eb buceeee soce 8.00 
1900 Standard, e@@....++e+++. 7.00 

MALLETS— 

| Hickory oveedeccecccccevcecce clte 

DENOTED: os ch ce'dcceccsovtes 

Tinners’ Hickory and ‘Apple- 
wood eoeeeeseeeeeeeetes . doz. 504 

MATS—Door— 

Acme Flexible Steel........ 50&10% 

Cary’s Everlasting Flexible Steel, 

60&10 % 

— Steel (W. G. wrens: new 

IESE I Ae ae re -40&10% 

McK inne Mfg. Co.: 

Glen Folding, stock ee. «oii 55% 
Glen Folding, special sizes, per 
sd. ft. net. eevee eeeee ocee eB0¢ 


MiLLS—Coffee, Corn, Etc.— 
a ~ ay Mfg. Co.: 


Bone, Shell and Gorn.... 25&10 % 
Parker’s Ball Bearin Store. wee 
Parker’s Box and Side. cone 0% 


20@25% 


ND 
Wire Nails and Brads. Miscel- 


Trump, No. Tecvecccceess$1.50 AES a. i eve ba oe a 85&10¢ 
ER Cut and thet © oot “tne ee ort. 
LEAD S—Catt Hungarian, inishing, pholster- 
Small, doz., 45 se: $; large, S55@60¢) ers’, &c. See Tacks. 
Horse— 
LEVELS— Jobbers’ Special Brands, 
Kurivorite Fara: Level 80% ber ib., 84 @Uu¢ 
avorite Tm eeeeeeese Picture— 
LIFTERS— 1% 2 2% 3-in. 
Transom— Brass Hd., gro. 50 .70 80 .95 
R. & Becccccccccccccccccccsdh % Plated Bad’ gro., all sizes...+. -804 
LINES— Upholsterers’— 
Wire Clothes, Nos. 18 19 20 Brass wscccescvcces occcccces we llf 
100 feet .ceceeee+$300 2.75 2.60 Peed oo ccccccsvccecs occccce ocLlS 
\: 20 Seed. cossvioaaets. a2 2h Turner & Stanton Co. : ios 
ails, Furniture .......ec-e- 
ny es ees Abd. , .25@30¢| Nails, Matebleather ......... 50% 
Mason Lines, Linen, %-lb. Pla eeeecesene cccpeces 20% 
anny “e eevee veveeeeeeelO¢ 
Sam sane orks NUTS—Biank or Tapped— 
Solid Braided Onin Nos. 0 & = Cold Punched, Plain OF Xs. 
Solid Braided. Masons’....... ei, BF co igaeteabenebpe bite : 
Masons’ Lines, Shade Cord, &c. ; Hot Pressed: OF list 
White Cotton, No. 3 %: 1.50; bbe 3.006 
: 0. ‘ e r4 eeeseeen*e*eeeewnereeneeeeneeee 
} nis, No, 3 x $1.75; No. 4, Hexagon 6 00s ceussevceeneessheee 
$2.25; No. 4%, $2 1B; Linen 
No. 3%, $2.50; No. 4, $3.50; 
No. 4%, $4.50; ® doz.......10% Oaxum— 
Tent and Awning Lines: No. 5, 
Samson Spot Clothes Line: 50 {Jn 50-lb. Bales. er vneee un. 
z.. $7. yi 75 $10.50; .100 See eee ae I9¥4¢ ¢ 
Re... $14. ae an ars. coveccccece 20% 1U. S. Navy.......- ib. Ast 846 
rner anton Co.: SS saath I 4 
Solid “Braided Chalk, Mason’ » oan Plumbers’ Spun “eatin, per o¢ 
Bbc eee TT Rnag| Bole eecceseces anes BOE 
NGG “«seteaneees 
Clothes Lines, White Gotton. - 30% oiL— 
Shade Cord, Cotton or Linen. .20% | Pike Mfg. Co:, Pike Oil........40@% 
nai? gage mag ™ sr “y Cop. Plated menses 
3 ‘ ] ee Opper Piate 
= =. a. — ° ae ae Chace, Brass and Copper........ 
Brass and Rromae.......00..88% % Chace, PES, 56 i cae ae bee 
Sash. &c.— Paragon, Brass and Copper..... .25% 
Ives’ P t: : Paragon, Zinc ......26. stovenessen 
pp, Me ” 20% pe te =, Knes weenewseee oe 
Gravity Metal ie re mer 
out Stone eo Metal Sash, | Malleable Ha a in tone One — 
a ee ‘ 0 7 : ~ 
Window Ventilating ...... ae See: Phong 1. 2 3 4. 50%. a 


LUBRICATORS—Auto Spring— 
Lazarus Mfg. Co., ea. 50¢ less 4% 


P. Wall Mfg. Supnly Co. : 
Spring Bottom Cans. 
80&10&10&10% 





Railroad Oilers..... 70&10&10&5 % 


PIPE— 


OPENERS—Box— 
Morrills No. 1, Doz, $14.50..38344% 


Pack es, a ‘ 
Asbestos, Packing, ick an 
"Rope, any quantity....+++-LI@I18¢ 


Rubber— 
(Fair quality goods.) 
Shook, GC. Je caccesccevces . 13 @ 16¢ 
Sheets GC. Os Secccccccsccge 13@16¢ 
Sheet, Co B.S: os cvevciceccns 14@ 17¢ 
Sheet, Pure Gum..cececeer+42@ 50¢ 
Sheet, Red eee*e sccwcecee of2@50¢ 


Miscellaneous— 
American Packing... oe 844@ 9 ¢ 


Cotton Packing...... l 16@25 ¢ 
Italian Packing...... db. 9@10 ¢ 
| Eee Cee ee lb. 14@ : Vi¢ 
Russia Packing..... lb. 9@10 
PAILS—Galvanized— 

Net, ” ad coven. 

Quarts. . 12 14 
BOGe: : oc cae fi a 2.50 2.75 
Ex. heavy ...-- 3.75 4.00 4.25 
Round Bottom 

Fire Pails, Red 
Painted ...... 285 346 35 

Weill Pails ..... 315 3.50 4.00 

PAINT— 

Dixon’s yee wo gal. 
om. TS 1.75; $1. 1, cats, ond, 
5 . kegs, egs, 
Fe 25 gal. inn © FP ss; 50 
gal. bbis., $1.30. 

Montauk Paint Mfg. Co.: 

Di-mel-ine Aluminum, Enamel, 

Gold and iat sg Paints, 
per gro., $9.60 

Di-mel-ine Stove “Pipe and Screen 

namels, ea. per gro......$9.60 

PANS—Dripping— 


Standard ee 
enone ae ee 
MD cose 


Per taal 35 325 450 


PAPER— 
Buliding Paper, L. C. L.— 
a ete Per Roil. 
Rosin sized ead 500 sq. ft. 
rolls, 36 in. wide. 


ae aera 
30 lbs. ta ae eeeeer 5l¢ 
OP Ge BO. Pic we ccc cnedenss cess 68¢ 
Dearne Felt, 50 Sq. yd. rolls 
6 in. wide, per ton......40. $64 
Roofing, Rubber, see Roofing. 
Flint Paper and Clo * a aa eee 


55% 


Emery Paper and Cloth....... 
25% 


Garnet Paper and Cloth......+. 
Berlin Mills Company: 


Bermico, carloads per ton. ..$35.00 
Less than carloads per ton. .$40.00 


Tarred Felt— 
1-ply, per ton.. no ans sn REDON, o 
2-ply, per GUE. owidecvccéoeves in 5¢ 
3-ply, per roll. ovesccoocegesocs eset 
Slater's Felt, per rolt: 


0-lb. eevee eereveseeeseeeees .70¢ 


40-lb. voteece ceseddececeooenneee 


aa AND MATTOCKS— 
Lis sundeSeseusensve seen 
aan Picks seccosacedl &54 


PINS—Escutcheon— 
Brass snecsedoesescaceeseseseede 


Lead— 
Eastern Prices: 
Lead Pipe, per 100 Ibs...cceeee $1050 
Steel Threaded 
Black Steel Pipe, % to 3 in. 
Galv. Steel Pipe, % to 3 in. 
Vitrified Sewer— 


Standard Pipe and Fittings. 
f. o New York points: 


3 to 24 $B ov wveseveccos §0.sceeltt 
a OR ae Ge cdest Gesacsvesde4 68% 
Soe re ere er 634% 
PENCILS—Carpenter— 
Joseph Dixon Crucible Company: 
Red and Black Framer’s and 
Tortoise Finish, per gross. .$4.87 
Polished Cedar, per gross....$2.78 


PLANES AND PLANE IRONS 
Wood Planes— 


Bench, first qual...... «+ 30@I0&5¢ 
Rench: second qual....... 40@40E& 54 
M olding bo aN ncae dds » 25@25&54 


Plane Ritetied 





Wood Bench Plane Irons.30@30&5¢ 





Enameled ......... 


PLIERS AND NIPPERS— 


Button Pliers, per doz. 
6 9 10 12m 
$2.00 $2.50 $3.50 $3.55 $3.95. .$5.00 
Gas Burner, per doz., 4 in., $1. = 
$1.75; 6 in., $1. 9581.9 
Gas Pipe ‘ 
” $2. $s $3. 5 3. 95 4 50 


Pexto No. 30 per doz. : 
, 


‘ 8 9'in. 

7.05 7.95 10.00 11.75 17,65 

| PLUGS—Spark— 

Champion Spark Plug Co.: ach 
Priming & M. C. Priming beee 62¢ 
Reguiar & Reg. Long.........40¢ 
Overland & gt lt pececeee 
Ford, nS atin bale pov cneracreetee 

Emil Grossman M’f’g. Co.: 
Combination, Oi AR CO a 
Ss DI a ee ae 65¢ 
Platinum Point. Mictibbeansos ¢ 
SU a a te ne T5¢ 
Cabinet No. 50, with plugs, ea. ‘ 

24.63 
Cabinet No. 100, with on 

53.13 
Standard, less than 100, ea... .45¢ 

A. R. Mosler & Co.: 

Display Cabinet, 54 Plugs and 
6 es boat ok a 
Spit-fire, Platinum Point, ea. 
Vesuvius hi ne a Oa oo 
myeoeerels, Mica or Mica Stone” 
ESP ee ee 45¢ 
apace. Ford Special...... - -30¢ 
Sharp Plug Co.: 
harp Primer, Mica Core..... 85¢ 
Firefly Primer, Mica Core....85¢ 
Sharp, regular, Mica Core.... 5¢ 
Mica, Ford Special............ 3¢ 
Mica, Indian M/C Special..... 37¢ 
0 See eae 38¢ 
Porcelain, Pn Seana eh éacdke 33¢ 
eS Peers 22¢ 
Porcelain, Kopper King........ 65¢ 
Silvex Co.: 


Bethlehem, 5 pt.......... 55 
Regular %, % + Metric, Ford, 
Overland & Buick Special, 


ea. 55¢ 
a poanasen %H& 4 _ 
babe Ob nd bbe ees 60 
Mica-Pore, Insul. % in. iietite, 4 
Display en stocking ed sound 
and 6 co Pe an . $20.60 
Extra come (end dka bendas ys 30c 


PLUMBS AND LEVELS— 
Athol Machine +. 
Carpenter’s and Machinists’ Iron 
Plumbers’, Pocket i 
PLUGS—Basin— 


The Durst Mfg. Co.: 
ee. oe nn all sizes, 


per é oz. $nh0 0098660540606 
Dumaco Suction Sink sic 
pers, per d0Z....... 


POINTS—Glaziers— 


Bulk and 1-lb. papers........lb. 10¢ 
Se GOOUTS c00e 6ncnescceecsth J 
Wa-lb. PEPETS cccccccccccccce elt, 12¢ 


POLISH—Metal— 
Black Silk Stove Polish Works: 


6 oz. metal polish, No. dos 
- $1.00 
1 pt. metal polish, No. oO 
doz. 2.25 
1 qt. metal polish, No. Bo, . 
oz. $3.75 
% gal. metal polish, Ne “50. 
oz. $7.00 
1 gal. metal polish, No. 50. 
@ doz. $12.00 
Stove— 
Jos. Dixon Crucible Co. : 
Joseph Dixon ......... . $5.00 
Dixon’s Plumbago een “a s 8¢ 
DED sav cus bba&kts we 8 gr. $2.50 
SE ip tin dines vewaes c P er. $4.00 
ee ea ee F gr. $3.50 
Se ee: ‘ecdaoesean ae 8 gr. $3.50 


Black Silk Stove Polish Works: 
5 oz. cans, paste, No. 5.4 doz.$0.75 
1% Ib can, paste, No. 10.8 doz.$1.00 
1 ™ can, paste, No. 15.8 doz.$2.00 
5 ID can, paste, No. _ PB can.$0.70 
6 oz. can iquid, No ® doz.$0.75 
¥% pt. can, liquid, No. %. P doz.$1.00 
1 pt. can, liquid, No. 12.9 doz. ane 
% pt. air drying enamel, No. 
Bad ee: 25 


POPPE RS—Corn— 


1 qt. Square...doz. $0.75; gro. $8.00 
: qt. Round. ..doz. $0.80; gro. $9.00 

% at. Square. doz. $1.00; gro. $11.00 
2 at. Square. ..doz. $1.40; gro. $13.50 


POTS—Giue— 


een) 


Tinned and Turned. ere . | 
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mie" << PHTADELPHIA” = 
VANADIUM CRUCIBLE STEEL BLADES , 
Nearly a Half-Century Doing ONE Thing WELL 


For nearly a_ half-century we have manufactured 
genuine PHILADELPHIA Lawn Mowers guided by a 
standard for excellence and service. Today the same 
HIGH standards of workmanship and materials are 
resolutely maintained in the manufacture of genuine 
PHILADELPHIA Lawn Mowers. 

OUR LEADERSHIP REMAINS UNCHALLENGED. 


| PHILADELPHIA Roller Bearings are a distinctive 
Case and cage of improvement over OLD STYLE BALL BEARINGS. 


Po gag mag Bee For full information, send for catalog. 


renee” "THE PHILADELPHIA LAWN MOWER CO. 


“INDEPENDENCE” “GRAHAM” all Steel. 
“OVERBROOK”? 3ist & Chestnut Sts., Philadelphia, Pa., U.S.A. Practically tndestructible. 
















































; “BY-GUM- 
Selling Points AGRAM” 
! (o Gum 
Galore! Hands Up! ‘® 
You can’t help getting 
—— — os Scythes 
u asy justable 
ne Cultivator. It rs — 
as selling points galore or Sane 
a that make it = 
an absolute necessity to “ ” 
a gardener as soon as SOLD UP 
he lays his eyes on it. means some 
demand, some 
Adjustability is its big- demand means 


gest advantage though. 
By loosening two wing 
nuts its width can be 
varied from 7” to 18”. 
Turn thumb nut and 


good scythes to 
buy for 1917. 


Orders accept- 


the center tooth can be ed yet for 
removed. Little Giant | c = 
Want to hear more Grass Hooks, — Uy" 
about it? Brooks’ Corn 
Hooks and 

The Pull Easy Earle's Corn 

Mf Co. Knives. | 

g. HORATIO S. EARLE 
121 Barstow St. Sales Manager 


Waukesha, Wis. 





NORTH WAYNE TOOL CO. 
HALLOWELL, MAINE 


Sales Office: 1408-9 Ford Building 
DETROIT, MICH. 


Send for our 
special spring 
dealers’ propo- 
sition. 









































“W & B” LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 

Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hardware 
Merchants. 


Send for catalog and literature showing the line in colors 


THE WHITMAN & BARNES MANUFACTURING COMPANY 


Established 61 Years 


GENERAL OFFICES - AKRON, OHIO 


New York Office and Store, 64 Reade Street. Canadian Factory and Office, St. Catharines, Ontario. 
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POWDER— 

Black Sporting: 
Kegs (25 Ib.). 1.02004 +$8.50 
Half Kegs, Oi lb. ). -$4.50 
eet egs (6% Ib.). .$2.35 

anisters, pounds....+.+.39¢ 

Canisters, yy pound. ton ar 
Canisters, % pound.....1 
Biack Blasting, 25 ib. kege 


OY} 02 guNn0ISIG 
SOI ‘appsy 


: | 


NOTE.—Prices vary according t 
territory. 


PRESSES— 
Athol Machine Co. 3 
Domestic eevee spbewetacesoene 
Enterprise Mfg. Co., Fruit, Wie 
and Jelly «..-ccesseccces 0 


R aviIATORS—Automoblie— 


[Livingston Radiator & Mig. Co. : 


Livingston Ford Type 
Combination with streamline hood, 


black enamel finis saves 00 
Pointed Front, brass. Jaman 40. 
Points Front, German silver. 45. 
Straight Front, brass....... 35 


Straight Front, German silver 40. 00 


AilL— 
see Track, Barn Door, &c. 


Reeve ee 
John H. Best 
Portable eee Whip Display, 
se No. 1, with Display Shelf. 
$12.00 No. 2, without Display 
Shelf, $10. 00. 


RASPS—Horse— 
Delta 


ereeevee eee eee eee 70% 

Metter BEES. .ceccecces 15 @ T5410 % 
Nicholson 70&10@75% 
L. Cooper, rest 18 in. slim, per 


Ww. 
doz., $4.50@$4. 


eer erevneeeneeene 


ROPE— 
Per Pound. 
Eastern, Retail Trade, 
Manila, % in. diam, 
Highest Grade eee*®eeeeeeeeeee 
2060S GIGEE. 60 cee msccéncecesedte 
Hardware Grade ..cesseveeeelS¢ 
Sisal, ¥% in. diam. and larger; 
H ighest Grade 
Second Grade 0:6 oi b> 3 vines 10% 
Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
First quality ......- cooee LOY? 
Sisal, 7 pan 4 Medium "Lath Yarn: 
First quality POT TeTTTT TTC. st. 
Cotton Rope 
Best 5-16-in. and larger......+.18¢ 
Medium, 5-16-in. and larger, 


Per ib. 
and larger; 


6¢ 
Common, 5/16-in. and larger, 


In coils, YaF advance. 
ts 2 he at © 
, Y-in. And UP ceccses gh sy 


eeeeeee ener rise 


ge Be 


Wire Rope— 
Geeeneees : .s ccendeccdeees costae 





wees No. Se i og 
eee eeeeeeeneeeeeeeee « 0 
Morrill's Pocket, Jap'd, $16.00.33 % %| REEL sS—Hose— Bre ae deoet Ws -anvessoeies a 
Morrill’s Pocket Nickeled, $20.00 B a 7 eMac 
Per dOZ. -cecvccccecseseses % % | Specialty Mfg. Co. : TIGNE LTOM seseccccevetenes & 
Detachable” Handy Speco... .30&5% RUBBER 
Handy Hose Rack and Carrier. = 
Lazarus Mfg. Co.: 

: 50K25 % Repair Rubber, per Ib, . 75. 
PRIMERS— REFRIGERATORS— Less 30% 
All Nos. i100 ‘in BO%. ones $2.00, 10¢| Grand Rapids Refrigerator Co. : RULES— 

Leonard Cleanable One- Piece PG CED “6's 66.45% aneee a ae .2555 @ 30% 
All Nos, 250 in b0%. +++ +++ $2.00, 15% colain Lined ...ccccccccececs 60% |E. P. Johnson Rule "Mfg. Co. 
Carload lots extra....... 002+ 10% .") doz 
; 7 —_ Civccedes seees ——e 
Ss a S n. No. 45 eeeeee eeee ee .00 
PULLER Nail, Ete. REGISTER 6 in. No. 46, Case...cccccece 75 
—" s falls, No. 8, doz..s. 7 5} Japanned, Electroplated and 12 in. No. 45, Case..ccccce 1.00 
ee ‘aeeee 735 ronzed - ceen en éh ene outage Johnson Slide Rule......... 18.00 
Morrill’ a 1, Natl Puller, Gos. White Porcelain Enameled...... . 
Dh -Aehuesetbuhadeo a's ¥ 1s %1 Solid Brass or Bronze eanae Oe Se endin. a <. ao Le % 
Pearson clone Spike pale, a. SE Baer si Y% 
each, 2 Tuabcuppciasbol %| REVOLVERS— “ Handy Shrinkage. i éo-cé-conna eee 
Single Action. .cescsccccvccess 1.05| Lufkin’s Steel ....-seeseee+++-50% 
Double Action, except 44 cal.. - Ss 35 Lufkin’s Lumber pasdconesvecants 
Double Action, 44 caliber...... $1.50 
PULLEYS—Single Wheel— sunematee PP ee nn ee ae = Saws- 

‘ } I i cas oh ee.ened . . ss 
Awning or Tackle, Jap’d. 09 Iver Johnson Safety Automatic Ham- > 2 sao & Co.: - 
Awning or Tackle, Gal...... 40&25%1 mer, $6.00. Hammerless, .00; BECUIAE 8 ceccecceces - 50% 
Hay Fork, Swivel or Solid Eye, I. J. Model 1900 Double Action, —— ties end eras ns "50 @50810 % 

40 & 254 $3.00; Iver Johnson Champion eg Cuts SAWS soccccccoecs 50 — To 
aes FIOUSE ccccccccccececses 1140255 Single Barrel Shot Guns, $6.00@ One-Man y AR, “Cuti: Ae aii "an% 
@ eeeeeeweeeeeen ee eee eeeene . . Narrow Cross Cut 3: pee TS 
Hand, Rip and Panel...... 35&5 % 
Sash Pulleys— RIDDLES—Hardware Grade— Muay a See coves coat 
; * . ulay, | n Perey 
F Ss R d 16 i” eeeeeeeneee per doz. $3.00 @ $3.25 ood Saws ‘ i tell, ain ee 40&10% 
Common Frame; ene oF See _  SOpergee per doz. $3.25@$3.50| o, ie. Jennings & Co.: 
E al ccciccewefO2Iel 12 in........ --Per dog. $3.50@$3.75| Back Saws sseseeesseeseess «25% 
Niagara Falls Metal Stamping Works:| For Galvanized, add $1.50 per doz. mater TAME ccccccceucesnes 30.% 
WIRBRER ccccecccessese ooee-BD5% Compass and Key Hole eee 25% 
Tackle Blocks—See Blocks. RINGS AND RINGERS— cheng hac Saws....++- ; . on % 
wun iat 173 3 inch,| Wood Saw sisiice gl. Bie ta 40% 
Steel ++..0+4.$0.70 0.75 030 dos Mint hi eee ee 
PUMPS— C opper cece o ome 10 1. 35 1. 65 doz. Butcher Saw Blades: 
Cistern eeeeeeeeeaeeeeeeeeeeeeee 50: Aluminum... 3 and es ers— P ae ce eo” itt in. 
Pitcher, Spout ...... JO875E 105 9 g g cee oe - 2.00 
Hill's Rings, per gro. boxes, Simonds Mfg. Company: : 
Wood Pumps, Tubing, ey 50% $4. 25 Qs. 50; per doz. Ciremine BAS «6 cc ccccccttecs 50% 
Goulds Mfg. Co.: a woe e 35 @40¢ Bay State Cross Cut Saws... .40% 
Double-Acting Thresher Tank .$5.60 Hill's g WE aa Gray Iron, doz., Crescent Ground Cross Cut Saws, 
Diaphragm No, 3, Side —. . . @60¢ . a ea . 40% 
: ’ nserte oint DWE. 0000000. 00% 
Spraying Fig. 1129 and White- Hill’s Ringers, Maileable Irom, 75 @gs¢) Qne-Man Cross Nn certs 40 % 
washing ......... Keddenat $3.00 Blair's Rinos.. ber ore. $5, @$5. 50 aay oo —_ Sa sa ‘ oe % 
- a9 ang ulay a rag 
pe eit Force and Litt; |Blair’s Ringers....per doz., 65@70¢ Ee bree. 50 % 

Cistern and Well; House; D OLDER OT ee, ee aaate 

Windmill; . Cog Gear Handle: 4 R | NGS AN H S Back Saws eeeee eee -25@25&10 % 

Pump Stands; Hydro-Pnea- |€. T. Williamson Wire Novelty Co.:| Butcher Saws .......: 3 @35&10 % 

matic Bulldozer Power; Hand Key Rings and Holders, No. 02. Hand Saws ........-. 25 @25&10% 

and Power | Spray; wees Ks FEB AO occ ccccccvcs 40% icsu thie ole. «25 25510 

Porce and Lift.....ccccess 50% : eX ya 

Thresher Tank—Myers Century RIVETS— WOOO ORD, +o 0 2s UU g.0 0 ye % % 
and Faultless w own Copper Rivets and Burrs....20&254 uck— 

Tank, Plain and Cog ‘Gene Tinners’ and Miscellaneous Red, St’d Brac’, per dos... .. $4.25 

Handle, new list.......... 50% TS ek SERRE EIT 60&65¢4| Red, D’ble Brace, per doz..... $5.00 

Structural, base, 34-in. Plain Frame, per dog......+. 50¢ less 
a “ 
larger, large lots .... mi @$3.50 tack Saw Blades and Frames— 


Pump Leathers— 


Piunger Leather, Crimped, per doz.: 
Cylinder Diam, 


Inch 2 2% 24 2% 3 
se lH sine 
3% 3% 3%, 
110 145 4170 #£«41.90 
Not Ci eee: 
Inch 2 2% 2% 2% 3 
35¢ 45¢ SOG S5¢ OE 
3% 3u% 4 44 
65¢ 75¢ 85¢ 41.50 
~— gener i ay, P ; 
nc 4, 
sie Ot Fhe BE «908 
3% 3% 4 
1.10 140 1.70 
PUNCHES— 
a or Drive, good full B oan 
Sent umeiE ae Sea $1.00 
10@i12 eeeeeeeeeeeeeeeee $1.10 @$1.25 
Half polish ..csesseeserees: 10¢ less 
Spring, single tube, good qual- 

TP nw panos 006 0besenevcecss ee $1.85 
pte A @ tubes). PES doz $4.00 
—, =n Co.’s Cast Steel 
Morrill’s ‘No. 1, Doz. Dos. $12. 00. .33 1% % 

Hercules, 1 1, Dos. $4.00. 


%% 


Boiler, cone head, base, %- 
and larger, large lots. $3. 35@3.50 
Bifurcated and Tubular— 
Assorted in Pasteboard Boxes. 


Bifurcated, per dozen boxes, 50 
count, 40@45c, 100 count, 50@ 
63¢. 

ROLLERS—Stay— 

SE 6s: sebncseneuse cevetacs 50% 


National Mfg. Co.: 
Barn Door Stays, No. 18, @ doz.. 
$1.00 
Richards-Wileox Mfg. Co.: 
and Reversible — 





Handy Adj. 
DE hese de os ovbe Cancbawect ) 
0 “K. Adj. and Reversible No 
ESR rs 50% 
Lag Screw, Nos. 55 and 57...50% 
Underwriters’, Nos. 59, 60....50% 
Favorite, Pe Ble victsaweens 50% 
ROOFING— 
Roofing, Rubber, 108 Sq. ft. rolls, 
32 in. wide, per roll: 
First Ovality 
1 ply—35 Ib. rolls. .....2... $1.15 
2 ply—45 Ib. rolls... cece 1.3: 
3 ply—55 Ib. rolls... ...006: 1.55 
Second Ouality 
1 ply—3 Ib. rolls... .ccceees $7.00 
2 ply —45 Ib. rolls... 1.2.45. 1.2 
3 ply—S55 Ib. rolls...... 1.40 





0 Be. 
Richards- Wilcox Mfg. Co.. 


OC. E. Jennings & Co. 
Hack Saw Taman. Nos. 175, 
SS PRA eae &7 1, % 
Hack Saws, Nos. 175, 180, com- 
SSS ee aPC a Oe RE &7 4 % 
ieoed Head ‘Hack Saw Blades. f 
25 % 
Arrow Head Hack Saw Frames. 
408&7 1, % 
Goodell’s Hack Saw Blades. .40&10% 
Simonds’ Saws, 40%; Bay State, 
gl aw. 35%; Hack Saw 
I 0 Nn gig we ee wa oreo 50 % 
Millers ‘Falis Co. : 
neh 6 8 9 
Per gro. ' $3. ~~, $3.90 $4.08 $4.51 
BS say 11 ee | 
Per gro $4.03 ) $5.38 $5.8 
Saws, Pruning— 
Simonds Mfg. Co....... 25@25&10% 
croll— 
Rogers, complete, $3.75 and $4.10. 
SCALES— 
Chatillon’s: 
Eureka tte eeeeeeeeneen eens 25% 
TED c0t pene obo ed ee 66068 % 
Grocers’ Trip ‘Scales vieadekte 50% 
Jacobs Bros. Co., Inc. 
Portable Platform “and Union 
SRE SO a Stes, oe 50% 
SCRAPERS—Foot— 


National Mfg. Co., per doz 
No. 61. Self Cleaner, ay No. 62. 


Toright. 
. 40&10% 


18¢} Hand, 


ee a rere Hand— 
Bench, Iron $3.00@ 
$3.15; 11 ‘% $f. 30: i "4. 35. 

OREM, WOObs <cccocececs 0@20&104 
Wood..... 70&10@70&10& 104 
Coach, Lag and Hand Rail— 

Lag, Cont. Piette incncssoccdeed 
Coach, Gimlet Point. vanccebeotan 
Jack Screws— 

Standarc¢ List eeeee eoeeevesese 45% 
Machine— 
Cut Thread, Iron, 
Flat Head or Round Head, 
50@ 506 106108 
Filister Head . 40% 


rass: 
Flat Head or Round Hea 
Wan 108106 
Peter MeGe- ci cccdccetsstsess 5 
Rolled Thread, F. "H. or 
eS re <éo@os-0e 
Filister Head Iron. -thbbawsens 
F. H. or R. H., Brass, Nos 
2g 3 AS Sie ee se 50@ 50& 104 
Filister Head Brass...eceeee+ -50% 
Set and Cap— 
Set (Iron).. seeconnesl 
Set (Steel) ‘net advance over 


SPOR. esses ecoececceceteccecoescdt 
Sq. Hd, Cap Sninersecienetemenne eas 
Hex. Hd. Cap..... coccccccccce OOS 
Fillister Hd. eb aeetcecseecceie 


ood— 

List une 23, 1903. 
Flat Head, Iron . 
Round Head, I[ronm.cecceces:s 
Flat Head, Brass..... bees 
Round Head, | } 
Flat Head, Bronze....-+ ne 524% 
Round Head, po) eee 50¢ 
Drive Screws sees. . -871%4@24% 


SCYTHES— 
Plain, 
h 


POCOL*OL S0sx 


yt doz. 
Grass, Cutting Edge Pol- 
oS Bpaaipmept tne aig 1403 « $6.75 @ $7.00 
Clipper, Bronzed Web. . .$7.00@$7.25 
Solu Steel, Web and Backs Pol- 
PE cstuthi on cieeane $7.50 @ $7.75 
Bush, Weed and rece = 
Painted 7.50 @ $7.75 
Grain, Painted, Cutting Lidge 
Polished 00 @S9.25 
Clipper Grain, Bronze iv 
$9. 25@$9. 50 


SEEDERS—Cherry— 
Enterprise .. cocccseeerl% 


Minterpris® ccccccccccce oe + -25@30% 


SETS—Awl and Tool— 
— - Falls To ol ww per 
os. 1, $9.45; 4, $9.20; 
5. “$11. $5; 6, 95.7 3D. 
Cellar Window— 


National Mfg. Co., No. 70 Cellar 
Window Sets, No. 70 Galvanized, 
$1.00 


W GOB. ccovccccccccece coccce 
Nail— 
fo eee ee TT ore 
Swan’s, Knurled, ® gro.......$8.00 
_ Rivet— 
Regular list......+- TTT TTT TTT... 
Sa 
Morrill’s No. . O. ‘S. = doz. 00 
nh Be ae Gs 3b nek aes« cme 00 Tes 
Nos. 10, 11, 95, ® doz 12°50 nd 
Special, @ doz.......... 13. aR 
Nos. 3 and 4 Cross Cut, PS} 
oz. .16.50 
Bees Gs WH GB ccccesoese 24.00 


SHARPENERS—Knife— 
E. P. Johnson Rule Mfg. Co.: 


Johnson Reel Knife Sharpener, 
a ah ees ha ead 6b 608 oO) 4.0 
Strops for Sharpeners, per doz., 
$1.20 
Pn, ar Gi. . pecncesabens $2.00 
Pike Mfg. Co.: 
Fast Cut Pocket Knife 
Re eS: $1 
Mounted Kitchen Sand 
Sto ne, P doz beseesveevees $1. 20 [oe] 
Natural Grit tenses Knife re) 
Hones, an 
Quicke ut eaay " Carving 32 


- $1.20 
. $3.00 


Knife Hones, # doz.. 
Crystolon Knife, en) doz. 


Crystolon Octagonal, per 
eer rr re $6.00 
Kanthre ak. ® doz...... $6. 
Quick Edge Sapgaed —- 
Hones, ®@ doz........$2.40 
SHAVERS—Beef— 
Enterprise Mfg. Co.........25&30% 
SHAVES—Spoke— 
 pcvévs dows ebthows .»+-dos. $1.50 
em 6.55 dhe eee be doz. $2.25 
Millers Fal's Co., Nos. << $7.35 ; 


2. $9. 85 net. 
rene —— 


9 in. 
eeeee-$16.00 18.00 20.00 gro. 


Best 

eee $13.00 15.00 17.00 gro. 

Cheap .... $5.00 6.00 7.00 gro. 
Straight Trimmers, &c.: 

Best Ouality Jap..... - 7010810 
Rest Quality Nickel.. yori ee 
Tailors’ Shears..... 40@40E&10 
fruninen 
Pexto No. R 70, per doz., $7.50; No. 
50, $3.50: No. 60, $4.65 ; No. R 

85, $11.50. 
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A Treasure Chest Full of Money 


Is what a Hatfield in your 
window means to you 


H. Bakalar & Co. reports making $10.00 to $12.00 a day. 
Metropolitan Razor Sharpening Co., $8.00 to $9.00 a day. A. 
Rooder reports $7.00 to $8.00 a day. A. Bakalar reports $6.00 
to $7.00 a day. 

You can do as well. Resharpening Safety Razor Blades is 
a most profitable business. The Hatfield will help you pay 


your rent. 








buy a Hatfield and get in the game, Mr. Clerk, and make 
4-Blade Machine..... $165.00 a won Be salary in two days. 50,000,000 blades are made 
6-Blade Machine..... $185.00 every year. 
12-Blade Machine..... $250.00 Razor Blades are here to stay. 
18-Blade Machine..... $250 00 The Hatfield sharpens Safety and Jack Razors, all makes— 
24-Blade Machine..... $450.00 scissors—shears—knives—and other small edged tools per- 
fectly. 
The Hatfield Midget for Razors, d full information. 
Clippers ere, | Scissors an 1 Geico Write for catalogue an u 
a 48 F k li Street, 
! HYFIELD MFG. COMPANY, #2. 5.20", &S% 


mer pn if you like. 




















ATLAS OVER 
10-Cent Fly Swatter ae AAQU my 


“Swat the Fly” crusades are spreading. The com- 
ing season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 

y Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are LILILLLLLLLZIZZ 7p 


made of the best wire cloth LEE =z 

with a copper finished. handle. - a> . NON y ‘ 

The 1o-ct. Swatter shown 

has an extra long handle— _— 

10 ins. It is very neatly and 

securely bound with soft green 

felt—cannot mar the finest fur- 

niture. Especially adapted for 

ges or drawing room use. 
e have made it extra strong 


and flexible—will outlast any 
now on the market. 








The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 








Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


| THE WiRE Goops COMPANY 
ed Atlas Mf ge: Co. Worcester. Massachusetts USA 








New Haven Conn. 























Corrugated Joint Fasteners 


MAKE TIGHT, FIRM JOINTS 





3% x5 Parallel Saw Edge Suiaines _ Plain 
Saw-Tooth ge % x5 Parallel Plain 
Edge Fasteners : 





PACKED IN CARTONS OF 100-250-500-1000 
Write for Samples and Prices. | 4 x4 Divergent Plain 





%x5 Divergent Saw Edge 


ACME STEEL GOODS CO.,, manutacturers 2840 Archer Ave., Chicago 


NEW YORK CITY, 151 Lafayette St. SAN FRANCISCO, CAL., 310 California St. ATLANTA, GA., 10-14 Tift St. 
LOS ANGELES, CAL., M. E. Canfield Co. J. E. Beauchamp Co., Montreal, Que., Canadian Representative 
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Tinners’ Snips— SNAPS—Harness— STEELYARDS— T 

- ACKS, FINISHING NAILS, 
Nemes pref a ea a aes ae German oeeeeeveesee +++ 40&10@505| Peck, Stow & Wilcox Co..30@30&5% | ~ 50, Nails......+++++:- per Ib. 38¢ 
Jennings & Griffin Mfg. Co.’s 6% National Safety Snap Co.: Copper Tacks .....ss0+--. per lb. 40¢ 
to 10 in sh io wae 002 - D0% Trunk Nails, &...ce0e. 30& 10 @ 404 

Pexto Original steerer eeeeeeeee .30% ememmags, e gro. STITCH ERS— 8 also Nails. Wire 
P. S. & W. Samson......++2-.90% Inch 2. % % ys Skinner Co.: ” / : 
R. & E. oeeeeeveeen eee ee eeeeeee 50% 5 “i $4. 50 2 90 $24. 75 $47. 60 

Sliding Shutter— Round Eye..$2.00 3.80 3.33 Thumb— 
ee cok cbeen ccccee O% Soliched Thumb eee Display As- 
’ Ree ea STOCKS AND DIES— sortment No. 22......ccceeeo+$%.00 


SHELLS—Brass, Empty— 
Remington Arms- Union Metallic 
Cartridge Co. : 
First Quality, all gauges......55% 
Club, 10 and 12 gauge....... 60 % 
Paper—Empty— 
Peters Cartridge Co.: 
League, 10 and 12 gauge... .15&5% 
League, 16 and 20 gauge. -10&5 Yo 
Target and High Gun....... 10&5 % 
Ideal and Premier........... 25% 
Remington Arms- Union Metallic 
Cartridge Co.: 
Arrow, 10, 12, 16 and 20 gauge, 


(J 
* Club, 10, 12 16 and ll 
Mew Oleb, 16 and 12 gaune..15% 
New Club, 14, 16 and 20 gauge. x 


Shells, Loaded— : 


Loaded with Black Powder...... 30% 
Loaded with Smokeless Powder, 
MEUM AGIGGE ..ccesecccececs 35% 
Loaded with Smokeless Powder, 
DE BEES co ccccdvescevves 40& 104 
Loaded with Smokeless Powder, 
MID  GONGE nw ccccsccccccesesess 


Peters Cartridge Co.: 


League, Black Powder...... 30&5 % 
Referee, Semi-Smokeless ...39&5% 
——— and High Gun, Smoke- 





“eeeeeeevneeeeneeeeeeenee 


les 40% 
Ideal and Premier......40&10&5% 


Remington Arms-Union Metallic 
Cartridge Co.: 
New Club Black Powders..... 380% 
Nitro Club, Smokeless re 
Arrow, Smokeless Powders. “ 
40&10 % 


SHOES—Horse, Mule, Etc.— 


F.0.b, Pittsburgh: 
Trom .cccccteccccee Per keg, $4.05 


Steel .cccccccceceee Per keg, $4.05 

SHOT— 
25-lb. bag. 

Drop, up to B......+0+. joooue $2.00 
Drop, B and larger. Sbabeées oe0s ae 

P< .e5¢snacepebewekun ts cts aan 
c hilled *enereeeneeees eeenreeeee eee 2.50 
Dust “*eeeeeenrteeree e*eneeeeeeee eee 
SHOVELS, SCOOPS AND 

SPADES— 

Pian Back and Back Strap. 

Parad MONE oo os csecetssts 45& 104 

Besos. OVGEG «iss iksscten 


45&5% 
Third and Fourth grade 42 E5K 
Hollow Back. 


First grade ..... rye o- -45&104 
Second gradé ....0..0.:: 45&5% 4% 
gp eer 45&5 44% 
Fourth grade ......s0.+. 45E5144 


Snow Shovels— 


Long Handle, steel blade .$2.50@$4.00 
Wood and Mall, D Handle 
$3.00 @$3.25 


SIEVES AND SIFTERS— 


Ilunter’s Imitation, per doz... .$0.75 
llnnter’s Genuine, per doz... .$1.00 
Sieves, Seamless, Metaltic— 

Per dozen. 
SS SMO rsmee 16 18 20 
Tron Wire ...$1.05 1.05 1.10 1.20 
Tinned Wire ..$1.25 1.25 1.25 1.65 


Sieves, Wooden so 
Nested, 10, 11 and 12 Inc 


Mesh 18, "Nested..... doz.$0. ee. 95 
Mesh 20, Nested..... doz.$1.00@1.05 
Mesh 24, Nested..... doz.$1.40@ 1.50 


SINKS—Cast fIron— 


Painted, Standard Kist: 
12 x 12 to 22 x 36 in... .50&10@604 
20 x 24 to 24 x 50 im...... 
24 « 60 to 24 x 120 in... .25&1@304 


Steel— 
Steel Sinks, L. & G. list....... 40% 
SKEINS—Wagon— | 
Cast Iron ee eeee seeseeceee OO@65SE 


BE: Vinnoudawenee te oeseee J0@I54 


Niagara Falls Metal Stamping Works: 
Niagara Harness and Rope....40% 


SNATHS— 


Grass Scythe, per doz... .$5.50@7.00 
Sh, per doz...... oes +$6.00 @7.50 


SNIPS—Tinners— 
See Shears. 


SOAP— 


Harris Oil Co.: 


Motorcar Soap, bbls. and % 
bbls. per Ib., 12¢; 25 Ib. tins, 
$3.75; 10 ib. tins, $1.75; 5 
Ib. tins, $1.00 each less 3314 % 


SPOONS AND FORKS— 
Silver Plated— 


Good Quality ...... . 50&10 @60&5% 
PE “enb suds cneernceses 60 @ 60& 104 


Miscellaneous— 


@iGerman Silver .....+.+.. 50& 10 @ 60% 


Tinned lron— 


TE vcneeneetéwes ber gro., 65@75¢ 
TOES cexvece’ per gro., $1. 25@$1. 35 


SPRINGS—Door— 

Chicago Spring Butt Co.: 
Eee 40% 
Reliance (Coil) ..... 9600 6ees 40% 


Carriage, Wagon, Etc.— 


1% in. and larger: Per 100 ib. 
See $5.59 @ $6.00 
eel Pacaeete’ cou assceee $5.50 @ $6.00 
Brig $6.50 @ $7.00 


Painted oo Springs 

1% x in....-.per pair 57@60¢ 
14s 5 rd x6 nenececes’ per pair 60@65¢ 
1Y%a © 3 ¥ 28...000-.fer pair W@I5¢ 


SPRINKLERS—Lawn— 


NO i eae 25@30% 
Stuber & Kuck; per ” doz., Nos. 1, 
$5.40; 2, $3.80; 3, $2.50. 


SQUARES— 
Nickel Plated Steel and Iron, 
50 @50& 104 
Rosewood Hdl, Try Square and 
SE uine'ao eb Banc udaures -554 
Iron Hdl. Try Squares and T- 
ST. Avecbict Wbhs o0ke escent 354 
Athol Machine Co. : 
= ca ciembhne ss ae 40&10% 
Dl s6h0k bawae ca eae 50@50&10% 
R ‘c E. Mfg. Co., Steel ——. 
60&10 % 
SQUEEZERS—Lemon— 
Wood Porcelain Linece: 
BG Kescte Tite oo + -402., oe 
Good Gradé .....ceerres doz 
Te BUOO  cvaceciéises $1. asl 25 


Iron, Porcelain Lined 


doz., $1.75@2.00 


STALLS—Cattle— 
Hunt-Helm-Ferris Co.: 
Star, Steel ........ eeecesss 20% 
STANCHIONS—Cattie— 
Hunt, Helm, Ferris & Co.: 
FRESE ELSES <ouve one 
STAPLES— 
Barbed Tita. .oé oc cv sve overs 80& 104 
ENE 5 5 oS ene cbeas 75&10&5¢ 


Fence Staples, es $2.10; 
Galvanized. .$2.95 f.o. ‘b. Pittsburgh 


vltry Netting Staples, 
In bulk, 5¢ 


STEELS—Butchers’— 





Dick’s see ee eeeP cee eeneeeeeee . 
Pee NL weasedeccvcesass 25% 





Blacksmith’s Stocks and es, 


0@ 505104 
Hand Taps ...... cease dee ya 60& 104 
TEPET TORE cccccccccccess. MOS 
STONES—Axe— 
Pike Mfg. Co., Axe Stones (all 
DT casteenndneee sé same 33 44 % 


Stones, Oil, &c.— 


Pike Mfg. Co., 1914 list: each 
Hard Arkansas, Soft Arkansas, , 
Lily White Washita, Rosy 
Red Washita, and No. 
Washita Slips, Stones, Pen- 
knife Pieces, Etc. 

India Oilstones, Crystolon 
Stones, Quickcut ay. Co- S 
rundum, No. 1 Regular Hin- 
dostan, No. 1 Small Hin- 
dostan, Turkey Oilstones and 
Queer Creek Oilstones, Pen- 
knife Pieces, etc., Sandstone 
and Miscellaneous Goods. 


% EE 








Scythe Stones— 
Per gro. | 


Pike Mfg. Co. 
Black bceemend 8. 


White Mountain 8. a 
Green Mountain §S. 8S. 
Extra Indian Pond, : 

8. 


FRAP mt pnt 


MONI Ito} 


S S$Sssssssszusss: 


No. 1 Indian Pond 
No. 2 Indian Pond 
Leader Red End 8. -~ 
uick Cut Emery.. 
I ae Bs ae as 


P on en tn: 





“IO 


¥. Te hthtp 


i 2] 
ic) 
te 
- 
i—¥ 
© 
ry 
hee 
if 
oN) 
i) 
° 
ie~) 
lana 
—s 
NNSO 


Lectro ie S. 8. 
India (Artificial) 8S. 
Crystolon vertibclaty” 8. 


oP re 
oR 


STOPS—Bench— 
Morrill’s: 


os. ea 
Per doz. $8.00 $10.00 338%% 


STRAP—Box— 

Acme Embossed, case lots.......40% 
Cary’s Universal, case lots...... 40% 
Stanley Twinrold, case lots...... 40% 


STRETCHERS—Wire Fence— 
Hunt, Helm. Ferris & Co.: 


Elwood Rod, per doz......... 6.00 
Elwood Pattern, per doz.....3: 5.50 
Little Giant, gross.......... $5.50 
Star, Plain Bearing......... 8.25 
Star, Roller ee ie vas coed 8.75 


F. J. Townsenc 
pagans ond s Wire Fence § ae 


per *eeereeewneeee e*eeeeee 


STUFFERS—Sausage— 


Enterprise Mfg. seaiigl gor and 
Lard Presses ......20@25&7 14% 


SWEEPERS—Carpet— 


Bissell Carpet Sweeper Co.: Per doz 
Grand Rapids, Cyco B.B. Jap. $24. 00 
Grand Rapids, Cyco B.B. Nic. 26.00 
Princess, Cyco, B.B. Nic... 27.00 
Am. Queen, Cyco B.B. Nic... 29.00 





Elite, Cyco i oad 31.00 
Parlor Queen, Cyco B.B. Nic. 32.00 
Triumph, Cyco B.B. Nic.... 35.00 
Superba, co B.B. Nic.... 


: 3 
Grand, Cyco B.B. Jap...... 3 
Grand, Cyco B.B. Nic...... 3 
Universal, Cyco Bearing Nic. 2 
Universal, Cyco B.B. Jap. 22.00 
Standard, Nickeled Fittings. oye 


Standard, Jan’d Fittings.... 20.00 
uperba Vacuum Sweeper, 
fo Eee rar ee 6.00 

Bissells Vacuum Cleaner 
eee PD. css 600 408 54.00 

Household Vacuum Sweeper, 
ee oe a ile wie G 42.00 

Grand Rapids. vac. sweeper 
SE Sishe tees okae ' 

Extra allowances. according to 

quantfties. 


SWINGS—Lawn and Porch— 


Myers Low Down Roller......50% 
Myers Porch Swing............! 50 % 





TAPES—Measuring— 
American Asses’ SRittscccccces:s 404 
Patent Leather ....cccces 20& 20& 5% 
ME. ket civeee ewhe 3344 @33 405% 
Keuffel & Esser Co.: 
YS gb a ak gh okie Wwe wee oe 
BOGREEe necepe Ve cvidesebes 
Asses’ SKIN ....e.20.. is@ ies % 
Lufkin Rule Co.: 
a Eee iuteskod on 30&10&40 % 
DGEDE: ceccewres seconds 20 @ 25 % 
Patent Bend, Leather. .20@2vU&: oy 
I © ng ts tai te ot de ah Geeacge “ 10&40 9 
EOGE “ceemoertetoceves 30@ 3: bls Y To 


Wiebusch & Hilger 
Chesterman’s Metallic No. 34L, 
ouintaic ie i 20 @ 20&5 % 


etc. 
Chesterman’ $ Steel, No. er 
etc. 


eeeeeee ee e@eeteteeneeeneee Je 


TEETH—Harrow— 


Steel Harrow Teeth, plain or 
headed, %& inch an larger, 
See TD. Besecocncts - -$2.75@$3.00 


THERMOMETERS— 


Tin Case, Cabinet, Flange, Dairy, 
&c e*eeeseeeoesee ee ee 


TIES—Bale, Steel Wire— 


Single a. f.0.b. mill. ....--80&5% 
Monitor, Cross Head, &c. .J0&2V2% 


TIPS AND BUMPERS— 
Elastic Tip Co.: Box Complete, 
Each 7. = 


Pe . cdvgaekGecanek aed 
Rubber 1? Nails, per gro., 

0, 50¢; 1, 45¢; "2, 35¢; 3, Pr 
Bumpers, gro., os. 1, wei 


Slotted Screw Tips, 
ye - 25; 2 


234, 
mackie’ Chair Tips, veg -, 
75¢. eeeeeeesreeeeeeee . 40% 


TOOLS—Haying— 
Hunt, Helm, Ferris & Co.: 
Harvester and Peerless Hay Fork 


Sn oases éene sees ab coeee 
Harvester and Peerless Sling Car- 
Pe es ecccccecech0% 


F. E. Myers & Bro. 

= * Fork Unienders: Myers 

uble_ Rail, Myers Single 

Rail, Clover "Leaf and Fanlt- 

less, and all wood track fork 
uploaders eereseeseseee 50&10% 

Sling Unloaders; Myers Sure 
Grip and Cross Draft...... 50% 


Steel Track and Steel Track Fix- 
tures 50&10% 


Myers Hay Forks, Slings, Pul- 
leys, etc. evceccecccceses sew 


Saw— 
Simond’s Improved ......++..383%% 
Simonds’ Creseent secdcoeccocnee 


Turning— 
James Swan Co....ceeccces ee 40% 


TORCHES— 


Hammers, Engine, @ doz...... $4.50 
P. Wall Mfg. Supply Co.: Dread- 
naught Brazed Steel Torches; 
Gasoline Blow Torches, per doz., 
No. 21, $24.00; No. $1, $30.00: 
No. 10, Brazer ‘Norches....$3 36.00 


TRACK—Barn Door, &c.— 


Sliding Door, Painted Iron. .31\4@4¢ 
Griffin’s: 
XXX. ® 100 ft., 
$3.50; 1% x 3-16 in., $4.00. 
Hinged Hanger. #2 100 ft.. 1 x 
3-16 in., $4.50; 1% x 3-16 in., 


1 x 3-16 in., 


*) 
Hunt, Helm, Ferris & Co.: 


Cannonball, new lists.........! 50% 

20th Century, round, per 100 ft.. a4 
a 

eee, OP Bee. Bhs soos concn $4.00 


00 | McKinney’s: 


atte a opel Track, e s 


Myers"- thayen Track, new list. .50% 


Myers New Way and Giant Tuhn- 
lar Track and Hercules covered. 
50% 
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The Farmer Buys A ; R d 
ECONOMICALLY merican bran 


QUALITY SERVICE 
Farm Dividends de- 


mand it Screen Wire Cloth 


He knows the advan- 
tages of several-sea- 
son Netting over the 
one-season stuff. 


He knows the savings 
from Chick - proof 
Netting over the 
Hen-proof kind. 





That’s why he comes Lasts Longer — Looks Better 
back for the “Per- also 
fect’-—HE KNOWS. Copper Bronze 
4 9 


Galvanoid Enameled, Painted, 
Bright Galvanized 


See your jobber. 


Ludlow - Saylor All Meshes and Widths 
Wire Company : ‘ , 
conte ettioent Reames American Wire Fabrics Co. 
9 ee eer, ee a ' 
Ce ne ee ee Clinton, Iowa Mt. Wolf, Pa. _—‘Niles, Mich. 


























At Last—a Fence 
Gate That Won't Sag ON EVERY SIDE you wi 


Wuitinc-ApamMs 
The STAR NEVER-SAG GATE solves TRADE YULCAWN Mark 


RUBBER CEMENTED 


BRUSHES 


ristles fastened with Vulcanized Hard d Raber, 
hedding of 


many a vexing fence problem. Chiefest among 
its numerous time-saving, money-making fea- 
tures is its wonderful system of bracing. 





The hinges, as illustrated, are bolted to 6 it. ae ee 

of the gate, forming a rigid right triangle with snd fate of trecelanooi | OS 

in the world 

the gate post. Send for illustrated literature 
STAR NEVER-SAG GATES are built to John L. Whiting-J. J. Adams Co. 

last. Made one height; three widths. 690 to 710 Harrison Ave., Boston, U.S.A. 

Brush Manufacturers for Over 100 Years 
Write for Prices. Whiting-Adams Brushes Awarded Gold Medal, the highest award 
at Panama-Pacific Exposition, 1915 





Dwiggins Wire Fence Co. 
ANDERSON, = - ~— -_~_ INDIANA 


















































































































HARDWARE AGE March 23, 1916 





126 




















TT 


National Mfg. Co.: | Staging Twine, 2 to 4 oz. balls, Covered Wa Ss— 
Braced Rail, per 100 ft.....$4.25 in barrels, 2i¢; in 5-lb sacks. 22¢| Tinned .. pone cccccce ce S07 10% a 
) Storm-Proof Rail, per 100 ft.$14.00 Trot Line, in balls, % to 3 ib., Enameled «..ccecccceccccee F7'5% Fence Wire— 
| Richards-Wilcox Mfg. Co.: in barrels, Nos. 1, 2 and 3 Ib., See also Pots, Glue. See Notes on Prices. 
) No ee el 40&10% OOF Boictetass ee 
Special Hinged Hanger Rall, No. | Cotton jv ravping. white, 5 balls Enameled— Market Wire 100 Ib. Bundies— 
ee sececccorevesececees to ib.: Bright adaA led: 
Lag Screw Rail. No. 65..... 40% C ,| Lalance & Grosjean Mfg. Oo. Fama aden Fak Per 100 tb, 
Gauge Trolley Track, @ ft., Nos. OMMON «oeeeeeseees te eeeees 16¢ Ses 9 and coarser. 1.c.l, 1000 
31, 32, 3¢ 3 SP TR ae 40&10% Good eevee evrevr eee eeeereeeeene -24¢ Po oadlcgeeacana a ‘Ware. pat ee lb, and over to ve- 
Nos. 61, 62, 63, 64, 68, 69, Cotton Wrapping, variegated, All white Enameled..... oda 4 Yo bdr ve sseseveeevee DOSE $2.90 
40&10% | 5 balls to lb......-+0.+..-20828¢] Vollrath Co. Smaller sizes take fence 


éevtras: for smaller 





_—— Fg Me Ro pee or American 2 Ply Hemp, % and New Ideal Kettles, Cast | Iron. ; 
Champion St’l Track, No. 13.82.50] 72770. Balls cesseeseseereesese 22¢ &10&5 % “agp ities, viz.; to 999 
Hero. Adj. Track, No. 19.....50% | American 3-Ply Hemp, 1-lb. Balls Imperial Hollow Ware, Cast Iron, and 100 to 499 Ib. 
“track, ‘No, 16 re Trolley , 22¢ Enameled Ware, Steel White” Gal ir get tirsct-oaart 
ee éeCanereeds 5 70 ~ ba : : 2 
sta, NO 1G. coon sss 50% 1B, C, Flas, No. Beeeeesesueeene-20] and White, "Boasiey’ speciat [OMvanized, subject to some 
Palace, Adjustable Track No. 132, India 3-Ply Hemp, 1¥%-lb. Balls Blue, 50&5%. Coppered, sub m i 
Ba (Sprin Twine, iA ject to same 
lo Spring Twine) ......s06. oo eeu Eee ; 
Royal Adjustable Track No. 122, Indi, Ply pap a pieeewey a Tea Kettles— Tinned, subject to same ~aueyand 
50 ndia y Ligh GMP. vcerees . 4 diti eececccccccce . 
- > oe 4 and 5- Ply Jute, %-lb. — . ed Tea Kettles: 9 ik ne. oo 
14@ 17¢ eeeee 
Common India, No. 18........- 19¢ Each seve e+ 60 70g =—80¢ = 90¢ Bright P pyrite a 
No. 264 Mattress, % and “Ye Ib. Nos. 6 7 "18 29 20 
Balls, according to quer? ; 
TRAPS—Fiy— Sats SOROS . 70¢ @ $1. 00 Per saat ‘vr -40 $3. ay — $4. ee ~ 25 
able laid Italian, No. 18.....-. 65¢ ess than car loads to retailers. 
OOO 125 - ir $id.s0| Ttalian, A, Ib, No. 18, 40¢; 8; 37¢] WARMERS—Foot— 
Maser, Chantics (“ata Wool, 3 to 6-Ply...se+e+ I4@UYEG Pike Mfg. Co., Soapstone....83%4 % 7 : Spoo'2d Wire— 
doz.. $1.25 son 10. $13 13.50 nnealed and Tinned........00&5 
» $1.25@ g ~ $13.00 @ 13 Brass and Copper...cccceces 3u85e 
V aRNIsHEsS— Retailers’ Assortments, per box.$3.75 
Game— tauk Paint Mfg. Co.: 
Imitation Oneida ...++ 4581045804 MM OiL-mel-ine Furniture, V Varnish, 's0.60 +h gg tages » Axle— Seat iv’ a Ao sg preeal 00810 
gro *? ol bebbbesbecessacdes ae 10& 104 ee ire ooas eoeeeecesn 
ghtalng Metal Stamping bats Di-mel-ine Varnish Stain” OS etynineatencetesaaepes $5 @836 104 Brass W ve Gethees pb ckinwes “308 106 
ch as Laemabenmneg es Per gro., $9. 60 Coil: % ] 1% 1% inch. Cup und Shoulder Hooks. ses «+ 80% 
VENTILATORS— 9V2¢ lYa¢ UYe¢ 14¥2¢ per box Wire, Goods Co. : ; 
aca rig fire Goods........ §0&30 
Mouse and Rat— Continental Sanitary Cloth Window iron or Steeil— Brass Wire oe eb Bo s0% 
Cup and Shoulder Hooks.....80% 


| Mouse, Wood, Choker, dos. holes, | xo 3 \( ox37-in.) per doz.$2.00 Size bolt..5/16 Mo 4 3 3 
| 12@14¢ No. 94 ( 9x49-in.) per doz. 2.40 ashers $9.40. .4.50 3.40 3.20 3.10 Wire Cloth and Netting— 
) Mouse, Round or Square Wire, No. 183 (18x37-in.) per doz. 2.75 A xd prices are based On| Cajranized Poultry Netting 
3.50 | $4.50 off lis Before Weaving, 756108155 10654 



































doz. 85@90¢| No. 243 (24x37-in.) per doz. nag ‘ : : F 
Lovell Mfg. Co.3 Per doz. n lots less than one keg add| After Weaving. ...70&10&2% @75 
. Erie Rat ccecccesceceocecschacee VISE : fag per Ib.; 5-lb. boxes add Ya¢ to Screen Cloth, 12 Mesh, gate 
. Sy ag ce eeecccccccesees ia Solid Box . one te sq. ft.; i, et “us ‘er Gal- 
: . eevee eeeeeeeeeeee ote Un er 1 WRTTTTITITIT ST vanize és ronze 
| Bure Catch Rat 2.2222. 60 | Over 100 Wd. seeseeeseee DOES Cast Washers— $7.50. 
Dead Easy Mouse ...c.sce. .25 Over Y%-inch, barrel lots, Standard Galv. Hardware Grades; 
) Rex Mouse ........ PoE OR Hand— per lv., 314%4¢| 100-ft. rolls, 24 to 48 in. wide, 
Sure Catch Mouse ....cc.se- 15 Per 100 sq. ft 
Delusion Mouse ... 1.00 Athol Machine Co. : r 
. Mascotte Mouse cepa 1.00 Hand Vises poesseceesocsoson Rapid Vacuum— Nos. 2 , 2% and 3 Mesh. ese oe 
Tin Choker Mouse ...... ri -60 Nos. 4 and 9 aeanpona out 
Wood Chokers, doz. holes.... .14 Paraliel— ge apn mg Bt yl Gen. tot a ¢ yo pee’ see eeeeseerers at - 
Niagara Falls Metal Stam thol Machi Co. : OS, SOs ‘ aS. TORR, 7 LESM ea secvcsessseese spre 
Works; Enticer Rat Tra 0% Ati haa Peper a sila .40£10 % oon tH gro., $18.00 ; 4 ery NO. & MeShisesseescecese es $550 
Dp I $92.00; % gro . $48. 00 
Standard ....++.+. osceoveecoee smi aa sah tua Gilbert & Bennett Mfg. Co.: 
, Starrett, Improved .....ee.«- 20 Y%o Regular ‘‘Pearl,’’ net, per 100 
r Vise Attachments, Taper..... 30 % Vehicle— , ie. .s jnaedved¢e 0 on 
Millers Falls Oval Slide P attern, Cataract Auto-Vehicle Washer Co.: Ex. Hvy. “? earl, " fet, per 100 
$1.00 : 05 1. 35 1. SO oo Cataract Washer No. 1, 10- n . ft. eeeeeeeeeeeneee eevnree .$5 .00 
TROWEL we in. handle per doz........ $17.50} New York Wire Cloth Co.: 
s— Parker No, 2 8-in. handle, per doz.. 10.80] Screen Cloth galv., per 100 sq. ft. 
Wm. Rose & Bros.: Victor, 20@25%; Regulars, _ No. 3, 2-in. stub handle, per Opal Zine Coated, 12 mesh, 
Phil. Pat. Wa, Hale 20@25% GOe. ceccccecccccccccecse G20] $2:05; 14 mesh, $2.40; 16 
P d 10. 8. Combination Pipe eeeeeve 55 @ 60% mesh ee esbokeuseneunl 2.70 
er doz... -$ 36 10.74 11.12 Trojan eeeeeeesreeeeeees -60&25% 
| Wide Heel, Wie Biaiesrt 22 If Vulcan ...---seeeeeeee AO@45% W!IRE—Barb— 
| Per doz.....$11.12 11.50 11.88 Siti WASTE—Cotton— See Trade Report. 
o: 10% 11 11% in. W hite per lb. Colore l 
Athol Machine Co. : No. Joe sell v No. Teves: P WRENCHES— 
Combination 1 eat Sa No. 2. eee Ss eee Agricultural as sesiagce se ium ar mees 
B®. C. Atkins & Co.: Parker’s Combin NO. 3.000. 3556 No.2. 00 434¢| Alligator or Crocodile.......75@ 
Plastering 85 87 Serie es, 80% : ’ ira Series, 60& Drop Forged a CR LIN 60 @60 be te ibd 
) eeereeeeeeeeeeees % 5%; No. 87 0, ha Com- Stilison pattern 70@70@10% 
| petitive Combination. . .65@70% : Athol Machine Go.: 
} Vulcan Chain Pipe eee eee eee eee 0% WEDGES— B ws oe eeeeeeoeeeeeeee 25% 
° = emis & Call’s: 
TRUCKS—Warehouse, Sie ate Wood wesese— Oil Finish sveceedocoeceoet 2% @3¢ Adjustable BS. 10% Yo ° Adjustable 
| MeKinney Trucks....each, net $15.00] Athol Machine Co. : Auto, "on; trem Pelee 
Simpson .seeecccecceess-40&10%! WEIGH TS—Sash— — : C t tion Bright, 
Standard POTTTTTTTTTT TTT Th. aes 
i Perton| Steel Handle Nut............ 40% 
| TUBS—Cypress ope pag ens S rs Cousntnation het sande! 40% 
| s e CSE secccccees erric atte svecsenenses 40 
i Hagle Woodenware Mfg. Company: VULCANIZER : @ Motor No. 80 ws eocccccoes 35°-10% 
| No. 1—per doz......0+++--$13.50 | pazarus Mfg. Co. : Steel Handle Screw..........40% 
; ne sie ony eeeeeeeeeee = = 2 in 1, ea. $2.5 less 60% WH EEL i di Pe a sewage gs A eee eeeee 40% 
. ——DOP GOS. ccccesscecs 5 gay S—Grinding— oes’ Genuine Knife -- 40&7 
Lazco (Ford Size), ea. $1.50. Coes’ Genuine Steel Hal... .40&7 14 a 


Less 40% i Mfg. Co., Corundum. 383% ©%| Coes’ Genuine Key Model. . .40&714 % 


314 





Wash— CTY cesses esersesseseess % a ‘100 . 
i De sesteotedees se 0&5 
Net, pe per fon. P = Well— a No. . 25 “aes dois @ 4081085 % 
} W . B . . . ran ossberg Company : 
Galvanized nee OS 576 648 7.56] DD a sae’ 7s ov J ire $2.25; 12-in.,1° "Sterling No.1 Wrench...... 191%¢ 
rice Fer M, fds eo PTed Je No. 7 Socket Wrench, eet $2. = ¥ 
| B, E., 1l WP oc coe ccevecoeches No. 10, $6.00; No. 4, $9.0 
. B, E., 9 and Decccsessevec 1.50 ae Ge eral § eeeereeeeeee $13°50 
} v * 
| TURNBUCKLES— BB, Toon Ts bg] WHITE LEAD AND OxIDES—| "inzench "Set, feach 7280 
Nationa! Mfg. Co. Screen Door Turn-|P. E., 11 up......++.e+.++ 2.20 | [National Lead Co. : “~ a, Cniage’ Set, xtra ee 
es, No. 195, per dozen... .90¢ re. B. 4 i T a Pu = White Lead, Dry and a" 5 No. 30, , Bord Socket Wrench: 
e 2 eeeeeeeeeeeeeeeeee Se RP nor TE he th pabiagh tye oh Roget tied 1 pein ® se F 
P. E. Wis a a In 100, 250 and wad ib kegs..9 ¢]| Niagara Falls Metal Gininehinns Wesker 
< Se ee In 25 and _ & 5 Se 9\Y4¢ Single and Double End Te 
TWINE—Miscellaneous— WAITERS—Dumb— 7, 4. 4 —_ erie nae ss i ade tal 914¢ DEG érebnad béee kes --374%% 
° 2, 3 and s- ° 
Flax Twine: Sedgwick Machine Works: sorted (100 ID p a aueh it ¢ » yr on ag wajcotable Pine =a eee+-60% 
we. 9, % and %-lb. Balls. ....36¢ Sedgwick Dumb Waiters..... 20% On lots of 500 pounds or more, a Wizard Adjustable Ratchet...50% 
22, 7, and %-lb Balls... .33¢ discount of %¢ per pound is al-|J. H. Williams & a4 : 
No. 4 % and %-lb. Balis....31¢|WAGONS—Coaster— lowed. Agrippa Chain Pipe....... &I0% 
Oxides, Red Lead and kathnnpe Vulcan mapeered Chain Bipe. 50% 


No. 24, % and %4-lb. Balls. 40%4¢ 
ong 36, % and %%4-lb, Balls. .2914¢| Hunt, Helm, Ferris & Co.: In 100 ID kegs..............9 ¢ 
Overland and Star..... . --40&10% | In 25 and 50 —& kegs.. -9%¢| WRINGERS—Mop— 























Cotton Seine Twine, ib. In 12% Kegs. eee eee es .914¢ . 
aoe a Bsdsh Bool gagg| Eagles Mon Wringer and Bucket 
Par Sa Lewd ‘thread—6, | 35¢: 7 Cast tron— In 25 and 50" bh kegs....+...9%¢ Me mage ot t. r doz....$11.00 
311%4¢; 12, 28¢; 15 to 42, 246: Stove Hollow Ware: In 12% M™ kegs............-10 ¢| standard 14 qt. per doz.... 12.50 
| te Digested pine ag has tn : 24¢| Enameled Weise On lots of me. pounds or more, a Janitors 22 qt. per dos... 15.25 
Hard Laid thre ad—6, 50¢ ; 9, Plain or Unground..scccecces. 40% a of % cent per pound is al- 
| + Mag Boats bow to 42, ogra White Enameled Ware: Red Lead and Litharge, in bbis.| WROUGHT GOODS— 
ste eeeees 25%¢1 Maslin Kettles oe is and % bbls. same price as in kegs. | Hasps, Staples, &c...... 90 @9E5% 
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Sure-Shut 
Clamp 


Sizes 1”, 1344”, 2” 








SURE SELLERS 


Two of our best sellers are hose menders and 
pressed steel screw clamps. 

Sure-Shut Screw Clamps are popular in all three 
sizes. They sell on sight to mechanics, amateur and 
professional. 

Sure-Shut Hose Menders will repair leaks per- 
manently on any make of hose. Made entirely of 
brass; will not rust. Will outlast the hose. 

Made for %4” and %” hose, 

We also make milk bottle caps, mouse traps, book 
straps and other practical items. 


Fort Dearborn Mfg. Co. 
STERLING ILLINOIS 





Sure-Shut Hose Mender 
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He made his fortune in 
nickels and dimes. Don’t 
turn away from those quar- 
ters that will come over your 
counter in exchange for the 


Fernald 
Quick-Shift } 


and Anti-Rattler | 


Stock up and push ‘em out. 
Your jobber has them. 


FERNALD MBFG. CO., Inc. 
North East, Pa. 


nes ee LET 
a re 





—— a a 2: 


TE 








Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA, it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners; you 
can’t go wrong, and, as President 
Wilson says, you must be prepared. 


SOLD BY YOUR JOBBER 


MADE BY 


Standard Chain Company 
PITTSBURGH 











BRIGHT WIRE AND 
BRASS WIRE GOODS 


SCREW EYES 
SCREW HOOKS 
GATE HOOKS AND EYES j 





+s GROSS. 2s INCH. 











No. 40 
Bright Wire 


GATE HOOKS AND EYES 


MADE IN U. S. A. 


MORGAN SPRING COMPANY, 


WORCESTER, MASS. 














A COMPLETE LINE. 
PROMPT SHIPMENTS. 
WRITE FOR PRICES. 
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LOOK FOR THE LABEL 





INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 


















Priest’s 
Clippers 


We have the biggest ji! 
clipper proposition of- jj 
fered to the trade. It’s fi 
a proposition that pays |} 
and pays big—because it jj} 
satisfies. 

Our proposition is 
that you stock Priest’s 
Clippers! Write. 










Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- i | 
bility. ue il American Shearer Mfg. 

il Company | 
Nee Mi 315 Main St., Nashua, N. H. MI 


“HAYES PUMP & PLANTER co. 


CALVA ’ » ftv. 





RRR Be 


= 














Wiebusch & Hilger, oe ae 

















SAND PAPER FLINT PAPER EMERY CLOTH 
IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER | 
You Take no sien on the Luall 
Ue mars orl, the 





en eee IE Rt 
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K & E Metallic and Linen Tapes 


are now provided with a feature that greatly simplifies the removal 

of worn tapes and the insertion of refills into the tape cases. This 

new method appeals especially to dealers because our metallic 

refills (with the special new loop, as illustrated) fit both our new 

— and our old-style cases, which are not fitted with the new 
ongue.”” 


ol Lh ct tlt tt, xt it, 


For full | particulars, write for circular H 1348 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKER, W. J 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 e Bearbor St. 813 Locust St. 48-50 Second St. 5 Notre Dame St. W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING INSTRUMENTS, MEASURING TAPES 


-—- 




















— a 
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Safe and Economical 


That is what we have to say about the Roldsafe 
Reel and Brake. The strapping is cut off in the usual manner, 
but the guide pieces of the brake prevent the strapping from 
unreeling and from leaving a projecting end to endangei 
some passer-by. The waste which used to figure in the 


cutting of unusable and twisted pieces has been entirely ob- A Profitable Line 


viated with this reel. 
Wilts nek te 00 es |. erage of today are being erected 
| with a view toward permanency and 


safety. Combustible materials are being elim- 
De Haven Mfg. Co. 


inated wherever possible—especially does this apply 
Brooklyn, N. Y. 





“CHIEFTAIN” **“SWANEE”’ 


to the roof of a building. Due to their safety, dura- 
bility and economy, 


Berger’s Metal Shingles 
(RESIST LIGHTNING AND FIRE) 


are fast replacing all other forms of roofing. Dealers 
handling them are making good sales and profits. 
Now, the point is, why don’t you handle them 
and get your share of the roofing business in your 
territory? 
Attractive in appearance, light in weight, easily 
applied, and the cost is within the reach of all. 
Our extensive advertising campaign is creating the 
demand and our Co-operative Department will ren- 
der you valuable assistance in closing sales. 
May we explain our proposition? Write 
peg for ge, pata care: and copy of cat- 


masala ‘‘Classik’’ Ceilings—attractive, durable 
and economical—are also good sellers. Write 
for catalog D.H.A. 


The Berger Mfg. Co., Canton, O. 


Branches: Boston New York Philadelphia Chicago St. Louis 
Minneapolis San Francisco 


Export Dept.: Berger Building, New York City, U. 8S. A. 

















REVOLVING | 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. - Bridgeport, Conn., U.S. A. 

















130 : { HARDWARE AGE March 23, 1916 





Highest McCAFFREY PANAMA PACIFIC 


| FILE CO 


Pmaocsen | INTERNATIONAL 


Aw 
ard for Files EXPOSITION 


and Rasps 


GOLD MEDAL OF | 7 | SAN FRANCISCO 
HONOR " iprarelpde CALIFORNIA 




















Cary’s Universal 
Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame. 


20 Reels Packed in a Case 
Goods Shipped Same Day Order is Received 


We also manufacture Flat and Twisted Wire Box 
Straps, Box Corner Fasteners, Clasps, Seals, Cor- 
rugated Joint Fasteners, Hinges and Hasps, and 
vi a§ EVERLASTING FLEXIBLE STEEL 











The Ideal 
Roofing 


Ideal because it pleases those 
who buy it, use it and sell it. 
Because it has_ successfully 
withstood all known chemical 
and physical tests. Because it 
is first an iron of exceptional 
purity, an honest iron, an iron 
that resists every known cor- 
rosive agent. We can supply 
all standard styles and sizes of 
Galvanized or Painted Roof- 
ings. Send us your inquiries. 


Whitaker - Glessner Co. 


Portsmouth Works 
Portsmouth, Ohio 
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Send for Cary Catalogue j 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 























BOLTS, NUTS, RIVETS, WASHERS 


PICKS, MATTOCKS & GRUB HOES, CROWBARS, WEDGES, FORGINGS 
Wagon Hardware, Telephone and Telegraph Pole Line Hardware. Established 1863 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 INCORPORATED 1895 





Twelve Medals of p 
Special Grand Prize 


eres GOLD MEDAL 
INTERNATIONAL one 
Expositions ta, 1895 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned artd Operated by Nicholson File Co. 























“ALBA” “STAR” 





et Bee ie t} t . sh Chey tite ti = 
=" ey pF tty 


Defy Competition 
ON SASH CORD 


Our prices enable you to 
do so and each sale 
makes such a favorable 
impression on the pur- 
chaser that our Sash 
Cords are trade winners 
of the highest order. 











Our “ALBA” =§and 

= reac A Better Package of 
cord are not cheaply Better Emery Cloth 
made—they are really 

“better than need be.” These one-quarter ream packages of U. S. EMERY 


The exceptionally low CLOTH offer you numerous advantages. 

prices at which they sell They look well on the shelves. They are easy to 
“5 th It of f handle. They keep the dust away from the contents. 
is the result = ye = They assure you of standardized value. 
manufacturing experi- And the emery cloth is the best we know how to 


ESTES MILLS ence and careful shop make. Your jobber has the goods on hand. 


economy. Get interested 


FALL RIVER = NOW and write for United States Sandpaper Co. 


MASS. prices. WILLIAMSPORT, PENNSYLVANIA 





























Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


Sy TTIITIty 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


_ JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. : 
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Iron Grindstone Frames 


Especially salable to manufacturers, farmers 
and carpenters. Made of best quality cast iron 
with babbitt lined bearings, adjustable tool rests, 
truing attachments and water guards. In four 
styles for stones from 14 to 42 inches in diameter. 








Get full particulars from Catalog 31 


“ “=| ATHOL MACHINE CO, “22% 
































PEACE 


has been declared in thousands of factories in the 
U. S. A. where there is riveting done. 


Antiquated hammer blow methods have been 
abandoned to make room for GRANT NOISELESS 
RIVETING MACHINES. 





Speediest Rivet- 
ing Machine on 
the market today. 


Produces a finer 
finished rivet head 
than can be ac- 
complished by any 
other process. 


No danger of 
marring surface of 


article being riv- @ |! Any Youngster Can 


eted. a 
Let us prove Po Get a Good Edge 


our claims by be “= 
¢ 











No matter how inexperienced the user, he can 





sending a few os sharpen a ‘‘Mephisto’’ Bit in less than no time, and 

samples to be riv- a it will work as good as when new. 

eted and returned se ‘‘Mephisto’’ Bits bore easier, faster, and last 
Se longer than any other auger bit made. We guar- 


antee them. Not ‘‘sometimes’’ or ‘‘usually.”’ But ee 
EVERY TIME and ABSOLUTELY ee 


Get our proposition. 


to you. 


CATALOG ? 





THE W. A. IVES MFG. CO. 


The Grant Mfg. ss WELLINGFORD, CONNECTICUT 
° New York Office, 37 Warren St.; Chicago Office, 56 
& Machine Co. 2 ; East Randolph St., Room 608 ; St. Louis Office, 1114 


: Pine St.; London Office, Quality Saw & Tool Works, 
Station B.S Ltd., Norfolk House, Laurence Pountney Hill. 


Bridgeport, Conn. sidaiieai slain : — Se 































The Cups 
shown repre- 
sent only a 
part of our 





u OB EMPRESS reise Bes 


De Luxe 
line. 





Leather Packed Short Pat. Marine 


BOWEN MFG. CO. 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 


Write for full 


information. 








Ask for 
Catalogue L. 





Styl 
ot «wor wee wee 0c “KOG. 











Es Peet Be 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 


PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk 




















N 300, Pl Ed No. 8315, Saw Edge New Y Chic 
Parallel tanegudtene : See page 95 Parallel Corrugations 100 ee ih ve Street 73 E. Lake’ Street 























Don’t Hide Your Goods 


Display Them on this Board 








Goods on the shelf do 
not get your customers’ 
attention. Use this at- 


tractive wrench display Ham me;r 


board and get the busi- 


ness; this display. board Clamps and Oilers 


will make the sales for 



















ine ot The Hammer Screw 
For repairing and —— built like an 
overhauling Ford Cars I-beam, solid, quick- 
aes : adjusting. The Ham- 
this is a complete line of mer Iron Oiler—ex- | 
real tools, valuable to - tra strong, big mouth, 
, reinforced spring 
every mechanic. Can bottom. 
you supply it to your ee 
customers ? nents Iron ee 
ae able Clamps, Engine 
May — send se Torches, Hand and 
full particulars regard- Hanging Lamps, and 


Malleable Iron Cast- 


ing these special ings. Get prices. 


wrenches and the display 


board ? HAMMER & CO. 














Walden Mfg. Co. |] || cm.” 
Worcester U.S. A. 
































Who sells your customers 


their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 





As never before, advantage lies 


ROSE WIDE HEEL No. 221 with the superior make because 


WRITE FOR CATALOGUE H greater width makes any forging but 
to either the most accurate feel awkward to 
Wm. Rose & Bros. Sharon Hill, Pa. 2 skilled man. For this reason the 
or 110 Lafayette St. store of the hour is the store with 
WIEBUSCH & HILGER, Ltd. New York City a ROSE. 


Selling Agents 
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Here We Are— 
Sales Boosters 1 and 2 


Send for us. 
Let us show you how we help you 
sell 


PARKER EXPANSION SOLTS 


**Can’t Turn in the Hole’’ 


to the contractors, plumbers and 
electricians in your town. 
Write today! 


NEXT WEEK—meet our mates 
—Sales Boosters 3 and 4. 


PARKER SUPPLY COMPANY 
518 West 45th St., New York 


2S ss me ent 
roy : Fa ; * my : ' He : : 
\a (icf gf fl ah php puek aod 























No. 100-B 


No. 300 


Order While the 
Prices Are Low 


There’s no telling what Katz Screen Door 
Hinges may sell for next year. Prices are 
liable to spring up to the clouds without 
warning. 


Today’s the day to act! 


Lawson Mfg. Company 


Chicago, Illinois 








Made only by 
HUNT, 
HELM, 
FERRIS 

& CO; 


HARVESTER HAY TOOLS 


have taken the country by storm. Dealers 
everywhere setting new selling records 
with them. 

They are ’way over-size—built for heavy 
duty and with an advanced type of con- 


struction. 

A complete line in both Fork and Sling 
types. 

Write for our Co-operative Selling Plan 
for 1916. 


- HUNT, HELM, FERRIS & COMPANY 


; 42 Hunt Street, Harvard, Illinois 





Our Biggest Ad 


In spite of the advance in 
raw material, we will ac- 
cept orders for 


McKinnon All-Steel Reels 


at last year’s prices. 


’ This, however, is subject to 
change without notice. NOW 
is the time to order for Spring 
delivery, 


McKinnon Dash Company 
BUFFALO, N. Y. 




















Copper Rod 
Brass Rod 


Hard Rolled Copper 
Rectangular Copper 


We can furnish any of this 
material at very close prices and 
make good delivery. 


Write us when you are in the 
market. 

















The Eureka Company 


NORTH EAST 3 23 P 
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WONDER-MIST 


The ORIGINAL Polish with 
the Spray — For Furniture, 
Floors, Marble, Linoleum. 

Keeps your home always looking like 


new, cleans and polishes automobiles 
without the use of water. 


Write for Information To-day 


The 
Wonder-Mist Co. 
BOSTON 
14 Federal St. 
NEW YORE 
1789 Broadway 
CHICAGO 
162 N. Dearborn 8t. 









— ae 
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THE COLEMAN AIR-O-LITE SYSTEM 


Greatest Lighting System on Earth 


Fifteen years of proven excellence. Mod- 
ern. Economical. Perfect. Half a million 
satisfied users. Thousands of satisfied 
dealers. The bright light of Profit Shines 
for you. When you sell a Coleman Lighbt- 
$333 ing System for Farms, Churches, Town 
2353333) Homes, Stores, Mills, Factories, Halls— 
: 43 all places where it is desi turn 
darkness into daylight. 
Wickless, sootless, smokeless, odorless, 
harmless, white, bright and you can bura 
it upside down. A five year guarantee 
with any Coleman Lamp or Lantern. 








once a 


BURNS week, These facts govern the demand—the sal- 
ITS Clean it ability of the COLEMAN AIR-O-LITE. 
OWN once a Set the pattern by installing this system 

in your own store. Exceptional and ex- 
GAS year. clusive terms to live dealers, 





The oe Lamp Company 


Wichita, Kansa 
St. Paul, Minnesota 
Toledo, Ohio 
Dallas, Texas 
Chicago, Illinois 















Irwin Quality Razor Strops 
‘are fast sellers and every sale nets you 100 per cent profit. 


Our Hardware Dealers’ special assortment of 25 high 
grade, elegantly finished and beautifully embossed 
razor strops includes 1 doz. 50c., % doz. $1.00, % doz. 
$1.50, 144 doz. $2.00. Price complete $12.00. 


Do not let any more razor strop business get away 
from you. Send your order now. 


IRWIN LEATHER GOODS CO. 
113S. Jefferson Street, CHICAGO, ILL. 











Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 




















1 i _ Automatic Electric 
Power Machine for 


Sharpening Safety 
Razor Blades 
No window display will draw 
customers and trade your way 
equal to an ODELL MA- 


CHINE, and no investment 
will pay half the returns. 


Write for full Information 


THE ODELL MFG. CO., Fisher Bldg., Chicago 








Aitick Sales | 2-0 anes 
feece The ODELL 
i ce IMPROVED ] APL N 











Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
proved types of egg 
beaters. A full variety of 
styles, sizes and prices, to 
meet every requirement. 


THE TAPLIN MFG. CO.. 
New Britain, Conn. + 
New York Office: ©. 
143 Chambers Street 




















Every Hardware 
Manufacturer 


installs new equipment in his 
plant from time to time—the 
old must go! 

There is a way to dispose of it 
—economically and effectively. 


Let’s tell you! 


meceetee THE IRON AGE ct" 











Guaranteed 
Not to Mar 
the Floor 


Acme Removable Feit Tips are made 
of long haired wool, compressed under 
hydraulic pressure. 

Consequently they wear indefinitely. 





Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 
For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie. N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., New York 
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MILBRADT LADDERS 


~ 
SSSiscssc=saseg a short time by enabling you 
Sxass to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 





Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
St. Louis, Mo. 
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f Appearance Counts 


A good-looking scale is easier to sell than a less 
attractive one—provided it is as aecurate. You'll find 
Seales are good-looking scales and accurate as 


well. Ca talog? 
} JACOBS 
) BROS. CO., Ine. 


78 Warren Street. 
New York 









—_— 
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l Lf ‘The One Man Ladder” 


Lightest and strongest ladder 
made, averaging only two 
unds to the foot. 
ides made of the best quality 
spruce lumber with hickory 
rungs. Fittings of the best 
malleable iron. 
Write for prices and our Gen- 
eral Catalog of Tinners’ Hard- 
ware and Roofers’ Supplies. 


BERGER BROS. CO. 
Office, 229-231 Arch Street 


Warereoms and Factory, 100 te 114 Bread St. 
PHILADELPHIA 








Perfection Extension Ladders 





More Popular 
Now Than 
Ever 


Delphos Legal Gaso- 
line Cans sell on sight 
to autoists everywhere. 
They are dependable 
cans, and people know it. 
Both steam and air test- 
ed. Handsomely enam- 
eled in red. Absolutely 
guaranteed. Write. 


Delphos Mfg. Co. 
DELPHOS - OHIO 






< —_— 
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BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving 


Send for catalog giv- 
ing full description 
and prices. 
The Bicycle Step 
Ladder Company 


62 West Randolph St. 
CHICAGO, ILL. 








No More Trouble in 
Handling Screen Wire 


Millner’s Wire Cloth Rack 


Saves Space, Time, Stock and 
Sells the Wire. Rolls are easily 
placed in position for use. 

Rack holds 18 rolls for ready 
use and 18 stock rolls. 

Holds any length in any place. 

Takes a floor space of 31x36 
inches, 5% feet high. 

On ball bearing casters. 

Makes a first-class rack for han- 
dles, etce., when wire season is 
over. 

Price $10.00 f. o. b. Mi- 
ami, Okla., or Ft. Smith, Ark. 

Shipped K. D. Weight 100 
pounds. 

Sold by all jobbers. Order 
now—do not wait to write about 
further information, as it is all 
here. 


Millner Wire Cloth Rack Co. 


Miami, Oklahoma 


A Long Felt Need Satisfied 





























De Kalb Business Wagons 


We build business wagons for every class of trade, and 
guarantee each one to y as represented. 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 








Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No as parts 


Very durable. Price is right. G profit. 
Most jobbers will supply you. 
IMPERIAL BIT AND SNAP CO., 


Racine, Wis. 
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“N ew Era’ Safety Goggles 


Sell at Sight for 50c gas 
Price to Dealers $2.50 per Dozen 
Liberal Discount to Jobbers 


Who needs them? More than half the men whoenter your |) Ag 
store. They're used by Automobilists, Bicyclists, Motor- 7 
cyclists, Foundry-  pyeeessesseeeereeen liiaidnaiidiaii ean 
men, Railroad En- BSW Sane 

gineers and Fire- 
men, Threshers, 
Emery Grinders, 
Steel Workers, 
Motormen, Driv- 
ers and Stone 
Cutters. 















Do you want your 
share of this grow- 





> 
Meee, Om 
Tam 


cee 






ea 23 
ite aot 


ing trade ? fhe 


NEW ERA OPTICAL CO 





123 West Madison St. 
>» CHICAGO. Fhk- 





























Imperial 
Auto Folding Steel Chair 
No. 130 


The frame is made of the best crucible 
spring steel and finished in rich black 
enamel. The seat and back rest is up- 
holstered in black water- 
proof leather upon five ply 
veneer. 

Folds compactly when not 
in use. The best and most 
comfortable seat on the mar- 


et. 
Adult size seat 18 in. 
—Child size seat 13 in. hi 


Manufactured by 


Imperial 
Bit & Snap Company 
Racine, Wis. 
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THE OLD RELIABLE 


POLSON\PATGHES 


~WON’T PINCH™ 


7 End Your Patch Troubles—Polson’s Will Dolt \ 


Tire Boots—Tube Patches—Blowout Patches—Reliners 


The great durability, the strength, the 
perfect easy fit, the all around highly 


RUBBER)| 


satisfactory qualities of Polson’s Patches 
have been proven so conclusively and 
under such strenuous conditions that 
there is no longer doubt as to their su- 
periority. Better materials, better work- 
manship plus special patented features 
are the reasons. For example: In Pol- 
son’s Blow-out Patches the rubber ends 
prevent pinching. A Polson Patch can’t 
slip—once on it forever ‘stays put.”’ 
Write for Free Catalogue. 


~ POLSON RUBBER CO., Mfrs. 
331 South W nm ae Ci 
Sean Ave. and Michel Plate RR, Covelend 

















[°F your trade know 
that Earl Cooper, 

racing champion of 1915, 

uses and recommends 


DIXON’S 


Graphite Automobile Lubricants? 


Write for booklet, “Words of Wisdom” and 
Dealer’s proposition No. 40-G. 


Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE CO. 
Eg ae 


Established 1827. 











Rugg 
Ford Fan Belt & 


Tire Blow-Out 
Patch 


WE SELL JOBBERS ONLY 


E. T. RUGG &CO., Mfrs., Newark, 0. 























Shaft - driven, Auto- 
mobile, Hand Horn OMmson-Digore 
List Price, $5.00 : 


The simplest and most 
durable on the market. 
Profit - 


making discounts 
and ‘‘dealers helps’’ for 
trade. 


American Electric Ce. 


State and 64th Sts, Chicage 


Manofacturer of 
Samson Automobile Horns 








: HIS NEW WEEDER 
rar a Hard Work 


Oscillating, double-edged blade cuts | 

the weeds and loosens the soil. 
Runs close to plants and 

This is the : 

tool that’s 

putting the 


under shrubs. 
old fashioned 














hoe in the es. Reversed it’s a rake. Saves 
discard. MW ty 4 4 =" 
folder and prices. 

Get in NOW aroy fia is 
: J. E. GILSON 7” 

for the Big PORT WASHINGTON, WIS. 

Sales. 

Write for This Advertisement is now 

prices. running in the Agricultural papers 








secelCco am Molt a Od gem atcoltic-lsloye 


'G &z B' 


CEMENT Acts eltitea ma (ciastets 


always gives satisfaction, which is a guar- 
antee to the dealer that ate att have no 
“come backs if he handles wire nettings 


of Our®r eereveltbecteath acs 
The Gilbert & Bennett Manufacturing Co. 
(,eorgetown. (Ce hicago MNansa t. 


nn. New York ( 








The Worcester Lawn Mower Co. 


Worcester, Mass. 
Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 






J.C. McCarty & Company, 21 Murray St., New York 
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C, a - 
Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THE COMPLETE LINE WRITE FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 

















Stock Perfect Clinching 
Hose Menders 





Stock them now! Early orders get biggest rrofits. 
Here is the Hose Mender that makes broken huse as 
good as new. Price—quality—everything in its favor. 
Write to-day for catalogue of hose accessories. 


L. R. NELSON PEORIA, ILL. 


Exclusive Licensee Under Patents 





























Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 





PERNT ALOR ASE A AOS 





wee ne ONT 








COLDWELL 


LAWN MOWERS 


CUT WELL WEAR WELL 
RUN WELL SELL WELL 


We manufacture motor mowers, both Ride and 
Walk types; the “Threesome,” a triple gang- 
mower; single Horse Mowers, and Hand Mowers 
in more than 150 different styles and sizes. 


Write for full particulars. 


Coldwell Lawn Mower Company 
Newburgh, New York 
Branch: 62 East Lake Street Chicago 



































- 


Twoe Mark 


Diamond Nozzle 


Rec. U. S&, Par Ore 


The BEST At ANY PRICE 
COSTS_LESS Than Other Good Ones 





Patented 


pray—Straight Stream—Shutoff. Wrought Brass— 

ot Cast Brass. The only nozzle with pilot to keep 
spray point central and prevent one-sided spray. 
Stronger, last longer, bigger volume of water. Sample 
sent postpaid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











Quick-Set Steel 
Drive Posts 








These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of re fencing, 
wire strung easily and 
quickly. 


It will pay you to 
handle these posts. They 
appeal to farmers and all 
property owners. 
for our catalog. It is free. 





a 


Buffalo Steel Co., Tonawanda, N. Y. 

















The “Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. ut comes 
the good coal to 
use again. No dirt. 
No back igen 

o- 






Everything quic 
sanita and ec 


what the “Hust- 
ler” does for your 
customer. Thin 
what it will do for 
you! 


Hill Dryer Company 
e 316 Park Ave. 
Worcester, Mass. 
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PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not including wheelbarrow, $4.00. 

















a A 7, = 
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MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA, PA. 

















Do You Sell Hose Menders? 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanized clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to grip 
the hose. Prices right. 


Send for our general catalog— 
to-day. 
STUBER & KUCK CO., Peoria, II. 


New York Office: J. M. Sherwood Co., 168 Church St. 


Wm. P. Horn Co., Pacific Coast Representative, 
San Francisco, Cal. 
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Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d St., CHICAGO, ILL. 














THE LOUDEN MACHINERY CO. (is¢; 


7502 Court Street 


How We Cooperate 
With Louden Dealers 


Louden products are nationally advertised. 
Millions of barn owners are familiar with 
Louden Barn Equipment, Are you reaping 
the benefit of this wide publicity? 

We help you move the goods, We supp 
valuable dealer helps in the form of 
printed matter, barn plans, electrotypes 
and prepared advertisements for local 
papers. 

We protect you fully in the sale of 
Louden products. Inquiries are refe 

to the dealers from whose territories 
they are received. Exclusive sales privi- 
leges are granted. 

Ask for our terms to dealers. 





FAIRFIELD, IOWA 

















IVES PATENT 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Window Rattling 








AY BED 





The only stop adjuster made from one piece of metal with 
solid ribs and heavy bed that will not cup or turn in tighten- 
ing the screw. 

Descriptive circular mailed on application 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 
NEW HAVEN, ~ - - - - . CONN., U. &. A. 














Morton’s Bronze and Steel 
CABLE SASH CHAIN 


Are the best substitute for sash 
cord ever made. Some in daily use 
over 25 years. These chains are 
easily applied to any window. 





MANUFACTURED BY 


THOMAS MORTON 


245 Centre Street NEW YORK 























C. E. JENNINGS 6ssreers patent 
EXPANSIVE BIT 


Pat. April 1, 1884 
Pat. Dee. 19, 1908 
March 1. 1910 
”* 5 plinaeee 









Nete Micrometer Screw, by means of which, Cutter can be in- 
stantly adjusted to a Thousandth part of an inch. 


C.E. JENNINGS & CO. asencte‘surers 71-73 Murray St., N.Y. 
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R elevators, dredges, 
‘lumbering, mining, oil- 
well drilling, suspension 
bridges, stump-pulling, 
hoses, —me\? cranes, derricks, ships’ 
ee RIZE F rigging and every other 
form of wire rope use. 


a. 
*, 
- » 
Fomor 
yohy, we 


| ire xO ) 





Ask for illustrated 
catalogue 


American Steel & Wire Company 
Chicago New York Cleveland Pittsburgh 
Worcester Denver 


Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 


San Francisco Los Angeles Portland Seattle 





TRADE TRADE 


oo 


MARK 
musts Robertson = a2" 


“Horse Shoe Magnet” Hammers 


A strictly high grade line of drop forged hammers 
that are strong durable magnets—the best magnetic 
hammer. Silver medal (highest offered) at the Panama 
bomen Exposition. Send for our catalogues and dis- 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
No. 144 Oliver Street BOSTON, MASS. 




















Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to thread pipe 
projecting from the ceiling or wall. 
The holder takes dies %4, %, % in. R. 
or L. and bushings to match. 

Dealers will find this a Profitable 
Tool to Stock. 


MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST.. BRIDGEPORT, CONN. 















If its DROP FORGED 
WRENCHES you're 
after, remember 
that P-S Quality 
is Guaran- 
teed. 






Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 























Builds Your 
Auto Trade 


Because it’s a tool the motorist can hardly be with- 
out. It’s so handy and -reliable. The frame is tough 
malleable iron and the movable jaws are offset 22 
degrees. Sells when shown. Write for prices. 


Bemis & Call Hdw. & Tool Co. 
Springfield, Mass., U. S.°A. 





E. H. TITCHENER & CO. 


cmmeveres 














You can’t break the grip of “‘Agrippa’’ 


Chain Pire and Fittings Wrench. 


J. H.WILLIAMS & CO. 








Strong, Nimble and Flawless 
= 
, 
: 











and WIRE SHAPES 
Binghamton,N.Y. Chicago, Ill. 
co 
Perfect Joints 
are the rule, not the exception, when you specify 
F. Dieckmann Conductor Elbows. They are gauged 


to fit all standard conductor pipes. Order from your 
jobber. 


The Ferdinand Dieckmann Co. 


Cincinnati 


Ohio 
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How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, GUARANTEED—UNEXCELLED 
simply because they are mighty fast cutters. Accurate, high-grade in every way 
Good profit. Send for details. Send for Catalogue 


The Rex File & Saw Co. Newcomerstown, Ohio THE [UFAIN PPULE Ci ESE 


Measuring Tapes and Rules of every description 
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BLISS" 
HAND 
SCREWS 


84 YEARS THE LEADER 


Preparedness 


Mechanic who is well 
Fire 





time, thereby pleasing and 
satisfying his customers, and 
also save money, as our tools 
use less fuel than other 
makes. 

Better look to your Torch 
and Fire Pot Stock and be 
prepares, All leading job- 
«i will supply at factory 

ces. 


Also Manufacturers of 


Cabinet-Makers’ Clamps. Foundry Fiask 
Clamps. Bench Vises. Carvers’ Tool 
Handles. Auger Handles. Chalk Line Reels. 
Speciai Wood Turnings. Mallets. 








Send Catalog. 
J. H. O’NEIL, Jr., Successor to sisters 
ASHTON MFG. CO. 


R. BLISS M’F’G CO. **R™r* No. Brice Each, $4.00, °°” —_—Ne. 19 Nevada St., Newark, N.J..U.S.A. 




















BURNLEY “stays 


SOLDERING PASTE PUT” 


Sell your customers a soldering 
flux that will make them friends 
of yours every time 
they solder a joint. : 
Burnley Sticks; it pene ! | 
can’t spill; it’s not \ - IL AT : iz 
expensive. Trial iit A 


can free. 


BURNLEY ¥ BATTERY & MAS 


Battery & Mfg. Co. Ss a ata | 
Norch East, Pa. L 
l_ook for the full name 


Russell Jennings 


stamped on the round of our 
guaranteed. 


Auger Bits 
A sworn statement 


in detail will be sent The orginal double twist auger bit, patented by 
to any one ‘upon re- Mr. Russell Jennings in 1855 
quest. 














ny Prompt Shi ‘Shipment on + a Receipt 
our Ord 


Ferrules, Copper ; of | Copper ; Bottoms, — Burrs, Cop- 
per; Conductor Pipe, Sg ‘Crimped Sheet, Copper ; Baves 
Trough, Copper; Elbows, Copper; Gaskets, Corrugated Cop 
Hammers, Copper; Mitres, Copper ; Nails, ‘Co r; Rivets, 
per Roll Copper : Shoes, Copper ; Sh eets, per ; Soldering 
peed: Spikes, Copper ; "Washers, Copper. 
re selling needs are listed above, write us at once 
Pittsburgh Copper and Brass Rolling Mills 


C.G.HUSSEYCO. -  Fittsbursh, Pe. 

















HE circulation of 
Hardware Age is 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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NOTICE TO JOBBERS 


Every G-W ICE TOOL is warranted against imperfections 
in materials and workmanship and sold under Our 


Guarantee for Quality. 2 ; GIFFORD-WOOD CO. 


Stock Includes every Tool used in the Ice Business 
Catalogs and Display Cards on Request Works: HUDSON, N. Y. : 
WRITE FOR PRICES NEW YORK BOSTON CHICAGO 
























Sickle Edge Hay Knife. The 
original sectional edge hay 
knife. Write for 
prices. They are in- 
teresting. 


MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; ye WIRE LATH, c. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 


PATSEPT 5- = 4 
= + >» 
B55 7 LEN 
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THE NEY MFG. CO., Canton, Ohio 




















The Speedy Stitcher 


Is the Best 
and is made only by 


Stewart-Skinner Co, 


420 Herman &St., 
Worcester, Mass. 


THAT’S AWL 









MAPLE wWooD BODY I HIGHLY POLISHED 


> ONLY THE GENUINE ARE STAMPED IN THE WOOD WiTh 
TRADE MARK MALTESE CROSS (AS Pea cur) 
SEE emma 


ia ; PERERA 
: SS BEWARE OF IMMITATIONS 
SS SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 


j MADE OF ‘saunentnenanine INFERIOR METALS, TINNED OR WICKELED. 
JOHN SOMMER FAUCET CO. 555 Centeat Ave, Newaan NI 


“ANSONIA” NAIL CLIP 10c. THE PEERLESS HANDCUFF 


Made by the makers of the “Gem”’ nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 
























positively cannot become 





Big Profit locked in the pocket yet is 
Write self locking on the culprit’s 
wrists. 
H. C. Cook Co. - 
ee ne PEERLESS HANDCUFF CO., _ Springfield, Mase. 

















Rock Island Autovises 


Number 241 vise is swivel, weighing 80 Ib., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, Il. 





SEND FOR NEW CATALOG OF LARGEST AND MOST 
241—AUTOVISE COMPLETE LINE OF VISES MANUFACTURED 231—AUTOVISE 











ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C.S. Osborne & Co. 
Newark, N. J. 





PLIERS 
NIPPERS 
AND 
PUNCHES 


Send for Catalog 


lack and Galvanized Sheets (2 


APOLLO-KEYSTONE Copper Steel Galvanized Sheets PITTSBURGH 







































Demand this material nag i! FOR CULVERTS, FLUMES, TANKS, ROOFING, SIDING, and all forms of SBoees sheet metal 
work—highest in qualit x: durability and rust-resistance. We also manufacture APOLLO Corrugated and Formed oofing Products, K E 
Black Sheets of every description, Electrical Sheets, Special Sheets, Bright Tin Plates, Keystone Copper Steel Roofing Tin, Etc. 6 , 















AMERICAN ‘SHEET AND ' TIN PLATE COMPANY, 








General Offices: Frick Building, rarer snes Pa. 
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SAMSON CORDAGE WORKS | 


MANUFACTURERS OF SASH CORD, CLOTHES. 
BRAIDED CORDAGE Seige LINES, SMALL LINES 
AND COTTON TWINES ETC. S07 A0P ALOE 


BOSTON MA SS. 











ASARAR A te 


“Way woke 
NI _Settees 
sna 


TN ewes Sonics 














| Saw Sets, Hand Punches, 
| Nail Pullers, Box Openers, 

ane eal Presses, Bench Stops, 
lp \ Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New Yor, 








REG. U. S, PAT. OFF. 


























The Groos Metal Shear 


Cuts %” Sheet Strel, any width or length, 
weight 14 lbs., Steel drop forgings through- 
out, Vanadium Steel blade. 

$7.50 delivered to any part of U, 8. 


Chicago Patented Tools Co., 1600 Owen Ave., Racine. Wis, 









DOWELS 


All diameters from 3/ +x" bn 1” 
All lengths from 6” to 7 


Wm. P. M. Braun & Sons, Inc. 


Deering Junction, Portland, Maine 














140 Years’ Continuous Business 





LARGEST ae ‘STOCK IN THE oe 
Highest Grade Only 


JOB T. PUGH :: :: Phila., U. S. A. 








Porter’s ‘‘New Easy” Bolt Clippers 


All sizes. ble. ame 8 ~’ Steel. 
Big ioe Good ye Write f pelenn 
H. K. PORTER creel Mass, 











J. S. DEUSE 


Manufacturer of 
Auger, Gimle Countersink, Screw Driver Bits, 
Gimlets, Countersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels. 





Write for Catalogue 


| CHESTER, CONNECTICUT 


C-S Co. iD 


SCREW 
eee THE QHAPIN.STEPHENS ([0,, 
Union Factory 
40 STYLES 
ALL SIZES Pine Meadow, Conn., U. S. A. 














ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 

Can be placed in position by any carpen- 

ter. 

re Send for Catalog No. 24. 
ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 





“VICTOR”? BOLT CLIPPER 


Send for Catalog 


) 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











STAB! Sreo 1850 


i — — S—— > S 
wf JOHN HASSALL. inc. 
Q 
8 








RiIveTsS. 
FSSCUTCHEON PINS 
SPEGIAL WiRE NAILS 


Cray ano Oaxcanod Srreets 
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Slog, 


The “‘Neverslip’’ One Man Fence Builder 


makes fence building easy. operates it. Does net injure 
the wire—smooth jaw. ‘iets a quickly. Big profit. You cam guar- 


antee it. Write your jo 
The Warren Specialty Mfg. Co., Warren, Ohio 








Steel Roller and Press Stamps 


Alphabets and Fig- 
ures, Burning Brands, 
Metal Checks. 


THE SCHWERDTLE STAMP CO. 


BRIDGEPORT, CONN. 


[ rn HT 


"ert i 














STEVENS LINE LEVEL 


for mechanics, farm- 
ers, masons, etc. 
Made of aluminum, 
weighs % oz., accurate 
and reliable. Write 


for further details. 
Frank B. Hall 


Newton Falls, Ohio 
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Note: 
send a copy, it does just 





Experienced Help 


in specialized lines of business is always hard to secure. 
to get it is to advertise in publications that these men read. 
ware trade, it is HARDWARE AGE. Try it for any kind of hardware 
help. Distance is no disadvantage to these classified columns. 
the East meets the West and the North the South, and Uncle Sam is a 
speedy and willing servant. 
There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 
In answering ads do not send original letters of reference— 


as well. 


The best way 
In the hard- 


Here 


Situations Wanted 


Display rates on request. 


Help Wanted and 
Business Opportunity 


Advertisements 2c. per 
word—$1.00 minimum 
rate. 


2c. per word—50c. min- 
imum. 








Help Wanted 


Help Wanted 


Situations Wanted 


Business Opportunities 





Original letters of reference should} 


not be inclosed with replies to 
advertisements appearing m_ these 
columns, as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





GARDEN HOSE SALESMAN 
WANTED—A-1 salesman acquainted 
with hardware trade to sell compiete 
line garden hose on strictly commis-| 
sion basis. Advise territory you now 


cover and give references. Address 
Thermoid Rubber Company, Tren- 
ton, 





GOOD PAYING STOVE <<apomy 
OF HIGHEST RANK, offerin , 
usual possibilities, open for orth 
and South Dakota. If you call on 
the stove trade regularly in this ter- 
ritory and want a line for a leader, 
write us. Address “I. B.,” care 
HARDWARE AGE, New York. 





IF YOU WANT A _ POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WH 

READ THIS PAGE? 


o care of HARDWARE AGE, New York. 


HELP WANTED—A retail hard- 
ware store in northern Massachusetts 
has an opening for an experienced 
bookkeeper, one who is willing, in 
rush hours, to help out on the floor. 
Address in own handwriting to “L. 
Y.,” care HARDWARE AGE, New York. 


Are You the Man? 


If you are a high grade man, 
capable of selling sheet iron 
and tin plate to good sized 
buyers, desiring a change and a 
permanent connection with first 
class manufacturer, write at 
once stating experience you 
have had and the salary you]: 
can earn. 





Box M. L., 








STATE SALESMAN TO REP.- 
RESENT MANUFACTURER of 
nationally advertised household ar- 
ticle. Must be well recommended 
and have experience in selling to the 
department and hardware trade. oo, 
eral commission. Address “K. a 
care HArpWarRE AGE, New A Bs 


WANTED—A HIGH GRADE 
SALESMAN, who has sold stoves, 
furniture or hardware specials to 
jobbing and retail trade for eight 
years or more. Entire time required] t 
—no side lines. Only first. class 
recommendations considered. Al 
opportunity for first-class man. 
Submit complete information with 
application. Address “L. A.,” care 
HARDWARE AGE, New York. 








WANTED—One or two young 
men well versed in hardware. Office 
experience in jobbing house pre- 
ferred. Must have good references 
as to experience and ability. Ad- 
dress “L. T.,” care HARDWARE AGE, 
New York. 





W ANTED—Experienced traveling 
Hardware salesman, to cover Cen- 
tral New York. Familiar with this 


territory. Give experience, age and 
reference. Address Box 962, Buf- 
falo, N 








POCKET SIDE LINE of Adver- 
tising Specialties ‘That Sell. If you 
are a real salesman you can -make 
$100 a month extra money, in spare 
hours, with these novelties. ree 
samples to good men who will give 
us confidentia! particulars about them- 
selyes, their line, territory, etc. 
Baker Advertising Co., 428 Central, 
Pueblo, Colo. 








WANTED BY HARDWARE, 
paint and housefurnishing merchant, 
in good progressive New Jersey city, 
clerk capable of increasing business 
and familiar with window dressing. 
Good opportunity for right party. 
Address giving experience, age an 
salary expected to “M. D.,” care 
HARDWARE AGE, New York. 


WANTED 


I want a good live salesman. Resi- 
dent. Im all large cities. Men ac- 
quainted with the jobbing and de- 
partment store trade. Result getters. 
Specialties. Give references first let- 





Situations Wanted 





TRAINED hardware man of wide 
experience desires to make a new 
connection. Am an experienced and 
successful executive and salesman, 
having grown up in the hardware 
and sporting goods business and 
proven a business getter from the 
start, advancing to manufacturer’s 
sales manager. Am a close observer, 
tactful and successful in construct- 
ive work. Am personally acquainted 
with the entire jobbing trade of 
United States and Canada, — the 
larger retail trade, know ort 
conditions and am not a mere a 
executive. Can be of unusual value 
to manufacturer or jobber. Will 
consider only an association with a 
future. Address “H. S.,” care 
HarDWARE AGE, New York. 


- $a 


BRANCH MANAGER—Business 
executive, at present identified with 
rominent concern in capacity of 
ew York sales manager, seeks high 
grade connection requiring services 
of a business developer whose past 
records show capability of doing 
thin aoe. One who is accustomed to 
handling sales and office force, legal 
and export matters. Age 36. “ ‘T. M.,” 
care HARDWARE AGE, New York. 





A MAN 44 YEARS OLD, a com- 
petent bookkeeper ‘and office man, 
with eleven years’ experience in the 
retail hardware business and thor- 
oughly familiar with all sides of it, 





desires a position as head clerk or 
manager of a retail store. Will fur- 
nish references. “L. H.,”’ care 


HARDWARE AGE, New York. 





- ° 


SITUATION WANTED — Are 
you interested in a retail store man- 
ager who can produce results? Who 
can build up a sales force and plan 
sales campaigns thaf will bring peo- 
ple into your store? Tho can sys- 
tematize your business so that it will 
show just what it is doing? I have 
built up a prosperous hardware and 
electrical business in a town of 4000. 
Want larger field, 25,000 and up. 
Address “D. y..”” care HARDWARE 
AcE, New York. 





BUILDERS HARDWARE ésales- 
man wishes position with house doing 
high grade business in finished hard- 
ware. Young American, married, 
with a good record; at present em- 


YOUNG MAN, 32, member of 
Brooklyn Hardware Assn., 
osition to call on Brooklyn and 
ong Island hardware dealers and 
plumbers. 
HArpware AGE, New York. 


IF YOU ARE DESIROUS of 


wishes or ee selling or exchanging a stock 


of hardware we can be of great 
service to you on account of our 


Address “L. U.,” carelintimate knowledge of these matters. 


in every section of the United 
States. Address “R. W. S.,” care 





HARDWARE MAN, 20 years’ re- 
tail experience, as buyer and man- 
ager, A-1 references, wants position 
a of New York City. Address} 

Rea care HARDWARE AGE, New 
Ye ork 





SALESMAN, age 27, single, 5 
years’ experience on the road. Have 
some knowledge of the heavy hard- 
ware line; at present employed sell. 
ing wood stock. Have a wide ac 
quaintance among heavy hardware 
jobbers through New England, New 

fork and Pennsylvania. Desire to 
make change by April 15. Address 

‘L. P.,”’ care HARDWARE AGE, New 
York. 





WANTED—POSITION as sales 
and advertising manager with me- 
dium size manufacturing company, 
or assistant manager with large con- 
cern. Age 35; 12 years’ experience; 
excellent. references. Salary sec. 
ondary to opportunity. ddress 
“rT N.,” care Harpware Ace, New 
York. 





HARDWARE AGE, New York. 


EASTERN JOBBING AND DIS. 
TRIBUTING HOUSE with live 
sales organization desires to repre- 
sent in New England a few more 
manufacturers of hardware and 
specialties. Address “‘C. R.,” care 
HARDWARE AGE, New York. 


FOR SALE—Stock of hardware, 
stoves, paints and oils. Nice new 
clean up-to-date stock and fixtures, 
will invoice about six thousand dol- 
lars ($6,000), in good live town of 

,000 inhabitants, in an A No. |! 
farming country. Must be cash, no 
trade considered. Unless you have 
cash and mean business, do not an- 
swer. Reason for selling—different 
manufacturing interests demand my 
entire attention. This roposition 
will bear thorough inspection and in- 
weusgeaees and will go quickly. Ad- 














dress J. E. Kercher, Wolcott, Ind. 
HERE IS THE PLACE FOR 
YOUR “es rte FOR IT 
WILL BE ND READ 


SEEN 
BY EXECUTIVES THE MEN 
TO OM YOU MUST SELL 
YOuR SERVICE Ss. 





MANAGER AND BUYER, with 
seventeen years’ experience in gen- 
eral hardware and house furnishing 
goods, at present identified with 
prominent concern, desires to make 
a change. Best references. Address 

‘M. K.,”’ care HARDWARE AGE, New 
York. 


4 





YOUNG MAN, 28, married, eight 


- WANTED—To find honest, thor- 
ough hardware man who is looking 
for business opening. I will sell 
interest in my hardware store to 
hustler as am in growing city of 
14,000, center 50,000. Stock $15,000. 
Invite inspection and investigation. 
Chance of lifetime for best hardware 
store in Maine. Address ‘“K. L.,’ 
care HARDWARE AGE, New York. 





years’ experience with large hard- 
ware house handling general line, 
also builders’ hardware, have worked 
in all departments, desires new con- 
nection, preferably outside work in 
the Metropolitan district, where re- 
liability, energy and sincerity will 


WANTED TO BUY — Entire 
stocks or parts thereof of hardware, 
glass, white and red lead, oils, mixed 
and dry paints, chemicals, ‘drums, 
etc. Spot cash. C. S. Kahn, 1003 
Walnut St., Cincinnati, Ohio. 





lead te advancement. Can furnish 
best of references. Address “*M. H.,”’ 
care HARDWARE AGE, New York. 





RELIABLE MAN, 15 years’ ex- 
perience in wholesale hardware and 
sporting goods, including buying and 
manager sales, Southern States, 29 


THERE SEEMS by BE AN 
UNUSUAL DEMAND FOR 
HIGH GRADE MEN RIGHT 
NOW—WHAT KIND OF AN 
OPPORTUNITY ARE YOU 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





years of age, permanent location. 
Address “M. G.,” care HARDWARE 
Acre, New York. 





EXPERIENCED YOUNG HARD.- 
WARE clerk wants position with a 
good hardware store. Able to take 
charge in absence of proprietor. No 
bad habits. Good references. Ad- 
dress ““M. F.,” care HARDWARE AGE, 
New York. 





YOU NG MAN, 23, SINGLE, four 
years’ experience as clerk in retail 
and wholesale, seeks position with 
some Southern house. At present 
employed. Would consider traveling. 


e 


MANUFACTURER’S AGENT 
with headquarters in Pittsburgh, 
Pa., desires factory lines of hard- 
ware, cutlery, aluminum ware and 
kindred lines for representation in 
western Pennsylvania and easterr. 
Ohio. None but good strong rep- 
resentative lines. Address “K. P.,”” 
care HarpwarE AGE, New York. 








grea of Trade of towns or 
villages training water power or nat- 
ural gas desiring to have a substan- 
tial industry established therein, 
write giving particulars to “L. G.,’ 
care HArpWARE AGE, New York. 





Best of reference. Address “M. E..,’ 
care HARDWARE AGE, New York. 





ADVERTISING MAN desires 
connection with live hardware con- 
cern in city of 50,000 or more. Now 
advectising man for largest retail 
hardware store in city of 250,000. 


WANTED TO BUY an estab- 
lished Hardware Business that will 
invoice from $6,000 to $10,000 in a 
town of over 25,000. Pennsylvania, 
New Jersey or Delaware preferred. 
Address particulars, in care of ‘“T 
D.,” Harpware Ace, New York. 





Expert copy writer—can write show 
cards and trim windows. Salary not 
main object. Address ““M. B.,” care 
Harpware AcE, New York. 





WANTED—A POSITION by in- 
side salesman with over twenty years’ 
2xperience in mechanics and lumber- 
man’s tools. Best of reference. Ad- 








ter. 
; MES H. CUMMING, 
Fisher Bldg., Chicago, Til. 


loyed. Address ay V.,” care 
ARDWARE AGE, New York. 


YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO 


iT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 





dress ““M. A.,” care HARDWARE AGE, 
New York. 


PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 








hi Mm « Sheet eee re Ur hlUrellUr lh 


re ae ee ee ee ee ee 


1 DS, 8 sme s ei’ 
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Business Opportunities 


FOR SALE—A growing general 


“FOR SALE—A growing. genera Stock Adjustment Opportunity 


does from $27,000 to $30,000 busi- ° . 

ace 8 yea ie eee Ole erin I have an opportunity to adjust the stocks of 
community. Stock, including imple- merchants on some lines at present, and solicit 
ments, buggies and _ harness, all in d ws p 

first-class shape; will invoice $4,500.|{_ COrrespondence which must contain full inventory 
Easy terms for cash or good security. detail of lines, makes, sizes, quantities and prices. 


The best of reasons for selling. Ad- . 
Am interested to secure files, carbon and high 











dress “L. B.,"? care HARDWARE AGE, 

New Y k, be . . 

een ee speed drills, carbon and high speed mills, taps, 

“WE GOT THE MAN WE/|} dies, set and cap screws, semi-finished nuts and 

WANT EO OS ERTHELESS|| Starrett and Brown & Sharpe tools. My pur- on 


OLD BUT NEVERTHELESS 

eee Ore tee Alen chase terms will be prompt cash on checking of 
WEEK . invoices. Full information must be contained in 
THAT AN _AD IN THIS SEC-|I firct letter. 








LION, deat neEASS To Sue é 
CHEAPEST 
COMPETENT MEN. A dress CASH BUYER 
— care of Hardware Age 
239 West 39th Street - - - New York City 








PACIFIC COAST REPRESENT- 
ATIVE of one of the principal 
Eastern hardware manutacturefs 
wishes to add another line on com- 
mission only. Excellent selling or- 
ganization, personally acquainted 
with the entire hardware and sheet 
metal trade on the Coast. Highest 
class trade and banking references. 
Address W.,” care HARDWARE 


Ace, New York. 


- 








BROOKS 


WIRE GOoODs 


Bright Iron and Brass. ial 
Wire Goods Made to rder. 
ulation, in center of prosperous 


farming community. Fine oppor- M. Ss. BROOKS & SONS 
class plumber. CHESTER, CONN. 


tunity for a first ! 
Reason for selling—sickness. Ad- 
dress “L. S.,”’ care HARDWARE AGE, 


New York. 


4M nuracrunens sine! Parker Wire Goods Company 


class representation 
Manufacturers of 


and Retail Dealers in Oregon, Wash- 
ington and Idaho write me for par: 

General and Special Wire Hardware, 
Wire Goods and Stampings 


ticulars. Have large distributing 
WORCESTER MASSACHUSETTS 





FOR SALE—Exclusive hardware 
business Illinois tewn of 1400 pop- 














No, this is not a 
misplaced help-want- 
ed ad from the classi- | 
fied columns across | 


; 


the way. It belongs 
right here. 


WANTED 

—IDEAS!! 

i 
Have you any pet 
theories on what con- 
stitutes a “‘good file’’? 
Are you dissatisfied 
with your present file 
profits? Do the manu- 
facturers whose files 
you now handle render 
the type of Co-opera- 
tive Service to which 

you feel entitled? 




















warehouse and travelers, and am 
financially responsible. Commission 
accounts only. Address “L. R., 
eare Harpware AGE, New York. 








SPLENDID OPPORTUNITY. 
For sale at an advantage the con- 
trolling interest in a good established 
wholesale hardware business in a 
Southern city. Good reason for 

For full particulars address 


par * care Harpware Acge, New 
vor TACKS Sex" NAILS seem BOLTS 


MANUFACTURER’S AGENT, Cobblers’ Nails, Bed Screws, Glazier Points 


well acquainted > ree —- 
and large consuming hardware trade 

of Baltimore and Washington, D. C., Send for new tilustrated catalogue, most convenient end 
is looking for factories who have comprehensive. 

winners in this line. Commission 

basis. Best - cetyanag oh SHELTON Co. (Estab. 1836) 
7 > WARE » New 

a SHELTON, CONN. New York, 96 Warren St. 


York. 














Ses 








We have reason to 
believe Delta — Files 
“head and shoulders”’ 
above other files on 
any score you care to 
choose as a basis of 











\ 
\ 








WANTED—One or Two Sole 
(for British Isles) from 


SY 
SY 


Agencies 

actual Manufacturers of Goods sell- ee 

ng quickly to Wholesalers in volume. omy T A R V i S E Ss Z comparison — people 
Z tell us so. 


Increase your sales with Star 
Vises, Perfection Grinders and 
Ford Accessories. Write for par- 
ticulars. 

STAR SPECIALTY MFG. CO. 
227 West Erie Street CHICAGO 
New York Office: 37 Warren Street 


Quote bedrock f.o.b. London. Ref- 
erences to prominent American busi- 
ness men. Box 9, HArpware AGE, 
11 Queen Victoria Street, London, 
E.C., England. 

FOR SALE—Stock of hardware 
and sporting goods in East Central 
Iowa—county seat. Four railroads. 
Doing good business. Cash only. 


Will you do us the 
favor of writing a 
friendly little letter, 
lettng us know exact- 
ly what service you 
expect? We will do 
our best to give it. 





MNMOOWWWww 














Good cause for selling. _ Address 

—? care Harpware AcE, New We will send you an 

ial assortment of Deltas 
on trial. 








We want your PER- 
SONAL IDEAS now! 


The Delta 
File Works 


Philadelphia, Pa. 


THE HIGH GRADE MAN " 
Looking ror A PosiTion|! “The Zimmerman Porch Base 
TO GO HIGHER UP WHERE | 
H MAKE Prevents Decay and Saves Expense | 
All Sizes for Round and Square Posts | 
Pamphlet and Prices on Application 


S. CHENEY & SON 
MANLIUS, BNo Be 


AGNE 


TELL HIS STORY. 














ATTENTION MANUFACTURERS 
If you are not satisfactorily repre-| 
sented on the Pacific Coast outline! 
your proposition to Pacific Distrib- 
uting Company, Wells Fargo Build- 
ing, San Francisco, and get results. 
Address “L. Z.,” care HArDWARE 


Ace, New York. 


rerun 
\ \\ AY 




















FOR SALE—HARDWARE Stock, 


\ NN Ny AW MMA wi vx 





Stoves and Tinners’ tools, would in- 
voice about two thousand to twenty- : STUDDING SOCKETS 
five hundred. Will rent store 40 x Easiest, simplest, best way to anchor Z 
60, clean and up-to-date, prominent wooden studding to cement floors. Approved zg 
corner Wisconsin town about 2000. by architects and builders. Big demand— Z 
County seat, dairy and farming coun- liberal profit. Write for complete ee of Door 

Hangers, Sleds, Wagons and Hardware Specialties. 





try. Have other interests reason for 
selling. Good: opportunity; expenses 
reasonable. Address “L. X.,” care 
Harpware Ace, New York. 


Cedar Falls, Iowa 









WAGNER MFG. CO., Dept. D 
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Brings 
Auto 
Business 
To You If 
You PushIt 


This is the button that is the big smashing 


automatic feature of the 


REMIER 


AUTOMATIC ELECTRIC 


VULCANIZER 


The feature that is bound to make the 


Premier the biggest selling vulcanizer for 
home use on the market; because it makes 
vulcanizing simple, safe and cheap. 


All the motorist has to do to make a repair 


with the Premier Vulcanizer is to clean and 
prepare the rubber, apply the vulcanizer, press 


the button and forget it. When the job is done 


the button will throw off the current, and keep it 


off. He can’t overcure or undercure, or set any- 
thing on fire, with the Premier Vulcanizer. It is 
made in types to couple on to electric light sock- 
ets or battery currents. It does a job of vulcan- 
izing in less than half an hour for less than a 
third of a cent. 


Shelf Goods 


And it is shelf goods! It comes in a carton that you 
can take down and wrap up as easily as anything in 


your store. No demonstrations to make, no explain- 
ing. Everybody knows all about the Premier and the 
Little Red Button now, from our heavy national ad- 
vertising. And they are all wanting it. Get in on 
this trade. Don’t leave it all to the garage men. 


The Premier sells for $3.50 with complete vulcan- 


izing outfit. No other vulcanizer offers as much. 


PREMIER ELECTRIC Co. 


4049 RAVENSWOOD AVENUE tf 3 CHICAGO 
Northern Electric Co., Limited, Distributors for Canada 








‘Tt 
Holds 
the 


Door 











“Is 


the 


99 














. PATENTED 


GRIFFIN’S 
Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


THE GRIFFIN MAN’FG CO. 


E. : 
37 Warren St. ERIE, PA. 17 A caovel St 


Never 


Way” 








OUR OWN SUCCESS 


IS DEPENDENT 








First—On the superiority of our product and its 
absolute dependability. 


Second—On the amount and character of the 
co-operation and assistance we offer our job- 
bers and dealers, and the good faith we exer- 
cise in our methods. 





SIS 
ae” “2 


—— 
\<- 


AINAVUTUUUAVAURAEA UTA 





» 


Junior 
ORDER THROUGH YOUR 
OWN JOBBER 


Eclipse Manufacturing Co. 
Indianapolis 














Car Owners Demand Maximum 


Quality at Minimum Cost 
And They Get It In 


HARRIS 


OO Dk ra U. S OFF. ‘ 


ouskeus 


Some reasons: Selected crude oil—paraffin 
base—only the purest and highest quality 
obtainable. Filtered and refined by careful, 
painstaking processes. We have had 31 
years’ experience in this. The finished 
product has all of the essential qualities for 
perfect lubrication. 








Wise Hardware Dealers are 
handling Harris Oils and 
Greases. They bring re- 
peat orders. 

Our oils are put out in special 
iron drums equipped with con- 
venient faucets, and in bbls., 
half bbls., 10-gal., 5-gal. and 
I-gal. cans. 


*“*A Little Goes a Long Way 
and Every Drop Counts.’’ 


@ A. w. HARRIS OIL CO. 


326 S. Water St., Providence, R. I. 
Branch: 143 No. Wabash Ave., Chicago, IIl. 
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